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New England Agents 
Fight To Preserve 
Control Of Business 


Cole Warns cf Growing Powers of 
H.O.L.C. As More Mortgages 
Are Issued on Dwellings 





CHENEY IN MILITANT ROLE | 


Veteran Vermont Producer Says: 
Rejection of Code Only Spurs 
War on Unfair Practices 


Many leading agents of the six New 
England States the Mount 
Washington Hotel at Bretton Woods, N. 
H., this week to attend the annual sum- 
mer convention of the New England As- 
sociations of Insurance Agents. While 
much of the time at these summer gath- 


were at 


erings is devoted to sports and social 
affairs, the meeting this year struck a 
more serious note as the agents believe 
they are right up against the problem of 
fighting to hold their business or see it 
taken away from them piecemeal by one 
interest or another. Edwin J. Cole, Fall 
River, Mass., chairman of the executive 
committee of the National Association of 
Insurance Agents, took occasion to re- 
port on the agents’ meeting in Wash- 
ington last week, saying that the Home 
Owners Loan Corporation will probably 
be holding mortgages on 20% of the 
homes of this country in five years, with 
control over billions of dollars of fire and 
other lines of insurance. 


Cheney Heard With Interest 


Thomas C. Cheney of Morrisville, Vt., 
who has been a local agent for more than 
forty years and who has held many po- 
sitions of high responsibiiity in the Ver- 
mont legislature, expressed the belief 
that local agents are going right through 
with their fight to clear the business of 
unfair practices by fire insurance com- 
panies, when giving his report as chair- 
man of the New England Advisory 
Board Tuesday morning at the conven- 
tion at Bretton Woods. Because of his 
lng experience and his intimate ac- 
quaintance with numerous company ex- 
tcutives Mr. Cheney was listened to with 
keen interest. 

‘While the code has been rejected if 
Washington so that we still have our 
problems, our energies in its behalf were 
hot wasted,” said Mr. Cheney. “We have 
gained ground. We have the agreement 
Signed by the executives and the com- 


Pahies admitting that unfair practices 
Prevail. The code agitation \ has~ also 
caused a group of investment bankers to 
admit that they coerce premiums and 
that such premiums form the largest part 


(Continued on Page 28) 
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Everybody Knows 


New business in June showed no let-down that might 
herald the approach of a Summer slump. And, as a 
matter of fact, there never is a Summer slump for the 
life underwriter who uses his time effectively in July 
and August. Always there are prospects enough for 
him, and always he earns a profitable living and expands 
his clientele. The average vacation among prospects is 
only two weeks, which leaves between six and seven 
weeks of the mid-Summer months in which they can be 
seen and sold. It is chiefly a matter of whaether to work 
or not to work. If not to work, the excuse that “nearly 
everybody is away,” though ridiculously untrue,’ serves 
the purpose, but it is only a flimsy, as everybody knows. 


When all the nation is striving to keep business mov- 
ing along and upward, life underwriters—most of them 
their own time masters—should keep step. Life insur- 
ance is seasonless to the man of purpose and of will. 


THE PENN MUTUAL LIFE INSURANCE CO. 
"WM. A. LAW, President 
PHILADELPHIA 


Independence Square 




















New York Life Upheld 
In Settlement Of 
German Policies 


Highest German Court Approves 
Revaluation Payments and 
Ends This Litigation 


SETTLEMENT WAS LIBERAL 





A German Attorney Formed an 
Association of Policyholders and 
Kept Issue in Courts 





The last of the pending German life 
insurance cases growing out of the re- 
valuation of policies of American com- 
panies issued to German citizens was de- 
cided by the German Supreme Court 
last week, when the highest German 
tribunal dismissed an appeal from lower 
court decisions in favor of the New 
York Life. 

Newspaper Stories Wrong 

Press dispatches from Germany car- 
ried in American newspapers were in 
error in reporting that this decision was 
against the company. It so happened 
that Walker Buckner, vice-president of 
the New York Life, who was formerly 
in charge of its European business, is at 
Carlsbad and the home office here was 
able to confirm through him and through 
the company’s attorneys in Germany that 
the decision was favorable to it and that 
the highest German court finally dis- 
posed of all attempts at a review of the 
revaluation previously made with the 
consent of the courts and ends all such 
litigation because the statute of limita- 
tions applied as of the end of last year 
except as to cases then pending. 

A German attorney has been active 
for some years in working up claims 
against the New York Life and _ the 
Guardian Life, the two American com- 
panies that had done business in Ger- 
many. He had formed an association of 
German policyholders of American com- 
panies by circularizing and has persist- 
ently sought to keep this matter before 
the German courts. 


New York Life Settlement Liberal 


The New York Life made complete 
settlement on a liberal basis with the 
approval of the courts when it paid 15% 
in new German currency of the value of 
the old policies. This was on a much 
higher basis than the recognized value 
of the new currency. The reason the 
German attorney sought to re-open this 
settlement was because an accident in- 
surance case involving a Swiss company 
had been decided against that company. 
The attorney sought to use this to re- 
open the life insurance cases but two 
lower courts upheld the revaluation and 
now the highest German court has re- 
fused to reopen the matter. 

Originally the New York Life had 
something like $3,000,000 involved in out- 
standing German policies and the Guar- 
dian Life had a considerably lower 
amount. 





s= 









July 13, 1934 
























































A | I 
7 

OF THE a 

FAMILY MAINTENANCE POLICY oa 

I. vr 

The present contract ($10,000) pays to beneficiary . 

if insured dies within 20 years from date of contract, hs 

$100 a month for 20 years from date of death, and The 

then $10,000 cash. Commuted value $23,670. Term sae 

portion convertible in 12 years. Age at issue limited ier 

to 45 years. The following are the two new addi- er 

tional options. vi 

Il. a 

Pays to beneficiary if insured dies within 15 years J cons 

from date of contract $100 a month for 15 years from = 

date of death, and then $10,000 cash. Commuted tae 

° . ° Cour! 

value $20,970. Term portion convertible in 10 years. i= 

Age at issue limited to 50 years. nex 

Teed 

ul. E 

Pays to beneficiary if insured dies within 10 years preta 

from date of contract $100 a month for 10 years from auth 

date of death, and then $10,000 cash. Commuted Whe 

value $17,840. Term portion convertible in 7 years. provi 

Age at issue limited to 55 years. <a 

a 

. a pa 

—Organized Service— m 

oo : 

taxa 

The KEANE-PATTERSON AGENCIES = 

225 West 34th Street 100 East 42nd Street hes 

CHickering 4-2384 AShland 4-8610 _* 

: know 

regulz 

THE BIGGEST BUSINESS IN THE WORLD IS FAMILY MAINTENANCE he 

rat 
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Many changes were made in the Fed- ing point of life insurance is its certain- paid as gross income in his return. In- 
eral Revenue Act of 1934 affecting life ty, direct action and freedom from the come in excess of the 3% is exempt. 
insurance and its uses. A timely refer- delays of litigation. When exempt income received equals the 
ence book bringing this information up After the policyholder dies, his life in- consideration paid (under present or 
to date is the tenth edition of The Taxa- surance comes under the estate tax Juris- prior laws) the entire income from the 
tion Primer of the Penn Mutual Life diction. The question of profit or loss is annuity is reported as gross income. 
just issued. E, Paul Huttinger, agency immaterial. Though the insured pays $15 Q. How is an assigned annuity tax- 
secretary and tax counsel of the Penn and his beneficiary collects $1.000, profit able ? 

Mutual Life, is the author of the Tax docs not determine the tax. The tax Is & Sf the eumer of an ammuier Givests 
Frimer. determined by how much insurance the “ae of a cubes i i dite deseeiiae 
j , > > > »t<- ; > > ce 
Change Principle of Taxation insured had and whether he retained th« amenities ic tensile to. tie acslenet 
It is inted t in the introducti incidents of ownership in his policies. Q. How does the income tax affect an 
> eee oe . Sere The exceptions to this general rule are Lae Sled al fe i : ; 
to the book that the 1934 Revenue Act on Saleen? annuity combined with life insurance in 

a oe ’ : 2 . a single contract ? - 
sa porn Be i. sage 1913 1. When proceeds are retained by th \. This contract, known as the Par 

7 ~ 2A >» < > e - ° ° fi. » 5 > - 
The bh “sg th ra -" the lif ti —_ interest paid thercon is subject ticipating Lif Income with Principal Sum 
. vas y 2 > > > ¢ xy Lite 4 . 
h ‘ vale vholde “ ieee a fr be “life in oe Savabie at Death, is a single veel sar 
irl agg: on : oak “ uit — 2. When policies on th~ lives of other trai ht life annuity with life in uranceé 
. men oan straig ‘fe ; ae Sie ‘ 
psc “ neue ntil te tol a persons are purchased for value. net ufficient to restore the principal if the 
» exe ' s e atonal ‘ ‘ 
cot re ese ge Mgr ne total sum profits derived from surrender, maturity eines ied fe te ee held that 
FECEIVER EXECECS EBC Prcmlans OF CON- or death are subject to income tax to the a tagedga esate SI 
sideration paid. The law now requires purchaser where a fair division of the total premi- 
sceipts fre ies = paeatc . um may be made into part annuity and 
paige: Figs poor _ ge Ilustrations of some of the questions part life * peter “ tli ow p aes 
mite . > ata sate « . < . : : Z s ore < - 
we bl ae foll an wee The answered in the Taxation Primer follow: tant is exempt “stg income tax until he 
a . y y or: > ee s ) 
vonenen a rae i in tude eng . Income Tax Dividends has received an amount equal to the 
cenee a : sea ‘ 1d: a6 of < 
We t th we sid, a eee Sees Q. Is there a tax upon dividends re- Sadia iuaeah’ al te . Het ar etens 
> 4 > = . . . ° « Ve ) 4 - . -4 
3% Oo e consideration or premiums ceived by the insured on a policy after ant YI . e pre ; icp ties 
paid for the contract. Any income above jt pecomes full-paid ? . snes ruling - eae of ——, a! has 

i iv is exe the is “pepe Eee ” yeen changed. As the contract has been 
exempt income, plus exempt income tee in’VceN©ig This question, answered “yes E. PAUL HUTTINGER held to be divisible it is believed that 
xe p >: exe > Bea ° ° ° = ‘ * elc Oo - Ss ; S eve 
—_ ve ag plus ay income re in previous regulations, has been deleted a ? NGER eget he Rage cove + Paginas sp abe 

si SR eA opieie m OES, ms ’ > faxpaver s , . as gross 
— under previous. laws, equals the from Art. 62, Reg. 74. The law is clear on Mt “% oe of eport ttl 
consideration or premiums paid for the that until the insured has received an sum is income to the donee. In the case  Meotle o% ‘d. ae GRREY POrNes OF Us 
oe then the entire annuity sacral amount in excess of the premiums paid, 0! out annuities or endowments payable YE a pai kif 
_——- instalment is to be entered in there is no taxable income. But if the in instalments it is believed that the S —. receiver ya Le insur- 
. Tt return as gross income. : policy is surrendered or matures, all div- donee should now include in income 3% rises = iCINS OFC Ceeeys Ga Lees sid 
_It is considered certain that this ques- jdends and interest previously received of the premium or premiums paid with- eid “es — life _ premiums paid, 

, . ‘ : <= eam ; ef ae nese a nds . » insurance porti 
bie will be carried to the U. S. Supreme will be credited to the policyholder in Out waiting for the receipts to exceed erg ap vom 9 id in . po = 
ourt on the ground that the require- computing the profit, if any, derived What was paid for the contract. oF the a eos wee .o oy 
ment of the law is a tax on capital ; at focus the toanenetien: By irrevocably designating a benefici- Q. Is e a ; — J : An- 
it ae be determined what is income Q. Are dividend accumulations on life aty of the endowment payment before a pure <8 . oe ae 
s ee ; ’ ; : Seas a waperly ; m res > ncome tax! 
_ the — -_ received a sum jnsurance received by the insured at the ‘™aturity the result is as follows: . ON Seen delivers yd ae 
Ss 5 2 : : 2 . nn » : NO 0 e ery, 4 ome 
ge of the consideration paid. time the policy becomes full-paid taxable 1. Lump sum payment. The profit, or ; bi vtgp Seg | geod ee 
Ph s some rulings and decisions have as jncome? difference described above, is taxable to Se ke ; b dhe pow aoe 

c solete i > i > eo : aisle No income 1s realizec y the employe 
ccome obsolete by virtue of this change A. Not unless the sum of the accumu-_ the donee or beneficiary. . ae il : — 
in the law, only opinions of its probable t div; : upon delivery of the contract to him. 

lated dividends and interest exceeds the 2 Proceed ‘tained at intere ¢ : ‘ ve ; 

effect on certain cases can be en, . a op o. roceeds retained at interest for ©. How are pension annuities pur- 

e giv premiums paid. The cash surrender value first beneficiary for life or ter SS 8 ° eg: 

based on the pl . f ‘ . eg : irst benehciary for life or term of years, chased from a life insurance company 

on the plain meaning of its lan- of the full-paid policy remaining it Ry : . "ti 
guage and knowledge of previous inter- . ee ‘ & In then proceeds to second beneficiary. In- taxed as income to the annuitant? 
. I ¢ force does not enter into the: computa- terest j axable rst beneficiary ; , . 

pretations. A new body of decisions will tion Pro st income taxable to first benehciary. \. Where the employer contributes 

have to be developed before anything Q. Are dividend and interest accumu- sce — ei -¥ ‘ benchciary all the premiums paid to the company, 

authoritative will be known. a A Soidietin deameeie te “inal bj ‘ when received as under the annuity, when received by the em- 

Apparently life insurance is still con- jncome tax before selley ee Ale we "ae 3. Proceeds paid in Sraibiieia This ploye, is taxable income. Where the 

7 _ : a? ( < es o c- ~ Tr . oO 2¢ - step - . “ - . = . _ 
trelled by the old rule quoted above. comes full-paid ? : ieee ta policy Mf oy gr tage : - employe has contributed a portion or all 
When a life policy is surrendered or A. No. However: if the policy j , ruling is here modihed by the new law, of the premiums paid, it is believed that 
matures under accumulation : A. No. ; € policy 1s sub- making endowments payable in instal- he should report as gross income 3% of 
provide Id ag h Pans ag. scaduently surrendered or matured in a ments taxable in the same manner as the considerations paid, as stated in pre 

ve 2 > > . . ° . . < « s ¢< 1d, ¢ stad = 
_ old ag —— to the insured, single sum, the accumulations and in- annuities vines cunelna ‘ , 

-re 2 2 . . us Ss mn. 
mere is no taxable income until the total terest drawn down should be added to ‘OQ. Are corporate dividend aid " ili i 
sum exceeds the consideration or pre- the cash received in order t mput F Secmmaeian “uaa I gre ms < as the | Sg G cnewny A gece aaa 

. : : é e a . oO compute oft insurance proceeds collectec »y the subjec inc > tax? ‘ 
sone paid. As the maturity of the Life the then taxable profit. corporation tenshie in tha shese.qusener a to a seas vax tf . 

ate Endowment policy is a matter of Policy Payments : hse AE oer ag aia - No. Sums received under total 
choice with the insured, it is believed Q. Is life insurance paid to an indi ~- vi After he i i ee ee 

> ee A ee a ete Me. ndi~ A. es. fter the insurance is col- > considere - smeure ' are 

this would be considered a life insurance _ yidual beneficiary subject to income tax? lected, its i : weet be considered health insurance and are 
contract. = “per Me sesache ccted, identity as insurance is lost. entirely exempt from income tax. 

eae ’ : No. Neither in case of payment While insurance is not income to the Q. Is interest from policy proceeds 

T uction of Premiums ota single sum or in instalments, but if corporation when collected at the death subject to income tax? F : 
he deduction of premiums paid for the policy has been purchased for a val- of the insured, if. it te paid out as a . We Tienelensiie . tedenanh: teekaun 

- j j : - . 5 ous! res co » 
ae insurance is a matter which has puz-___ uable consideration, the purchaser is sub- dividend to stockholders it is taxable in n proceeds | ft with th pow! aut 4 

“ y ; : C : ; AX 0 TOCcE s le 1 e oO Ve zz 
cnr Menus Thousands of poli- ject to income tax on the profit derived — their hands like any ties dividend the direction of the insured was exempt 
i€s . A ‘ e wr s a. Ss é > 9 
edhe | oh se ee and cor- frem the transaction. Q Are partnerships subject to income but this was amended by the Revenue 

ions desirous of reducing their net Q. Is life insurance paid _to insured’s tax and surtax with respect to life in- Act of 1926 and subsequent laws 
taxable incomes if it could be truthfully estate subject to income tax? surance paid to them? Se : % 
Stated that this result would follow. But A. No. It is not subject to incom \. No, except policies purchased for Matured Endowments . 
— a is the exception rather tax whether paid in a single sum or in a valuable consideration O. How are matured endowment 

an the rule instalments. oO. WI + me , : é s 

; 4 lat payments are affected by payable in one sum <z > ’ > in- 

Saving taxes is the legitimate function ). Are corporations subject to income > income tax ? : tis. a oe affected by the in 
of th the income tax come tax! 
the trained life underwriter, says the tax on the proceeds of corporation life A. Annuities, cash surrenders and ma- \. First, the cash value of the en- 
—_ meee Fetes. 1 is Wie duty eg insurance ? Nei . tured endowments enjoyed by (1) the dowment on March 1 1913, is ascer- 
re all the beneGts the present laws, No. Neither in the case of pay- annuitant or insured; (2) a purchaser for tained. (March 1, 1913, is the date from 
the ations and decisions confer upon ment of a single sum or ins talments. value ; (3) the donee of a gift policy; and which the first U. S. income tax becamé 
clie property he sells and to advise his Q. Are gift endowments and life in- (4) interest on insurance or annuity pro- effective. Accumulations prior to that 

lent on. But he should ever surance affected by the income tax law? ceeds left with company. i date are not tamiite.) This is eultcart 
rem : 2 % * ° f ES ‘ ane - € < are aXe . Is § act- 
- vp oe ae the advice must be sound Yes. The difference, if any, be- Q. How are annuity payments affect- ed from the matured value. From this 
ene of value; that his duty is to solve tween the premium or premiums paid ed “by the income tax? difference is then subtracted the total 
die spec Pager make new ones for the (which is the gift) and the amount real- A. The taxpayer includes 3% of the premiums actually paid on the endow- 

—— ‘ent or his survivors; that the best sell- ized therefrom when payable in a single aggregate premiums or consideration ment since March 1. 1913. The result 
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is the profit or income, if any, to be re- 
ported for the income tax. Or the in- 
sured may subtract the total premiums 
paid from the dividends and amount re- 
ceived at maturity and report the re- 
mainder as income. Whichever method 
benefits the taxpayer more is allowed by 
the Treasury Department. It has also 
been held that the value on March 1, 
1913, may be ascertained by discounting 
the amount received back to March 1, 
1913, at 4%. 

Q. Is a matured endowment policy or 
the cash surrender of a life insurance, 
endowment or annuity contract entitled 
to the benefits of the capital gain pro- 
vision of the income tax law? 

A. No. 

Q. If the policyholder, maturing an 
endowment, elects to leave the proceeds 
with the company at interest, how is the 
transaction taxed ? 

A. The contract has matured and the 
policyholder is entitled to his money. 
His profit from the transaction is sub- 
ject to income tax according to the meth- 
od of calculation described. Interest in- 
come from the deposit of the proceeds 
with the company is likewise subject to 
income tax. 

Q. If the policyholder, maturing an 
endowment, elects to take the proceeds 
in instalments, how is the transaction 
taxed ? 

A. In the same manner as an 
nuity. 


an- 


Exchange or Surrender 


Q. Is there any taxable income when 
one policy is exchanged for another? 

A. Yes, under certain circumstances. 
If the new policy has a cash surrender 
value exceeding the net cost of the old 
one the result is a taxable profit for the 
year the exchange takes place. Should 
the taxpayer receive a cash payment in 
addition, of course such payment ought 
to be computed in the profit. If the 
new policy has no cash surrender value 
and there is no cash payment received, 
or if the new policy has no cash value 
and the cash payment is less than the 
net cost of the old policy, no taxable 
income results. 

How are cash surrenders affected 
by the income tax? 

A. First, the cash value as of March 
1, 1913, is ascertained. This is subtracted 
from the cash value received. From this 
is then subtracted the total premiums 
actually paid on the policy since March 
1, 1913. The result is the profit or in- 
come, if any, to be reported for the in- 
come tax. The same alternative method 
of computation may be used as is ex- 
plained in the answer to Question 19. 
Life insurance cash surrenders have not 
been affected by the 1934 law as is the 
case of annuities and endowments pay- 
able in instalments. 

Is loss deductible from gross in- 
come when insurance policies are sur- 
rendered for less than the premiums 
paid ? 

A. Loss decided deductible as a busi- 
ness expense. Forbes Lithograph Man- 
ufacturing Co. vs. White, 42 Federal (2) 
287. Case appealed and settled by com- 
promise, taxpayer admitting Revenue 
Bureau’s right to deny deduction and 
Revenue Bureau receding on another 
matter involved, so question is at present 
unsettled. 

f If a loss is sustained in the sur- 
render of an annuity is such loss de- 
ductible from gross income? 

A. Yes. A contract for an annuity is 
not a contract for insurance and the 
price paid for annuities is not a premi- 
um paid for an insurance policy. Where 
the annuitant is convinced that the in- 
vestment is not a wise one and forfeits 
not only the amount theretofore paid, 
but all future rights under the contract, 
the loss in the year of forfeiture is an 
allowable deduction. Cohan vs. Commis- 
sioner, 11 B. T. A. 473. On different 
facts court maintained a consistent at- 
titude. Louis vs. Com’r, 29 B. T. A. 1200. 

Transfers 


Q. How are life insurance payments 
affected by income tax if purchased for 
a valuable consideration ? 

A. When life insurance policies are 





assigned and purchased for a valuable 
consideration, an amount equal to the 
purchase price, together with subsequent 
premiums, if any, paid by the purchaser, 
is exempt from tax, but any amount over 
and above this received by the purchaser 
is taxable income to him. 

It is possible this rule would also be 
applied when insurance is transferred to 
liquidate a debt and the creditor collects 
a sum greater than the debt, interest due 
and premiums, if any, paid by him. 

The plain intent of the law is to tax 
as income any profit arising from a life 
insurance contract which inures to a per- 
son who has obtained that contract 
through a commercial sale or transfer 
thereof. 

Q. What is the meaning of the term 
“valuable consideration” ? 

A. The term “valuable consideration” 
is intended to describe a commercial 
transaction in which fair value is given 
and received. There is a difference be- 
tween “valuable consideration” and “good 
consideration.” A good consideration is 
one that is recognized by the courts as 
binding. Transfers in consideration of 
one dollar, or for love and effection, are 
recognized as good and sufficient at law, 
but they are not recognized as valuable. 
For instance, where the president of a 
corporation applies for insurance, paya- 
ble to his estate, and immediately as- 
signs it to the corporation, which pays 
the first and subsequent premiums, it is 
not a transfer for a valuable considera- 
tion. Letter to H. R. Limberg from J. 
C. Wilmer, Deputy Commissioner, dated 
April 30, 1931. 

Q. Has the tax on a transfer for val- 
uable consideration ever been enforced ? 

A. Yes. A and B were partners. A 
insured B, taking absolute title to the 
policy. B insured A, doing likewise. B 
died. B’s executors sold the policy on 
A’s life to the firm. The firm continued 
to pay the premiums. Upon A’s death 
the firm, as transferee, was entitled to 
income tax exemption of only the actual 
value of the consideration paid for the 
policv and the subsequent premiums. The 


difference between these sums and the 
aniount received was subject to income 
tax. 

Q. What type of policies may usually 
be transferred for a good but not a val- 
uable consideration ? 

A. There is no ruling on this ques- 
tion, but policies without cash or loan 
values or policies in which the full loan 
privilege has been exercised may be so 
transferred. 

Premium Deductions 

Q. Are premiums paid on life insur- 
ance policies deductible from gross in- 
come? 

A. Generally speaking. no. Arts. 281, 
283, Reg. 74. (See following question for 
exceptions to rule.) 

Q. What premiums paid for life in- 
surance are deductible from gross in- 
come ? 

A. In the following cases. premiums 
may be deducted from gross income, un- 
der the heading “Business Expense,” but 
proof may be required to sustain the 
deduction. 

1. Premiums paid on group insurance. 
Arts. 283, Reg. 74. But not if employer 
has any pecuniary interest in the policy. 

2. Premiums paid by employer and 
taxpayer on individual policies of offi- 
cers or employes where the taxpayer re- 
‘tains no direct or indirect beneficial in- 
terest therein. But where employer 
names itself as beneficiary, even though 
it agrees to pay proceeds to beneficiary 
named by employe (if employe continues 
in service) the premiums are not de- 
ductible. 

3. Premiums paid by a corporation 
upon insurance taken out by the cor- 
poration on the life of the guarantor of 
a debt to the corporation. 

4. Premiums paid by an individual of 
technical ability who is associated in 
partnership with another person or per- 
sons, providing financial support to the 
business, where the former, in order to 
secure said support, must insure his life 
in favor of the latter. This deduction is 
not available where the proceeds are in- 
tended to be used directly or indirectly 
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Guardian business during the first half of 1934 exceeded that 
during the same period of 1933 by 46% in volume. 


Business in June, 1934 exceeded that for June, 1933 by 
72% in volume, and was the biggest monthly total since 
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field’s eighth consecutive monthly gain . . . the 11th increase 
in the 12 months of the Club Year, which ended June 30th, 
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for the satisfaction of contracts or other 
pecuniary obligations. 
5. Premiums paid by a creditor where 
the debt is ascertained to be uncollectible 
and the cash surrender value is less than 
the debt, although the face value may 
exceed the amount of the debt. 

5. Premiums paid by an individual for 
life insurance to be distributed as a char- 
itable gift. 





CONFIDENCE IN FUTURE 





Chief Executives of Companies Tell 
Why Outlook for Life Insurance 
Is Excellent 

The current issue of the Manager’s 
Magazine, published by the Life Insur- 
ance Sales Research Bureau of Hartford, 
carries a compendium of articles by the 
chief executives of eleven life insuranc 
companies in the United States and 
Canada in which they emphasize the in- 
herent stability of life insurance and the 
benefits it will continue to bring to in- 
dividuals and families in the future. Un- 
der the general topic, “Watchmen, What 
of the Night?” these leaders express 
their faith in the business which they 
represent. 

Those wh6 ‘contribute to this survey 
are H. A. Behrens, president, Conti- 
nental Assurance, Chicago; M. J. Cleary, 
president, Northwestern Mutual, Mil- 
waukee; George I. Cochran, president, 
Pacific Mutual, Los Angeles; Frederick 
H. Ecker, president, Metropolitan, New 
York; Robert W. Huntington, president, 
Connecticut General, Hartford; M. A 
Linton, president, Provident Mutual 
Philadelphia; J. H. Lithgow, general 
manager, Manufacturers, Toronto; Ger- 
ard S. Nollen, president, Bankers of 
Towa, Des Moines; Frank P. Samford, 
president, Liberty National, Birming- 
ham; George Willard Smith, president. 
New England Mutual, Boston; and A 
B. Wood, president and managing di- 
rector, Sun Life of Canada, Montreal. 





NEW YORKER PROFILE 

The “Profile” in last week’s issue of 
The New Yorker, New York’s snooty and 
sometimes too clever magazine, devoted 
to the methods used in selling by an in- 
surance agent—name not given—amused 
insurance men because, while they did 
not like the tone of the article, in the 
main it was not a knock on life insur- 
ance. Rather it was a sarcastic review 
of sales methods and their persistence. 
It admitted, furthermore, that when the 
insurance was sold the public was the 
gainer. St. McKelway, the author of the 
article, is a Brooklyn newspaper man 
who is on the staff of The New Yorket. 


NEW COMPANY AT SOUTH BEND 

Articles of incorporation have been 
filed with the Indiana secretary of state 
by the Atlas Mutual Life of South Bend. 
The corporation has no listed capital 
stock and is formed for the purpose 9f 
writing life insurance. The incorporators 
are Marcus M. Gilman, Max Buntmam, 
Maurice Shapiro, Robert W. Latta and 
Harry Zoss. 
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Iowa Governor Holds 
Mortgage Conferences 


ON FARM FORECLOSURE CASES 





Has Understanding with Prudential and 
Will Confer with Other 
Companies 





The first of a series of conferences 
with farm mortgage representatives of 
life insurance companies which Gover- 
nor Herring of Iowa plans to hold took 
place last week when R. R. Rogers of 
the farm mortgage department of the 
Prudential conferred with Governor 
Herring and worked out a definite plan 
for redemption of mortgaged farms now 
listed for foreclosures on court dockets 
in lowa. Governor Herring plans to con- 
fer with representatives of other insur- 
ance companies holding Iowa farm 
mortgages that are delinquent. 

As worked out by this understanding 
with Governor Herring in the case of 
future impending farm foreclosures in 
lowa where the farm is occupied by the 
owner or the owner is an Iowan, the 
insurance company will confer with the 
local advisory council on the merits of 
each case before taking any steps to- 
ward foreclosure. If the farmer is found 
to be worthy and the farm one that of- 
fers reasonable security, a new loan will 
be arranged. Governor Herring, in a 
statement to the newspapers, was most 
optimistic that the new plan would re- 
sult in an equitable settlement of fore- 
closure difficulties in Iowa. 





WITH CONTINENTAL AMERICAN 





H. G. Kingsley Resigns Columbian Na- 
tional General Agency in New York 
To Go To Wilmington 
Homer G. Kingsley, who came to New 
York last November from the Baltimore 
agency where he was general agent of 
the Continental American to take over 
the general agency of the Columbian 
National in Greater New York, has re- 
turned to the Continental American as 
superintendent of agents for the south- 

ern district. 

Mr. Kingsley entered the insurance 
business with the Travelers at 55 John 
Street, New York, where he became a 
field assistant serving that company for 
two years. George A. Martin, vice-pres- 
ident of the Continental American, ap- 
pointed him manager of the Baltimore 
agency of that company wtih territory 
extending into the District of Columbia 
and West Virginia. 





BUY HAMMOND BUILDING 


The Lincoln National Life recently 
purchased the building at Hammond, 
Ind., formerly occupied by the State 
Bank of Hammond. The company paid 
$61,249 for the property, buying from 
the receiver. No cash changed hands, 
the purchaser merely writing off a mort- 
gage for $61,249 against the Northern 
States Life of Hammond, which the Lin- 
coln took over recently in exchange for 
the title to the property. The building 
was appraised in 1929 for $120,000. 





$160 A MONTH EXPENSE CUT 


Missouri Superintendent O’Malley has 
reduced running expenses of the Conti- 
nental Life $160 a month by cutting off 
the aviation beacon atop that company’s 
twenty-three story building in St. Louis. 
That beacon, which was visible for miles, 
had been a fine advertisement of the 
company when it was actively writing 
New business, but now the company 
Needs no such advertisement. The bea- 
con cost $9,000 to install. 





DEATH OF R. S. KINSINGER 

On July 3 Roye S. Kinsinger, assistant 
actuary of the Yeomen Mutual Life, Des 
Moines, was killed in Lincoln, Neb., i 
a fall from the University Club terrace 
on the eleventh floor of a building there. 
It was believed that he had fainted. 
Friends said he had been suffering from 
4 nervous ailment and from insomnia. 



































WHAT LIFE INSURANCE 
STANDS FOR 


Of Life Insurance it may be said that here is an institu- 
tion with a record of performance and stability unsurpassed 
by any other American enterprise. 


For nearly one hundred years it has met the strain of 
wars, epidemics, and financial, agricultural, and business 
It stands today at the end of four and a half 
years of unequalled disturbance with its strength intact, its 


distresses. 


liquidity unusual, and its ability to serve unimpaired. 


It represents potential protection of one hundred billion 
dollars and current assets of more than twenty billions—the 
savings of more than sixty million people. 





Ss 
It represents good citizenship—the sort which has a sense 
of responsibility to its creditor—which wants its debts paid 
—which has a sense of responsibility to society—which pro- 
vides for those loved and left—and which wants to give to 
the members of the family an opportunity to be self- 
supporting. 
Life Insurance has co-operated with, and it will con- 


tinue to co-operate in, the solution of national problems. 


Its character, its obligations, and its vital importance in 
the social and economic structure should not be misunder- 


stood. 





THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 

















Great-West Life Is 
Using Billboard Ads 


LINKED WITH NEWSPAPER COPY 





Designed To Obtain Straight Name Pub- 
licity With Three Word Mes- 
sages On Highways 





Newspaper advertising by the Great- 
West Life is being supplemented by bill- 
board display. Billboard advertising is a 
departure for the company. The bill- 
board message is simple. There is used 
the name of the company underneath 
three featured words in large type. One 
sentence is “Protection Plus Profit.” The 
other is “Savings With Security.” 

In discussing its advertising the Great- 
West Life says in a message to the field: 

“Continuity of effort is a powerful fac- 
tor in successful publicity. For this rea- 
son it is good business to maintain our 
advertising through the summer period— 
even though the schedule be a light one 
with small space being used. 

“The advertisements are designed to 
secure straight name publicity with small 
space copy. They are being run in our 
regular list of newspapers from coast to 
coast, and will appear during the last 
week of July, throughout the month of 
August, and in the first two weeks of 
September, with a frequency that will 
attract attention. 


New Departure 


“This newspaper effort will be supple- 
mented by a billboard campaign—a new 
departure for us. As it is experimental 
to some extent, our showing is being 
limited this year to the major centers 
where the local population is most heav- 
ily concentrated, and where there is the 
greatest influx of summer-time traveling. 
The posters will make their first appear- 
ance about July 8th and their showing 
will conclude shortly after the end of 
September. The appearance of this 
name publicity in the same design in 
newspapers and on billboards should en- 
hance the value of both mediums. 

“These advertisements are available 
for use if you wish to advertise in your 
local paper over your own name. A 
space 10 lines deep will be added to the 
plate with a tie-in border, and your name 
set prominently there. This will make 
the plate 180 lines or 1234 inches (60 
lines by 3 columns). As before, the 
company will pay one-half the cost of 
space and the full cost of plates. The 
only restriction is that a minimum of six 
advertisements must be shown, using 
these ads. or any other copy desired, and 
running them not less frequently than 
every other week (the minimum that will 
return value for the money spent).” 





ADOPT NEW DIVIDEND SCALE 

The Minnesota Mutual Life, St. Paul, 
has adopted an entirely new dividend 
scale for the year beginning July 1 and 
has issued a new dividend pamphlet of 
information and schedules on that basis. 
H. W. Allstrom, vice-president and ac- 
tuary of the company, says, “Naturally 
on this new basis the relative change in 
the amount of dividend on _ individual 
policies will vary with the age, duration, 
and kind of policy. In the aggregate the 
new scale is eqquivalent to an increase 
of approximately 10% in the amount of 
dividends for the new year over the past 
year.” 


ALUMNI GIVE FUND TO W. & M. 

The $150,000 business insurance car- 
ried by the late Dr. J. A. C. Chandler, 
president of the College of William and 
Mary, was paid after his death to the 
trustees of the endowment fund of the 
college alumni associatien but they have 
since turned the money over to the 
board of visitors of the college. Th 
companies delivered the money to th 
endowment fund because the premiums 
had been paid from the endowment funds 
of the college and not from the state 
funds. It will be used to retire certain 
indebtedness incurred by the college in 
the past few years. 
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Conmention Plans for 
N’Western Mutual Life 


MEET MILWAUKEE JULY 23-25 


Company’s Sales ‘Promotion and Adver- 
tising a Success; New Business 


Gained 32.4% for Six Months 


One of the features of the fifty-eighth 
annual meeting of the Association of 
Acents of the Northwestern Mutual Life 
to be held at the home office in Milwau- 
kee on July 23-25, will be a sales clinic 
at which the many new selling aids 
which the company has furnished will be 
featured. Charles S. Beck, of Toledo, 
will be chairman of this session. The 
clinic will be directed by William Ray 
Chapman, assistant director of agencies 
and in charge of sales promotion, with 
Phil A. Sherman, of Corday & Gross of 
Cleveland, participating. 

Instead of a number of clinics during 
the afternoon as held last year, the plans 
this year are for one general clinic which 
will deal with the new sales material and 
will bring out how, why, when and by 
whom the various booklets and folders 
are to be used. Fifteen field men will 
each talk on some phase of selling as 
related to one of the new sales tools, 
these agents being those who have been 
most successful in using the selling aids 
in the field. They will be introduced at 
the proper time in an order appropriate 
to the application of a phase of the sell- 
ing plan in which they have been most 
successful. 

Sales and Advertising Plans 

That the sales and advertising plans 
of Northwestern Mutual this year have 
been highly successful is indicated by the 
report just released of new business in- 
creases. For the first six months of 
1934 the company shows an increase of 
32.4% in new paid for business over the 
first half of 1933, according to Grant L. 
Hill, director of agencies. The total new 
paid for business written so far this year 
was $123,553,748. For June the paid for 
increase was 21.35% over last June. For 
the current month Northwestern Mutual 
showed a remarkable increase in business 
issued when in the first five days of July 
an increase of $1,278,598 was shown over 
the similar period a year ago. 

Divisional associations of agents will 
hold meetings during the period of the 
annual Association of Agents conven- 
tion. Most of these will be held on Wed- 
nesday afternoon at the close of the gen- 
eral meeting. This is a departure from 
the plan used in previous years and was 
adopted to permit the various divisions 
to consider their plans for the coming 
year after hearing the company’s sales 
promotion and other business develop- 
ment plans discussed at the general ses- 
sions. 

The Special and Soliciting 
sociation will meet Monday for a lunch- 
eon and business meeting, but another 
session is planned for Wednesday after- 


Agents As- 


noon. Officers of this group are: C. B. 
H. Loventhal, Nashville, Tenn., presi- 
dent; F. R. Olsen, Minneapolis, and 


Charles S. Beck, Toledo, vice-presidents, 
and Clarence E. Smith, Chicago, secre- 
tary and treasurer. 

\ luncheon conference 
meeting will be held 
noon by the General 
This group is headed by Arthur C. 
Hoene, Duluth, Minn., president; Luther 
E. Allen, Atlanta; B. J. Strumm, Aurora, 
and Curt A. Schroeder, Denver; vice- 
presidents, and R. H. Pickford, Cedar 
Rapids, secretary and treasurer 

The Ag Supervisors Association 
will hold a luncheon at noon and a busi- 
ness session during the afternoon on Wed- 
nesday at the University Club. Adon N. 
Smith, Cleveland, is president; Philip 
saldwin, Washington, vice-president, and 
Gerald Young, Milwaukee, secretary and 
treasurer. Ralph Emerson, St. Louis, 
will be chairman of the round table dis- 
cussion of subjects, such as recruiting, 
training, joint work and meetings. Talks 
will be given by Herbert N. Laflin, as- 
sistant counsel of the company, and Stan- 


and _ business 
Wednesday after- 
Agents Association. 
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ley G. Dickinson, editor of “The Hand- 
book for Life Insurance Selling.” During 
the afternoon the supervisors will also 
hold three group sessions. W. B. Collett, 
Detroit, will be chairman of the meeting 
for full-time city supervisors doing no 
personal work; Bert Boyd, Kansas City, 
of supervisors in mixed agencies, doing 
part-time personal work and primarily 
concerned with city problems; while the 
third group will consist of supervisors 
of mixed or rural agencies doing part- 
time personal work and primarily con- 
cerned with rural problems. Milo Flick- 
inger, Springfield, Ill., will be chairman 
of this group meeting. 

Eugene T. Lothgren, Providence, R. L, 
is president of the Chartered Life Un- 
derwriters Association of Northwestern 
Mutual, which will hold a luncheon meet- 
ing on Wednesday. Other officers are: 
Harold R. Kaufmann, Minneapolis, vice- 
president, and Arthur E. Miller, St. 
Louis, secretary and treasurer. 

Officers in charge of the District 
Agents Association are: W. G. Batt, 
Richmond, Ind., president; John Harsh- 
barger, Huntingdon, Pa.; Sterling L. 
Youngquist, Galesburg, Ill, and J. C. 


kichter, Council Bluffs, vice-presidents ; 
and V. Plummer, Rockford, IIL, sec- 
retary and treasurer. 


The district agents will devote much 
time to a presentation and discussion of 
results obtained with the company’s ru- 
ral campaign. Test campaigns have been 
under way in three states by five dis- 
trict agencies of a similar number of 
general agencies. These district agencies 
are William Cramer, Paris, Ill.; J. L. 
Presler, Van Wert, O.; Cormack '& Gol- 
more, De Kalb, IIl.; R. I). Buss, Center- 
ville, Ia., and Fred Repass, Waterloo, la. 
They will report on the results thus far 
obtained in the test campaign, which will 
be the subject of a round table discus- 
sion of questions pertaining to it. 

30% AHEAD IN PAID- FOR 

\ gain of 30% in paid-for new busi- 
ness is shown by the Postal National 
Life for the first six months of 1934 as 
compared with the same period of 1933. 


Manager for Northwestern 
Mutual Life at Pittsburgh 


Roger A. Clark, assistant director of 
agencies for the past seven years, has 
been appointed general agent at Pitts- 
bure for the Northwestern Mutual Life, 
as announced by Grant L. Hill, director 
of agencies. Mr. Clark succeeds Royal 
S. Goldsbury, who retires October 1 to 
devote his full time to personal produc- 
tion, after 25 years a general agent. 

Mr. Clark entered the life insurance 
business as an agent under his father 
upon graduation from Dartmouth Col- 
lege in 1920. The late Hubert A. Clark’s 
Northwestern General Agency at Price- 
ton, Ill., was one of the company’s most 
highly developed agencies on a territo- 
rial basis. He assisted his father in all 
phases of managerial activity. 

After the death of his father, Mr. 
Clark joined the home office agency staff 
in February, 1927, and was appointed 
assistant director of agencies in July of 
the same year. In this capacity he be- 
came known to insurance men from 
coast to coast, as at various times he 
has served practically all the company’s 
general agencies. His work covered all 
types of general agency problems, and 
in addition he was especially active in 
district agency development. 





ENJOINS INSURANCE COMPANY 


Officials of the Pacific States Life have 
been temporarily enjoined by District 
Judge Frank McDonough Sr., Denver, 
from making any payments on cash sur- 
render, loan and endowment claims. This 
vas done because of the filing of a 
“friendly suit” to test the validity of the 
Cochrane law, the company being prac- 
tically handled at the moment by Jack- 
son Cochrane, Commissioner of Colo- 
rado. Cochrane and Paul P. Prosser, 
attorney genera! of Colorado were also 
listed as defendants. The court order 
prohibits disposing of any of the com- 
pany’s assets. 
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“Our objective. in endeavoring 


to build this Company. 


ts lo 


conduct our activities with a 





Company” 





full appreciation of our place 
in the field of life insurance 
and of our obligation to life 
insurance as an institution.” 


Our EFFORTS to maintain and 
strengthen public confidence in 
life insurance as an institution 
are indicated in two booklets: 
“How to Judge an Insurance 
and “Let’s 
About Your Future.” 


be glad to mail them to you. 
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J. Mortimer Darby To 
Retire As Gen. Agent 


M. R. ORR WILL SUCCEED HIM 


Darby Long Prominent As Head Of 
Philadelphia Agency Of Massa- 
chusetts Mutual Life 


J. Mortimer Darby, for sixteen years 
general agent for the Massachusetts Mu- 
tual at Philadelphia and a life insurance 


man for more than thirty years, will re- 
tire on August 31, owing to continued 


ill health. Millard R. Orr will succeed 
him as Massachusetts Mutual general 
agent. 


Mr. Darby, a native of North Adams, 
Mass., entered the life insurance business 
with the Columbian National of Boston 
in its home office, later making his head- 
quarters in Philadelphia, where he had 
supervision over a large territory. He 
joined the home office staff of the Fidel- 
ity Mutual as a supervisor and then be- 
came manager of the local agency of the 
Phoenix Mutual of Hartford. 

When Mr. Darby became general agent 
of the Massachusetts Mutual in 1918, he 
started to build what became one of the 
leading agencies in the city and fre- 
quently paid for more than $6,000,000 a 
year. Mr. Darby plans to spend con- 
siderable time at his home on Sea Isle, 
Ga., but he will continue his connection 
with the company writing personal bus- 
ness. 

Millard R. Orr, who has served for 
some time as supervisor under Mr. Dar- 
by, is prominent in insurance circles in 
the city, at present being president of 
the Philadelphia Association of Life Un- 
derwriters. He is a graduate of the 
University of Pennsylvania and joined 
the Massachusetts Mutual soon after 
ieaving college. 


GUARDIAN CONVENTION PLANS 


Leaders Will Meet in Hot Springs This 
Month; Club Year Shows 
Gain of 26% 

The Leaders Club Convention of the 
Guardian Life will be held at The Home- 
stead, Hot Springs, Va., on July 17, 18, 
and 19. Close to 250 Guardian leaders 
and their guests are expected to attend. 
A representative delegation of company 
officials headed by Carl Heye, president; 
James A. McLain, vice-president; and 
Frank F. Weidenborner, Jr., superin- 
tendent of agencies, will be present. 

Immediately preceding the regular 
convention a two-day gathering of mem- 
bers of the Guardian’s President’s Club, 
a special honor group of leaders, will 
be held. 

The Club year ending June 30 showed 
paid for gains in eleven of the twelve 
months or an increase of 26% for the 
full vear. A 72% gain in paid produc- 
tion in June marked the eighth succes- 
sively monthly gain for the company and 
the biggest month’s paid production since 
December, 1931, by 25%. For the first 
half of 1934 the paid production is 46% 
ahead of last year’s. 


UP-STATE CONSOLIDATION 
Consolidation of the Unity Life & Ac- 
cident Insurance Association of Syra- 
cuse with the Bavarian National Asso- 


ciation of Buffalo is announced by 
Ernest R. Deming, president of the 
former organization. He continues im 


that capacity, Philip A. Hoernig of Buf- 
falo, president of the Bavarian National, 
and Charles H. North, secretary, having 
retired. The two associations have con- 
solidated assets of $722,851, and will op- 


erate in Ohio, Maryland, Kentucky, New 

: "ita wpe: 
York, Pennsylvania, Illinois and New 
Jersey. 





AMERICAN CENTRAL INCREASE 

The volume of new business written 
by the field force of the American Cen- 
tral Life of Indianapolis during June 
more than doubled the amount written 


in June, 1933. 
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“So many men change their minds 
when the time, which they have set 
years before, arrives for them to 
retire.” 


“Yes, I know, but we have a prac- 
tical set-up for them in our Adjust- 
able Retirement Income Plan.” 


The Continental American meets 
the retirement income problem 
with an adjustable policy that pro- 
vides either Income, Cash or Pro- 
tection, permitting the policyholder 
to choose what he wants when he 
wants it. 

Prog-essiveness of Contracts has 
always been characteristic of this 
Company. 





Wilmington--Delaware 
FOR AGENCY MATTERS ADDRESS 
GEORGE A. MARTIN, Vice-President 

















HEARD on the WAY 








A letter from Perez F. Huff, former 
general agent in New York of the Trav- 
elers, and now spending the summer in 
California, was received by the writer 
written during Mr. Huff’s recent visit to 
Hawaii. Mr. Huff sent a clipping from 
the Honolulu Star-Bulletin, in which an 
entire column was devoted to the insur- 
ance business in Hawaii, based on the 
bienniai report of Edward S. Smith, ter- 
ritorial treasurer. Discussing the figures 
the Honolulu paper said: 

“These figures prove that the people 
of Hawaii know and appreciate the value 
of insurance of all kinds, and that their 
confidence in this type of protection is 
unshaken. The insurance business in 
Hawaii has developed by gigantic strides 
in the past years and will develop fur- 
ther as more people realize the sound- 
ness of this type of investment.” 

Mr. Huff said that several American 
life insurance companies are doing well 
in Hawaii; which islands he regards as 
one of the world’s great beauty spots. 
One of them is the Prudential, which is 
represented by the Hawaiian Trust Co., 
which operates a general agency and 
also controls its own fire company—the 
Home Fire of Hawaii. The New Ene- 
land Mutual has written a large volume 
of business in Hawaii, being the first 
company to enter the islands. That was 
many years ago at the time of the clipper 
ships and one reason why the company 
entered was because of the demand of 
missionaries tor insurance. 

Among the well-known gencral agcn- 
cies are those of the Occidental of Los 
Angeles, Sun Life of Canada, Manufac- 
turers Life and Crown Life. The Pan 
American also did some business in 
Hawaii. 

One of the leading life insurance men 
in Honolulu is Arch W. Brown, Crown 
Life. His agency ranked second in Ha- 
waii last year, being runner up to the 
Prudential. Mr. Brown was formerly 
assistant general agent for the Manu- 
facturers of Toronto at Honolulu. Arthur 
Brown, formerly with the Travelers at 
Columbus, O., is also a successful life 
insurance man in Honolulu, being an 
agency supervisor. 

After leaving New York, Mr. and Mrs. 
Huff had quite an extensive trip. They 
visited Havana, Puerto Colombia, Baran- 
cilla, Cartagena, Christobal, Colon, Bal- 
boa, Mazatlan, Mexico and Los Angeles. 

The apartment they are occupying in 
Hollywood is in a beautiful building with 
gorgeous flowers and trees. It was erect- 
ed by Tom Ince. Among their friends 
of the movie colony are Leslie Howard, 
Walter Connolly, Philip Moeller and 
Helen Vinson. Among recent talks made 
by Mr. Huff was one at an affair given 


NEW MEMBERSHIP RECORD 





National Association Membership Drive 
Nets Total of 20,845; to 
Award Prizes 

Membership in the National Associa- 
tion of Life Underwriters rose to a total 
of 20,845 names during the last six 
months to set a record nearly 5% higher 
than the previous high record and a 
year record for association 
membership. The drive was under the 
direction of T. M. Riehle, vice-presi- 
dent, acting as general membership 
chairman. . 

Twenty-nine states and Hawaii 
equalled or exceeded their 1933 totals. 
Six local associations equalled their 1933 
totals and 124 showed a gain this year. 

A jury of award, composed of the five 
last past-presidents of the National As- 
sociation will meet during July to award 
the prizes which were offered at the 
beginning of the 1934 membership effort 
to those local associations doing the 
most outstanding job in their locality. 


forty-five 


by Walter Shepard, general agent, Lin- 
coln National Life; the guest of honor 
being A. L. Dern, vice-president, who 
was making a business trip to the coast. 
“Mr. Dern made one of the best life 
insurance talks I ever heard,” he wrote 
Mr. ouff. 

The daughter of Mr. and Mrs. Huff— 
Alice H. Harris—lives in Los Angeles. 
Mr. Huff will return to New York in 
October. 





John V. Sees, president of the Rural 
Bankers Life, is a member of an import- 
ant Indiana law firm, and has practiced 
law for thirty years. Arthur H. Sapp, 
secretary of that company, is a trustee 
of De Pauw University and is past pres- 
ident of the International Rotary. George 
A. Bangs, president of the United Mu- 
tual Life, Indianapolis, was a prominent 
lawyer in Grand Forks, N. D. E. O 
Burget, president of the Peoples Life, 
Frankfort, Ind., served three terms as 
president of the Frankfort Chamber of 
Commerce and was twice president of 
the Indiana Association of Legal Re- 
serve Life Insurance Companies. John 
C. Snyder, president of the Ben Hur 
Life, directed the Red Cross, Y. M. C. A. 
and Liberty Loan drives in Crawfords- 
ville during the World War. He has 
three times been president of the Craw- 
fordsville Chamber of Commerce. _ Lil- 
lian F. McIntosh is secretary-treasurer 
of the Old Equity Insurance Co., India- 
napolis, and has been office manager of 
the company. F. L. Alexander, presid-nt 
of the Lafayette Life, was once an agent 
of the New York Life. Joseph M. Ste- 
phenson, president of the Conservative 
Life, was a state bank examiner when he 
was twenty. In 1917 he was publisher of 
the News-Times, South Bend, Ind. 





The recent death of the insurance lit- 
terateur William T. Nash, whose writ- 
ings reached a tremendous sale and 
were published by the Spectator Co., has 
revived the question of who originated 
the monthly income policy. Credit to 
Mr. Nash for this achievement is denied 
by veterans of the business, one of whom 
said to The Eastern Underwriter: 

“I wouldn’t want to take any glory 
away from Mr. Nash which properly be- 
longs to him, but it is unlikely that he 
originated the monthly income idea in 
connection with life insurance unless he 
did so during a former incarnation. The 
fact is that the Mutual Life issued 
monthly income policies in 1866. In that 
year it printed policy forms providing 
for monthly income settlement. But 
long before then the company made 
monthly income settlements upon re- 
quest.” 

Uncle Francis 





A. V. OTT AGENCY GAINS ~- 





For First Six Months Volume Increased 
47%, Premiums 40%, Number 
of Cases, 20% 

The A. V. Ott Agency, Equitable Life 
Assurance Society, New York reports a 
substantial increase in all departments 
of the business over the corresponding 
period of last year. 

For June the increase in cases of 12%, 
in premiums, of 142% and in volume of 
112% is indicative of the progress this 
comparatively young agency is making. 

For the entire six months’ period clos- 
ing with June, 1934, there is a 47% in- 
crease in volume, a 40% increase in pre- 
miums and a 20% increase in cases. 





EQUITABLE OF IOWA GAINS 

With paid business in June reaching 
a total of $7,408,055 the Equitable Life 
of Iowa reports a gain of $3,026,705 or 
69.1% for the month over last year and 
a total gain for the first half of 1934 of 
$8,950,137 or 39% in excess of the paid 
totals for the first six months of 1933. 


Equitable of Iowa 

Holds Convention 
IN WHITE SULPHUR’ SPRINGS 
Production Clubs Hear Many Informa- 


tive Talks on Production Problems; 
Addresses by Officers 





The twenty-sixth annual Production 
Clubs Convention of the Equitable Life 
of Iowa met this week in the Greenbrier 
Hotel, White Sulphur Springs, West 
Virginia, with an attendance of over 200 
agents of the company. The program 
was arranged with the business meetings 
in the morning and the afternoons left 
open for golf or other recreational ac- 
tivities. The convention banquet was 
held on Tuesday evening. 

The Production Clubs meeting at 
which the new officers were installed 
was held on Tuesday with H. E. Aldrich, 
vice-president and actuary, presiding. A 
feature of the meeting was a sales sym- 
posium presented by G. L. Maltby, Kan- 
sas City; H. F. Groseclose, Roanoke; G. 
W. Randall, Williamsport; A. M. Boex, 
Cincinnati; and J. C. Deibler, Harris- 
burg. F. A. Smart, general agent, De- 
troit, spoke on the subject “We’re on 
Our Way.” 

H.S. Nollen, president of the company, 
addressed the Wednesday morning ses- 
sion on the subject “Fundamental Values.” 
k. G. Hunter, vice-president and actuary, 
spoke on “Signs by the Wayside.” The 
early part of the meeting was devoted 
to sales presentations by J. A. Mason, 
New York; W. B. Stricf, Des Moines; 
G. J. Brown, Kokomo; F. E. Garey, 
Nebraska, and H. S. Bell, Seattle. 

The meeting of the Organization Club 


-on Thursday included talks by Mr. Al- 


drich, R. E. Fuller, E. E. Smith, E. E. 
Cooper, S. A. Swisher, and President 
Nollen. The President’s Club banquet 
was held on Thursday evening. 

The officers of the President’s Club 
are J. A. Mason, president; J. H. Hilmes, 
vice-president, and W. A. Foote, secre- 
tary. In the Agency Club Joseph Clas- 
ter is president; F. W. Osmundson, 
vice-president, and S. B. Merry, secre- 
tary. G. Reese Foote is president of the 
Organization Club and J. H. Mickey is 
vice-president. 





APPOINTS N. H. WEIDNER 





Made Assistant Manager of Western 
Pennsylvania Department of Reliance 
Life; Large Personal Producer 


N. H. Weidner has been appointed as- 
sistant manager of the Western Penn- 
sylvania Department of the Reliance 
Life. H. T. Burnett is manager. 

Mr. Weidner came to the Reliance in 
1929 after seven years with another com- 
pany. He was made general agent in 
Pittsburgh. On May 1, 1932, he was 
made field manager of the department. 





CONTINENTAL GAINS 58% 


Continental Assurance finished _ the 
first half of 1934 with 58% increase in 
production of Ordinary life as compared 
with the first six months of 1933. An- 
nuity premiums were almost two and 
one-half times what they were a year 
ago and policy loans were 30% less. Re- 
payments on loans were 6% of the 
amount disbursed on loans in 1932, 12% 
in 1933, and 24% in the first half of 1934. 
Insurance in force exceeds $173,500,000, 
which is more than a million a month 
since the first of the year. Liquidity 
remains in excess of 13% of the company 
assets. 





F. LIEBERICH, JR., WITH SEARLES 

Fred Lieberich, Jr., manager in New 
Jersey for the Jefferson Standard Life 
for three years and previous to that with 
the William A. White Agency in New 
ark, for John Hancock, has joined the 
agency of Thomas Mount Searles 0 
Newark for the State Mutual Life. Mr. 
Lieberich is a former president of the 
Life Underwriters Association of North- 
ern New Jersey. 
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Makes Two Changes 
In New England Field 


THAYER QUIMBY TO BOSTON 





Columbian National Life Also Appoints 
. F. Nesbitt To Succeed Him 
At Springfield 





The Columbian National Life of Bos- 
ton has made two general agency 
changes in the New England field. 
Thayer Quimby, who has been general 
agent at Springfield during the past six 
years, has been transferred to the im- 
portant Boston agency and he is suc- 
ceeded at Springfield by Donald F. Nes- 
bitt. During the past six years Mr. Nes- 
bitt has been with the Travelers as field 
supervisor of life and accident business 
in the Springfield office. 

Mr. Quimby is a graduate of Hunting- 
ton School in Boston and immediately 
after graduation served in France in the 
World War. He was in the investment 
banking business in Boston until 1927 
when he joined the Columbian National 
there. In February, 1928, he was made 
general agent at Springfield. 

Mr. Nesbitt has lived in Springfield 
all his life. He is a graduate of Mt. 
Herman School and Clark University. 
Before entering life insurance Mr. Nes- 
bitt was in the automobile and finance 
business being in charge of the Spring- 
field and Hartford offices of the Manu- 
facturers Finance Corp. of Baltimore. 





CLAIMS ED MAYS BANKRUPT 





Superintendent O’Malley Brings Action 
Against Continental Life Head; 
Other Claims 
An involuntary petition in bankruptcy 
against Ed Mays, president of the Con- 


tinental eg of St. Louis, was filed in 
the U. S. District Court at St. Louis on 
- ac by Robert Emmet O’Malley, 


state Superintendent of Insurance, now 
in charge of the company under a court 
order. 

Superintendent O’Malley presented a 
claim for $19,000 alleged to be due the 
Continental Life as rent for Mr. Mays’ 
penthouse apartment on top of the Con- 
tinental Life Building. There is also a 
claim of $3,000 made by a motor com- 
pany on account of a loan and another 
by the Wellston Trust Co. for $48,000 
said to be due on notes. Mr. Mays says 
that his personal claims against the Con- 
tinental Life more than offset rent due 
on the apartment. 





J. E. DONOVAN SECRETARY 


The Volunteer State Life of Chatta- 
nooga has announced the appointment of 
James E. Donovan as secretary, effective 
as of July 1. He had been assistant sec- 
retary and has been with the company 
twenty years. 





TRIBUTE TO PRESIDENT RHODES 
The field force of the Berkshire Life 


has a special production campaign on 
this week in recognition of President 
Fred H. Rhodes’ birthday. This is an 
annual custom of the field force and 
each Berkshire associate aims to produce 
two applications during the week. 





PARET ON VACATION 
Louis F. Paret, general agent in south- 
ern New Jersey and in Philadelphia, for 
the Provident Mutual Life, is on a vaca- 
tion in Maine with his family. 





ENTERS INDIANA 
The Illinois Bankers Life has been ad- 
mitted to Indiana, increasing its terri- 
tory to fourteen states and the District 
of Columbia. 





R. J. Learson, assistant actuary of the 
Western & Southern Life, has been in 
the Good Samaritan Hospital, Cincinnati, 
as the result of an automobile accident 
in which his knee was injured. 





Dr. Roback, Harvard Psychologist, 
Addresses Montgomery Round Table 


The speaker at the regular meeting of 
the Montgomery Round Table held Tues- 
day evening in New York was Dr. A. A. 
Roback, eminent psychologist of Har- 
vard. In addition to the regular mem- 
bers of the round table, a number of 
members of the League of Insurance 
Women were present. 

Dr. Roback spoke on personality and 
in introducing his subject said that it is 
not incumbent upon anyone who talks 
about personality to show in what way 
personality has effected human relation- 
ships. We take it for granted. People 
say so-and-so has a wonderful person- 
ality. Most people think of personality 
as joviality. A jolly good fellow is the 
one who has the fine personality in the 
popular view, but that could be debated, 
said Dr. Roback. The forceful person- 
ality, the commanding personality, the 
personality that will attract magnetically 
without being jolly, these are hardly ever 
spoken about. 

There are different kinds of ideas and 
notions about personality, Dr. Roback 
said, but it has only been within the last 
twenty or thirty years or less that per- 
sonality has been studied more or less 
scientifically in psychology courses. 

Consultants and Action Types 


Some people might be good as con- 
sultants and there are those who might 
be good in the field of action. There is 
no reason why one should not be able to 
make the best of his qualities. “I do not 
mean that anyone could go into any pro- 
fession,” said Dr. Roback. “I feel that 
I could not make a good salesman. At 
the same time there are some who could 
train you to do something better and yet 
they could not do that themselves. 
Leschitizky was one of the best piano 
teachers but he could not play so well 
himself. The same with Leopold Auer, 
who brought up Elman, Heifitz, etc., and 
was only a mediocre virtuoso himself. 
It is because the two things required 





Connecticut General Names 
New Los Angeles Manager 


The Connecticut General Life has ap- 
pointed Walter G. Gastil manager of the 
Los Angeles branch office. Mr. Gastil 
comes from the Pacific Mutual Life with 
which he has been successful as personal 
producer, district manager, branch man- 
ager and sales manager in the Oakland 
and Los Angeles agencies. He has been 
in the insurance business nine years and 
previous to that had sales management 
experience in other lines. 

A native of South Bend, Ind., Mr. Gas- 
til received his early education in Cali- 
fornia and attended Pomona College. 
He was on the program of the National 


Association of Life Underwriters in 1932 
and has been active in local associations, 
managers clubs and as a speaker at com- 
pany and association meetings. 





DRAKES BETTER THAN DUCKS 


B. W. Sebrell, Jr., general agent of 
the Life Insurance Co. of Virginia at 
Lawrenceville, Va., reports that L. T. 
Browder recently set forth one morning 
to interview three prospects, each of 
whom bears the surname Duck. Unsuc- 
cessful with the Ducks, he did return to 
the office in the afternoon with applica- 
tions for three individuals each of whom 
bears the surname Drake. 





LUTHER-KEFFER OUTING 
The full-time organization of the 
Luther-Keffer agency of the Aetna Life, 
100 William Street and 110 E. 42nd 
Street, New York, held an outing on 
Thursday at Briarcliff Lodge, N. Y., 
when a day of sport was enjoyed. 





different approaches. We 
how to do things and yet we may not be 
able to do those things because we have 
not the temperament.” 

There are a great many people who 
when they hear the word “theory” say, 
“We want action,” continued Dr. Ro- 
back. But they forget you can’t have 
theory without action behind it. When 
you see men who are the epitome of 
action, who might be called the very 
symbols of action, going back to theory 
and philosophy not only to justify but 
to explain and get certain inspiration 
from it, then how much more should we 
in our own walks of life, in whatever 
sphere of action we are in, get the prop- 
er approach. Very often it is what we 
see as of value that will form our direc- 
tion. 

Different Value Spheres 

“The word ‘value’ as I have used it is 
not to be understood in an economic 
sense,” Dr. Roback explained. “There 
comes a time when we are economically 
inclined. A large majority of people are. 
At any rate economic value is only one 
type of value. There are many other 
values. As we keep on changing every 
five or seven or ten years—there may 
be larger and smaller cycles—we get in- 
terested in other things and that would 
constitute the value sphere that we have. 
You will see that a person who is re- 
stricted, if it is only selling life insur- 
ance, that his value sphere will be re- 
stricted too, and he will to that extent 
suffer a loss of getting a certain rap- 
port relationship with his fellow beings 
and with his prospective clients as well. 
Because after all one cannot be too nar- 
row and at the same time build up a 
large relationship. It is to be expected 
then that in the building up of our per- 
sonality we would have to develop a 
stratified structure of values and to these 
values we should give proportionate 
credits.” 


Berkshire Life Brings Out 


New Salary Savings Plan 

The Berkshire Life of Pittsfield, Mass., 
is bringing out a new Salary Savings 
plan. 

The plan provides not only for the 
saving of the premium through salary 
deduction but in event of maturity to set 
up under the plan of continuing the em- 
ployee’s salary for one, two or three year 
periods. This is perhaps the first time 
that a Salary Savings proposal has been 
set up on this basis. 

The theory of setting it on the Salary 
Continuation plan is that it helps the 
employer who is faced with the necessity 
of either contributing to the employee's 
family, in event of the employee’s death, 
or employing some member of the fam- 
ily whose services are not needed in 
order that the family may have an in- 
come until they can readjust their affairs 
to the new situation. 





W. & S. CONVENTIONS 
The Western and Southern Life will 
hold state conventions in Cleveland, 
Pittsburgh, Chicago and St. Lou's, be- 
ginning at Cleveland, July 13 and 14. 





PAUL M. BURDETTE WITH WwW. & S. 

Paul M. Burdette, executive secretary 
of the Cincinnati Association of Life 
Underwriters, has resigned to accept a 
position in the agency force of the West- 
ern and Southern Life. 





Karl Hahus, Evansville, Ind., repre- 


sentative of the Equitable of Iowa, has 
been nominated for the Evansville City 
Council. 


may know 


W. J. Stoessel’s proven 
Has 10th Anniversary 


ACHIEVEMENTS WIN EULOGIES 
Organization Has Company Paid Pre- 
mium Leader and Cup Winners; 


Substantial Gains Made 





The annual two day summer mecting 
of the Western Massachusetts and Ver- 
mont sales staff of the Connecticut 
Mutual was held this year at Lake 
Champlain Club, Malletts Bay, Vt. The 
regular sessions were followed 
banquet in honor of Walter J. 
tenth anniversary as head of the agency. 

Kenilworth H. Mathus, editor of pub- 
lications, leader at the round table 
cussion, represented the home office at 
the banquet. He brought to Mr. Stoes- 
sel the congratulations and good wishes 
of the officials at the head office. Mr. 
Mathus congratulated the agency on its 
46% increase on paid-for business for the 
first half of 1934 over the same period 
last year and the agency’s ranking sec- 
ond among all the company’s agencies in 
paid business for the month of May. 
The Springfield agency, he said, is dis- 
tinguished not for its large number of 
agents but for outstanding achievements 
ot its fifteen full-time associates. 

Leader of all Connecticut Mutual 
agents in paid premiums for the year to 
date is Howard C. Shaw of Springfield. 
Because of his record Mr. Shaw is pres- 
ident of the “Half Million Dollar Corps.” 
Leader in paid premiums among all the 
company’s first year men is Fred C. Ste- 
vens, Holyoke, Mass. Kenneth S. Aus- 
tin, Burlington, Vt., who was awarded 
the Peter M. Fraser cup in leading all 
second year men in paid premiums and 
number of lives during the past club 
year, ranks fifth in the company for the 
year to date in number of lives insured. 
William C. Shouldice, Rutland, Vt., two- 
time winner of the President’s cup, has 
just completed seven years of consecu- 
tive weekly production averaging two 
applications per week during the seven 
year period. 

Mr. Mathus commented on the agen- 
cy’s favorable lapse record. On all the 
business written in 1932 and 1933 only 
3% lapsed in the first four months of 
this year. We believe this was in a large 
measure due to the small turn over in 
agents and the ability and prestige of 
the established members of the agency. 
Four members of the Springfield agency 
have recently served as presidents of 
their local life underwriters associations. 


Comedian Mutual Cuts 


Its Single Premium Limits 


The Connecticut Mutual Life has an- 
nounced reductions in the limits it will 
accept in single premium insurance, 
either alone or in combination with an 
annuity; single premium annuities; and 
advance premium deposits. The purpose 
of the new rules is to limit under pres- 
ent investment conditions the amount 
of cash received for investment. 

In brief, the limit in cash which the 
company will accept in any twelve 
months’ period on any one life is $105,000 
as single premiums for insurance, $100,- 
000 for annuities, and $50,000 for ad- 
vance premium deposits, or $105,000 in 
the eoctianuaell 


with a 
Stoessel’s 


dis- 


GOES WITH UNION MUTUAL 


A. Thomas 
actuary and a 


resigned as 
director of the Detroit 
Life to become associate actuary and 
controller of the Union Mutual of Port- 
land, Maine. Mr. Lehman was formerly 
actuary for the Standard Life of Pitts 
burgh and went to Detroit in 1929. Th 
Detroit Life control is held by the R.F.C 


Lehman has 


NEW SAN FRANCISCO MANAGER 

H. F. Sleeper has been appointed gen- 
eral agent for the Lincoln National Life 
in San Francisco. 
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Up With the Man in the Field. A Clearing House 
of Advice and Opinion. Where Do I Fall Down? 


| Keeping in Touch With the Best Ideas. Checking 
il Why Do I Not Get Results I Feel I Am Entitled To? 


Copyright 1934 L. L. Montgomery 


Better Things All Around 


Life Insurance Salesman: 


“Well, Mr. Prospective Client, I can understand exactly how you feel about life 


insurance. 


It seems quite natural for you to think that it will be a hard struggle on 


your part and that you will take a chance, but probably you have not given any 
thought to the unconscious release of energy that wil! come to you when you know 
that no matter what happens to your plans your wife and children will be taken care 
of. That release of energy wiil be additional capital to you in helping you to succeed 
in a bigger way in business and will mean better thing s all around—after all any 
arrangement made through life insurance is simply a means to that end.” 


Let the Facts Speak 


Average life insurance salesmen usually 
consider what they are peng age ve 
anxious to do must necessarily be done 
through a barrier of extraordinary diffi- 
culty. They feel that there must be strain 
and a sense of strain. As a matter of 
fact the best life insurance salesmen know 
that they achieve their results uncon- 
sciously as it were 


“Self, preservation is the first law of 
nature,” and self interest is the govern- 
ing law of salesmanship. The prospective 
client that is shown an advantage usually 
takes it if he can. But remember the 
Missourian “You’ve got to show me”’— 
not to say to me, or tell to me, or bluff 
to me, or orate to me, but actually show 

to me. 





—that is, by a per- 
fectly natural and 
spontaneous out- 
pouring of their 
thought. 

A big. selling 
idea, thoroughly 
grasped by the 
mind, can be in- 
terpreted with sim- 





Selling Thought for the Week 


You are not a teller of little tales; 
you are a man of vision and understand- 
ing, representing the greatest financial 
institution of its kind in the world, show. 
showing how helpful that institution 
may be as a means to the better con- 
servation of human resources. 


The task of the 
master life insur- 
ance salesman is 
not to orate or de- 
liver empty 
phrases but to 
His case as 
in law is won on 
the facts, and not 
on the words and 
as the good law- 








ple words and sim- 
ple thoughts ex- 
pressed (this being vital) from the right 
angle. The mind that acts naturally will 
act effectively. “Simplicity,” says Schop- 
enhauer, “has always been held to be a 
mark of truth; it is also a mark of genius. 
Style receives its beauty from the thought 
it expresses.” 

If the life insurance salesman instead 
of straining for expression will strain for 
facts concerning his prospective client’s 
affairs before expression his simple clas- 
sification and relation will prove all suf- 
ficient for success, as in truth the facts 
will be speaking and not he. 

The first basic thing is to get the facts. 
The second basic thing is to make the 
prospective client understand that the 
facts are facts. The third basic thing is 
so to explain the facts that the prospective 
client sees their relation to his advantage 
and happiness—that understood he will do 
the rest. 


yer’s work is large- 
ly done before he sees the prospective 
client. The facts are the thing—the sales 
presentation need but be a clear, simple 
telling of those facts, in the sense of 
evidence. : 
Many a time in my own selling experi- 
ence when it looked as if there would be 
a clashing of personalities have I said, 
“Well, Mr. Prospective Client, fortunately 
it is not a question of personal attitude in 
this matter on my part or on yours. It is 
a question of your passing judgment upon 
these facts in your own way. It is your 
interpretation of these facts that will con- 
trol any further relations that might de- 
velop between us. The facts speak for 
themselves. They point the way much 
more clearly and emphatically than any 
suggestion I might care to give. They 
are the best guide-posts for you to 
follow.” 


Without Transfer of Feeling 


Read carefully this extract from “What 
is Art?” by Count Tolstoi: 

“A musician of repute sits down at the 
piano and plays you what he says is a 
new composition. You hear the strange, 
loud sounds, and admire the gymnastic 
exercises performed by his fingers; and 
you see that the performer wishes to im- 
press upon you that the sounds he is pro- 
ducing express various poetic strivings of 
the soul. You see his intention but no 
feeling whatever is transmitted to you ex- 
cept weariness. The execution lasts long, 
or at least it seems very long to you, be- 
cause you do not receive any clear im- 
pression, and involuntarily you remember 
the words of Alphonse Karr, ‘the quicker 
it goes the longer it lasts.’ And it occurs 
to you that perhaps it is all a mystifica- 
tion; perhaps the performer is trying you 
—just throwing his hands and fingers 
wildly about the keyboard in the hope 
that you will fall into the trap and praise 
him, and then he will laugh and confess 
that he only wanted to see if he could 
hoax you. But when at last the piece 


does finish, and the perspiring and agi- 
tated musician rises from the piano, evi- 
dently anticipating praise, you see that it 
was all done in earnest.” 

The italics are mine. I know of no 
clearer exposition of the value of feeling 
whether it be in art or in selling than is 
shown by this passage. Even in earnest- 
ness there is no compensation for the loss 
of transmission of feeling. Without feel- 
ing, selling in life insurance might as well 
be exercised on a statue. 


Concrete Illustrations 


a 

Try the following, using slow tempo: 

“T wonder how much thought you have 
given, Mr. Prospective Client, to a life 
insurance company as a co-operative in- 
vestment trust in its relations to your 
investment plans.” 

“Mr. Prospective Client, it is no longer 
a matter of the interpretation of a pol- 
icy, that is just a detail. It is the rela- 
tionship of a life insurance company to 
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QUESTION—How can I secure life insurance pro- 


tection, build an income for the future, and yet be 


able to choose my retirement age when I please— 


not now, but later when I am better able to judge my need? 


ANSWER—Buy a Five Star Annuity, offered by THE LINCOLN 


NATIONAL LIFE INSURANCE COMPANY of Fort Wayne, 


Indiana. * * 


f * * 





your affairs as a whole that counts, es- 
pecially at the present time.” 

“Il am helpless without all the facts 
that could bear upon the problem and it 
would not do to pass snap judgment. 
Putting a plan of this kind into opera- 
tion may affect the future happiness of 
several generations. It is too important 
a matter to go at half-cocked. Besides 
there is my personal sense of responsi- 
bility to you to be considered. I look 
upon my work in a professional way.” 


Mr. Montgomery will answer _ the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 


B. B. Snow and T. A. Sullivan 
Long With State Mutual 


The home office agency of the State 
Mutual Life in Worcester, Mass., ob- 
served two anniversaries on July 1 and 
at an agency meeting on July 2 present- 
ed Benjamin B. Snow and Thomas A. 
Sullivan with gifts commemorating their 
long services. 

Mr. Snow celebrated his twenty-fifth 
year as general agent with the company. 
He had had eight years’ experience in 
the life insurance business before going 
with the State Mutual. 

Mr. Sullivan has been with the com- 
pany in Worcester for thirty-six years 
and has served as cashier for thirty 
years. 








PENN MUTUAL CONVENTION 
The annual convention of the Penn 
Mutual will be held in mid-September 
the New Ocean House in Swampscott, 
ass. 





PETTY IS REPRESENTATIVE 

Fred E. Petty of Fort Wayne, Ind., 
has been appointed district representa- 
live in that section of the state for the 
Guarantee Mutual Life of Omaha. He 
is associated with J. E. Kenney, man- 
ager of the northeastern territory of 
Indiana. 


Canada Life Leaders Hold 


Two Field Conventions 


The Canada Life has recently held 
two Conventions of Production Clubs in 
its series of regional conferences with 
members of the Canadian Prairie Prov- 
ince branches meeting at Minaki Inn, 
Minaki, Ontario, and members of Cen- 
tral and Eastern Canada as far as Que- 
bec Province, meeting at Bigwin Inn, 
Lake of Bays, Ontario. 

Rk. J. Trencuth, assistant superintend- 
ent, was chairman of the Minaki con- 
vention at which R. G. McDonald, su- 
perintendent; J. D. Williamson, assistant 
actuary, and E. M. Taylor, manager of 
the company’s investment department in 
Manitoba, were also speakers. 

Trevor Hawgood, manager Manitoba 
branch; C. E. Bissell, manager for South 
Alberta, and a number of the company’s 
leading Western producers also contrib- 
uted to the discussions at Minaki, which 
included a variety of subjects, some of 
which dealt with new production and 
conservation matters peculiar to the ter- 
ritory. 

The Bigwin Inn convention was the 
largest of the Canada Life’s 1934 regional 
gatherings, some 110 persons being pres- 
ent. It was attended by most of the 
officers of the Quarter Million and Cen- 
tury clubs, in addition to A. N. Mitchel, 
general manager; A. Gordon Ramsay, 
assistant general manager; S. C. McEve- 
nue, superintendent; E. C. Gill, assistant 
treasurer; J. H. Romig, educational su- 
pervisor; J. D. Williamson, assistant ac- 
tuary, and W. J. Sheppard, assistant sec- 
retary, all of whom spoke on different 
phases of the company’s operations, new 
developments, sales plans, etc. J. 
Domelle, secretary; Dr. S, J. Streight, 
associate medical director, and H. N. 
Watt, assistant superintendent, also par- 
ticipated in the proceedings. A number 
of women club members, one of whom 
was a qualified club officer, attended the 
convention. 








July 


Wh 
sociat 
2 and 
organ 
perms 
staff. 
the f 
pectes 
by th 
retary 
Fort 
ganiz 
ducte: 
found 
secret 
direct 
ment 
presic 
ciatiot 
Michi 
ties a 
life i 

The 
tion, « 
agem¢ 
suran 
compsz 
ada a 
minist 
have 
effort 
ties d 
pansic 
made 
ent he 
tive s 
Since 
develo 
300 su 
ficatio 

Twe 
tute v 
cation: 
office 
nation 
ployes 


Und 
zation 
offer 
memb 
annual 
progra 
ports, 
thorou 
equipp 
quiries 
compa 
tines < 

The 
textbo 
counts 
ident | 
this yi 

It is 
who h 
a full 
associa 
duties 
gradua 
ness / 
ing wit 
ber of 
ernmet 

Casp 
eration 
associa 
the lat 
years 1 
Conver 
Nebras 
uated 
Acader 
Navy i 
partme 
actuary 
1923, |. 
office i 

Mucl 
tion pl 
preside 
Skilton 
Genera 














1934 


P 





ro- 


ons 
held 
Ss in 
with 
rov- 
Inn, 
Sen- 
Jue- 
Inn, 


end- 
con- 

su- 
tant 
r of 
\t in 








July 13, 1934 


















THE EASTERN 
mx— UNDERWRITER 2 








Plan Permanent Staff 
For Management Ass’n 


WITH F. L. ROWLAND AS HEAD 
Reorganization Plan To Be Passed On 
At October Meeting; Headquarters 
In New York Proposed 





When the Life Office Management As- 
sociation meets in Hartford, October 1, 
2 and 3, it will act on a proposal to re- 
organize the association and establish 
permanent headquarters with a full time 
staff. New York has been proposed as 
the place for headquarters. It is ex- 
pected that if the proposal is approved 
by the members, Frank L. Rowland, sec- 
retary of the Lincoln National Life of 
Fort Wayne, who was one of the or- 
eanizers of the association and has con- 
ducted its activities as secretary since its 
founding in 1924, will be the executive 
secretary. He is a past president and a 
director of the National Office Manage- 
ment Association and is at present vice- 
president American Management Asso- 
ciation. Mr. Rowland is a graduate of 
Michigan, 1914, and served in the utili- 
ties and industrial field before entering 
life insurance. 

The Life Office Management Associa- 
tion, organized ten years ago as a man- 
agement research group in the life in- 
surance field, has a membership of 132 
companies in the United States and Can- 
ada and 15 in foreign lands. The ad- 
ministrative activities of the association 
have been conducted through voluntary 
effort of a few members utilizing facili- 
ties donated by one company. The ex- 
pansion of the association’s activities has 
made it necessary to establish independ- 
ent headquarters with a full time execu- 
tive secretary and qualified assistants. 
Since its organization the association has 
developed reports and studies on about 
300 subjects covering thirty major classi- 
fications of life office management. 

Two years ago the L. O. M. A. Insti- 
tute was organized to provide an edu- 
cational program for non-technical home 
office employes. This year 4,500 exami- 
nations were given to about 2,000 em- 
ployes of seventy member companies. 

Plan to Expand Functions 

Under the proposed plan of reorgani- 
zation the association will be able to 
offer a number of unusual services to 
members. In addition to conducting an 
annual and two special conferences, the 
program provides for periodic special re- 
ports, special committee studies involving 
thorough research and the staff will be 
equipped to handle special service in- 
quiries of a wide variety. A library of 
company forms, standard practice rou- 
tines and manuals will be maintained. 

The Institute is sponsoring a series of 
textbooks, one, “Life Insurance Ac- 
counts,” by E. C. Wightman, vice-pres- 
ident Lincoln National Life, was issued 
this year. 

It is expected that L. R. Woodard, 
who has served under Mr. Rowland as 
a full time associate secretary of the 
association since 1924, will continue his 
duties under the new set-up. He is a 
graduate of Ohio State College of Bus- 
iness Administration, and before affiliat- 
ing with the L. O. M. A., he was a mem- 
ber of the field staff of the U. S. Gov- 
ernment Personnel Classification Board. 

Caspar K. Blackburn is under consid- 

eration as educational secretary of the 
association. Mr. Blackburn is a son of 
the late T. W. Blackburn, who for many 
years was secretary of the American Life 
Convention. He attended University of 
Nebraska and Dartmouth and was grad- 
uated from the United States Naval 
Academy in 1916. He retired from the 
Navy in 1920, went into the actuarial de- 
Partment of the Travelers and became 
actuary of the Prairie Life of Omaha in 
1923, later opening a general insurance 
office in Omaha. : 
_Much of the details of the reorganiza- 
tion plan has been worked out by the 
President of the L. O. M. A., George W. 
Skilton, comptroller of the Connecticut 
General. 


Management Ass’n To 
Hold Hartford Meeting 


ANNUAL CONFERENCE OCT. 1-3 





Full and Varied Program with Numerous 
Prominent Speakers and Many 
Important Reports 

A full and diversified program has 
been arranged for the 1934 annual con- 
ference of the Life Office Management 
Association to be held in Hartford, Oc- 
tober 1, 2 and 3. At least 200 represent- 
atives of member companies are expect- 
ed to attend the sessions which will be 
held in the auditoriums of the Aetna 
Life, Connecticut Mutual and Connecti- 
cut General home offices. 

Governor Wilbur L. Cross of Con- 
necticut is expected to welcome the dele- 
gates and the meeting will open with an 
address by President George W. Skilton., 
comptroller of the Connecticut General. 
James B. Slimmon, secretary of the 
Aetna Life will preside at one of the 
sessions; Harold F. Larkin, vice-presi- 
dent Connecticut Mutual; George W 
Cheney, assistant secretary Phoenix Mu- 
tual; and Mr. Skilton will be chairman 
of other sessions. 

A wide variety of committee reports 
will be heard giving results of research 
and study, among the subjects being 
home office exnenses, conservation ac- 
tivities, home office methods of handling 
annuities and supplementary contracts. 
job rating as applied to life personnel 
and other subjects. 

Among the speakers to be heard is 
James Lee Loomis, president Connecti- 
cut Mutual. Other subjects and speak- 
ers are: mental hygiene in industry, bv 
Dr. E. Van Norman Emery, medical di- 
rector Connecticut Society for Mental 
Hygiene; economic aspects of life insur- 
ance under the New Deal, by Professor 
William B. Bailey, economist of the 
Travelers; measuring management, by 
Harry A. Hopf, president of H. A. Hopf 
& Co.; legal background of life insur- 
ance transactions, by John M. Avery, 
attorney National Life Insurance Co., 
Vt., and the importance of conservation, 
by Howard P. Dunham, Connecticut in- 
surance commissioner. 








S. F. Code Submitted 


Following the example of Portland 
and Seattle, the “secret” code committee 
of the San Francisco General Agents 
and Managers Association has submitted 
a tentative code of fair practice to asso- 
ciation members, which seeks to curb 
twisting; to eliminate part-time men in 
the metropolitan area; to disseminate in- 
formation about agents and supervisors 
going from one agency to another and 
to discourage agents from writing busi- 
ness in offices other than their own with- 
out sufficient reasons. Framers of the 
code, says Underwriters Report, were B. 
F. Shapro, chairman and manager of the 
Penn Mutual Life; C. W. Peterson, man- 
ager of the Phoenix Mutual Life, and 
F. Crook Whatley, general agent for the 
Aetna Life. 


YEOMEN MUTUAL SUPERVISOR 

Joseph R. Treichler has just been ap- 
pointed home office supervisor of agents 
for the Yeomen Mutual Life, Des 
Moines, according to an announcement 
by A. H. Hoffman, president of the com- 
pany. Mr. Treichler, a member of the 
Cedar Rapids Life Underwriters Asso- 
ciation, will make his headquarters at 
the Cedar Rapids office of the Yeomen 
Mutual. He majored in sales psychology 
at the University of Iowa and at Co- 
lumbia University and for the last 
twenty-five years he has been engaged in 
sales management work. 


AUSTIN AGENCY STAGES DRIVE 

Fifty-two applications for a_ total 
volume of $580,000 were written by fif- 
teen members of the Austin Agency of 
the Aetna Life in Brooklyn in a one- 
day drive staged on July 2. 














Montgomery Advisory 
and Coaching Service 


I have received so many letters inquiring about the 
nature of my work and asking for advice as to methods 
of selecting and training life insurance salesmen, that it 
may help to set forth certain of my principles here. 


I do not only teach life insurance as social service, I 
train men to sell life insurance successfully, which is quite 
a different thing. 


I believe that the salesman’s personality is his greatest 
Therefore I find ways and means to develop that 
I treat 
I endeavor to 


asset. 
personality and to use it effectively in the field. 
each man as an individual, creative force. 
get him to capitalize on his philosophy of life and what 
he stands for in his world of affairs. He must develop 
himself to the full extent of his capacity. 


show him what that capacity is. 


It is for me to 


I do not depend upon oratory, pep talks and emotional 
disturbances. 
To me it is the individual, not the group, that is the unit 
of efficiency. I look upon my work as human engineering 


They have their uses but not in my work. 


and any salesman fitted for life insurance who consults 
me and follows out my recommendations will increase his 
business to a surprising degree. I base my claim on results 
actually achieved. 


The work is confidential. If I think a man is not fitted 
for life insurance I tell him so. In that case I suggest to 
him the kind of work for which he is best fitted. The 
most wasteful thing in society is a man in work for which 
he is not fitted by inclination and training. 


Many of my personal clients are experienced agents 
who have lost their stride; many are large producers who 
have had their market wiped out due to economic condi- 
tions. In my records I have forty-two men whom I 
coached whose average production increased more than 
six hundred percent in less than three months. Many of 


them were ready to give up. 


There are coaches in football and in all highly competi- 
tive sports. Why not a coach in the much more important 
business of making a living through selling ideas and 
making the most of oneself in the game of life? 


My services are available to individual life insurance 
salesmen, general agents and the companies themselves. 
I shall be glad to send particulars without any obligation 
Address care of The Eastern Underwriter. 
Please mark letters Personal. 


—L. L. Montgomery 


whatever. 
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H. C. aia iis 
Recruiting Methods 


TRAINING SCHOOL IS HELPFUL 
Agency’s Contacts Asked to Recommend 
Course Takers; Some Other Sources 
Furnishing Agency Material 

At this week’s annual convention of the 
Lincoln National Life’s eastern division, 
held in Asheville, N. C., Howard C. Law- 
rence, general agent in Newark, discussed 
recruiting. In telling sources of recruit- 
ing .new agents he listed the company 
training school, personnel men of large 
concerns employing from twenty-five to 
1,000 men, unemployed former large pol- 
icyholders, and cards of invitation to the 
training school mailed to persons per- 
sonally known. 


The agency runs this ad in connection 

with the training school: 

MEN—Life Insurance training course held in 
Newark two nights weekly, starts June 11; 
sponsored by nationally known company; 
twenty hours fundamental principles; twenty 
hours sales phychology; ten hours public 
speaking; science with practice in field dem- 
onstrated; complete course free; company 
connection for qualified graduates. Write 
Howard C, Lawrence, 3126 Lefcourt Bldg. 


When Ads Are Inserted 


Mr. Lawrence said: “We insert this 
ad four times starting about ten days 
prior to the opening of our class, i. e., 
Thursday and Friday nights, then again 
on Tuesday and Wednesday nights pre- 
ceding the running of the school. The 
replies increase progressively starting 
with six or seven answers after the first 
insertion and increasing to about fifteen 
after the last insertion. Out of thirty- 
five interviewed about twenty were en- 
rolled. In addition to written replies 
about eicht or ten will call at the offic 
to find out what it is all about.” 

Concurring with the advertising cam- 
paign Mr. Lawrence and the agents tell 
every one with whom they come into 
contact about the school, and ask for 
names of persons whom they think 
would qualify for the life insurance busi- 
ness; ask that he be sent in with the 
card of the man recommending him and 
he will be given a personal interview. 
From that source a number of men have 
been enrolled. 

As for former large policyholders of 
life insurance Mr. Lawrence said that 
they appreciate the value of insurance 
as in all probability they have been edu- 
cated liberally as to its benefits. 


A Recruiting Talk 


The following is a sample of the talk 
given to men who look of sufficient cali- 
ber to be taken on as agents: 

“From statistics to which our company 
has access it definitely feels that the de- 
pression has ended and that a wave of 
prosperity is gaining momentum each 
month. This means that we are enter- 
ing upon a period of insurance buying 
which will make past records look small. 
More than fifteen billion dollars of life 
insurance was discontinued in the past 
four years. A great deal of this has to 
be replaced. In addition to that the 
normal purchases each year are about 
twelve billion. That means that the mar- 
ket has been more than doubled. Our 
company has asked us to select a group 
of high-type men and train them thor- 
oughly so that they will be in a position 
to serve the needs of the insuring public 
and put themselves in a position to reap 
substantial financial rewards in this 
work. This is a long established agency 
and we have a reputation of being well 
qualified to train men to be good life in- 
surance salesmen. 

“When you finish our course you will 
be well qualified to sell life insurance. 
You appear to have the qualities that 
will make you successful in this business 
if you have the proper training. If you 
are once successfully estabfished as a 
life underwriter you need never fear 
being out of a job during the next de- 
pression. The nature of our compensa- 
tion is such that in addition to a large 
first year commission we will pyramid 
renewals over a period of nine years. If 


League of Insurance Women Gives 


Dinner for Mr. and Mrs. Montgomery 


The League of Insurance Women gave 
a dinner Monday evening at Town Hall, 
New York, in honor of Mr. and Mrs. L. 
L. Montgomery, well-known sales con- 
sultant authority. Mrs. Kathryn Ford 
of the Mutual Life, who is president of 
the League and who presided, said that 
the dinner was given to show the 
League’s appreciation for what Mr. 
Montgomery had done in stimulating in- 
terest in the organization and in help- 
ing its members. Mr. Montgomery 
delivered a course of lectures for the 
League during June and otherwise co- 
operated in furthering its objectives. At 
the dinner he was made an honorary life 
member of the League, the first person 
so honored. 

Referring to the origin of the League 
of Insurance Women, Mrs. Ford said 
that in 1931 it was organized by seven 
life insurance women. Today the mem- 
bership is about 100, although the League 
has made no special effort to attain a 
large membership. Its aims at present 
are to get together an effective working 
group of earnest, full-time women in life 
insurance to carry out its program of 
the education of women generally to an 
understanding of the use and importance 
of life insurance. Only full-time life in- 
surance women who have been in the 
business at least two years can qualify 
as members. Mrs. Ford, who recently 








you decide to take our course you will 
be required to attend 90% of our meet- 
ings, pass a grade of 80% in the two 
examinations and write at least five ap- 
plications, regardless of amount. If you 
meet these qualifications we will be glad 
to give you a liberal contract. How does 
it sound to you?” 


Size of Class 


Mr. Lawrence said the agency attempts 
to, have from twenty to twenty-five in 
each class. Attendance keeps up re- 
ue ably well and the production aver- 
ages about $50,000 per month for each 
of the two months of training. “If we 
get these men to come into our class 
we find that they become more enthusi- 
astic as time goes on,” Mr. Lawrence 
said, “The man who produces the great- 
est volume of business each week is pres- 
ident of the class. The spirit of compe- 
tition as well as the enthusiasm of all 
nresent seems to build a high morale. 
The successful students of one class re- 
cruit new members for the next class 
and the plan once started builds up a 
momentum which will lead to a success- 
ful agency. 

“Recruiting must be continuous. These 
classes should be run six times a year 
and the general agent must keep ever- 
lastingly adding new and better material 
and weeding out the weak ones. 

“The mental attitude and morale of 
your agency will take care of itself if 
you will keep only those men who are 
making, enough money to live on in your 
agency,” he concluded. 





PENN MUTUAL GAINS 164% 


William A. Law, president of the Penn 
Mutual Life, reports that new business 
for the first half of 1934 exceeded that 
of the same period a year ago by 16.4%, 
and June exceeded June of last year by 
15.6%. The demand for life insurance 
continued to grow with an increased call 
for income plans. 





ALBANY ASS’N HEADS 


The Albany Life Underwriters Asso- 
ciation in their annual meeting held 
recently elected Spencer L. McCarty 
president. Mr. McCarty is a member of 
the State Legislative Committee. Other 
officers are Stratford B. Douglas, first 
vice-president; Ernest H. Perkins, sec- 
ond vice-president, and Paul H. Conway, 
secretary and treasurer, re-elected. 


attended a world congress of women 
leaders in different fields and who made 
a wide tour of many countries at that 
time, stated that she found everywhere 
that women are seeking economic secur- 
ity as they never have heretofore. 

In responding to the many compli- 
mentary things that were said about 
him, Mr. Montgomery painted a picture 
of the splendid opportunity that con- 
fronts women in life insurance as ex- 
pressed by the League of Insurance Wo- 
men. With the family as the corner- 
stone of society, women were best quali- 
fied to present life insurance in its so- 
ciological aspects. Speaking eloquently 
of the high type of service they could 
perform, Mr. Montgomery said that 
their influence and effort were sure to 
be felt in future trends in life insurance 
service to the public. 

He stressed, however, that in their 
preparation for this work women should 
be trained in the woman’s way and not 
in the man’s way. Therein, he said, is 
where their strength lies. 

The League is already making plans 
for an active season starting next fall 
with its opening meeting on the first 
Thursday in October. An important fea- 
ture of its work, as explained by Mrs. 
Ford, is its lecture bureau through which 
members of the League address wo- 
men’s clubs, business organizations and 
other groups. 





QUESTION VALIDITY OF POLICY 

Face payment on a policy delivered 
the day before the woman insured died 
of diphtheria is being refused under 
srounds of conditional acceptance by the 
Metropolitan Life in Muskegon, Mich. 
John F. Christenson is attempting to col- 
lect $1,000 death benefit on a policy is- 
sued on the life of his wife and delivered 
the day before her death from diphtheria. 
The policy, it is claimed, was condition- 
ally delivered, the agent declaring it 
vould be placed in effect if the company 
consented. Mrs. Christenson had passed 
a physical examination for the coverage 
some months before but the policy had 
not been accepted because the husband 
said he did not have the money to pay 
the premium. He finally made tender 
of the payment and asked that the agent 
turn over the policy. The policy was 
left with a third party under the claimed 
conditional agreement. The company re- 
fused to complete the contract and the 
woman died the following day. A physi- 
cian admitted telling Christenson his 
wife would die but not until the actual 
day of her death. 





RENTAL VALUE AS INCOME 

The Supreme Court of the United 
States holds that under Section 245 (a) 
(b) of the Revenue Acts of 1921 and 
1924 a life insurance company is not re- 
quired to include in gross income any 
amount to cover rental value of space 
used by it, but in order that, subject to 
the specified limitation, it may have the 
advantage of deducting a part of the 
expenses chargeable to the building, it 
is permitted to make calculations by 
means of such an addition. The statute 
does not prescribe any basis for the ap- 
portionment of expenses between space 
used by the company and that for which 
it receives rent. 

The case decided May 21, 1934, was 
Helvering, Commissioner of Internal 
Revenue v. Independent Life. It re- 
verses the decision of the Sixth Circuit 
Court of Appeals, 67 F. (2d) 470, which 
affirmed the Board of Tax Appeals, 17 
BD. F. A... 7a 

The opinion was by Mr. Justice Butler. 
Mr. Justice McReynolds was of opinion 
the judgment should be affirmed. 





Made Field Supervisor 
For Recht & Kutcher 











CLARENCE J. ISAACS 


The latest addition to the staff of the 
Recht and Kutcher Agency of the 
Northwestern Mutual Life in the Empire 
State Building, New York, is Clarence 
J. Isaacs, who becomes a field super- 
visor for the agency. 

Mr. Isaacs was born in New York City 
and after leaving school went into mer- 
cantile lines finally establishing his own 
organization. He entered the life insur- 
ance business in 1922 with the Equitable 
Society as an agent soon becoming a 
unit manager. In this work he gained a 
reputation for his ability to train men 
whom he brought into the business. 





GERMAN INSURANCE REVIVING 





Allianz and Stuttgarter Figures Show 
Gain in Life Insurance Sales 
During Present Year 

A revival of life insurance business in 
Germany has been taking place since the 
beginning of this year. German com- 
panies credit this to the overcoming of 
cconomic pessimism. 

The Allianz and Stuttgarter, which is 
the largest German insurance company, 
Its totals in new 
business for the first four months of the 
last three years were for 1934, 112 mil- 
lions Reichsmark; for 1933, 85 millions 
Reichsmark; and for 1932, 95 millions. 

The amount of new business per month 
in millions Reichmark is as follows: 


1934 1933 1932 
22 


shows a decided gain. 


pe 26 25 
February ........ 27 20 25 
a. rere 29 22 21 
BE avin tire utes 30 21 24 





CONNECTICUT MUTUAL GAIN 32% 

A gain of 32% for the first half of 
this year as compared with the same 
period in 1933 is reported by the Con- 
necticut Mutual. Paid for business to 
date totals $43,996,816 as compared with 
$33,333,544 at this time a year ago. The 
number of lives insured during the pe- 
riod totals 12,947 as against 8,966 last 
year or a gain of 444%. June showed 
a gain of 14.2% in new paid for business. 





INSIST IT WAS SUICIDE 

The coroner’s jury has decided the 
death of Major Norman B. Comfort, 
Clayton, Mo., was accidental. This in- 
surance and real estate agent carried 
$200,000 accident insurance. Companies 
insist the death was a suicide. The de- 
fendants, Major Comfort’s friends, say 
he was shot with a pistol while looking 
for some cards in clothes. He had left 


a bridge whist table to get the cards. 
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New England Mutual’s 
Record New Business 


ALL DEPARTMENTS SHOW GAINS 





President George Willard Smith Tells 
of Splendid Gains in Telephone 
Broadcast to Field 





The first six months of 1934 have 
shown marked progress in the business 
of the New England Mutual. President 
George Willard Smith said in a national 
broadcast by telephone on July 10 to the 
company’s representatives throughout 
the country, including several hundred 


of the home office personnel. He re- 
tiewed the conditions today as compared 
with those existing at the time of his 
first broadcast,‘ January 22. 

This period has given the company the 
largest half year of business, both in 
number of applications received and in 
new insurance paid for, that it has ever 
had in a six-months period in ninety 
years of business life. The total was 
75 millions—a gain of 33% over 1933. 
June was the company’s twenty-third 
annual “Policyholders Month,” and dur- 
ing it a greater number of applications 
was received than in any other single 
month in the company’s history. The 
paid business, while not a record, ex- 
ceeded by almost a million the unusually 
large total of June, 1933. 

A large number of new policies means 
the addition of healthy lives, a fact that 
will contribute toward keeping the mor- 
tality at a favorable level. The mortality 
for the six months was five points less 
than it was at the same time last year. 

The standing of the company is much 
affected by the relation of terminations 
to new business. In 1932 and 1933, by 
reason of the depression, terminations 
exceeded new business issued in almost 
every company. “Apparently we have 
turned the corner this year,” said Presi- 
dent Smith, “for it is significant of gen- 
eral progress that on June 30 we had a 
gain of seventeen-and-one-half millions 
in insurance in force for the year, in- 
creasing New England Mutual protection 
from $1,249,000,000 at the close of 1933 
to $1,267,000,000 as of July 1, 1934. We 
have more policies in force today than 
we have ever had before. 

“Furthermore, long-time, persistent 
types of insurance are being purchased. 
The proportion of term insurance has 


decreased. New premium income, ex- 
clusive of annuities, shows a gain of 
43%.” 


Mr. Smith announced that the inter- 
est received from investments is greater 
than that received last year. He added, 
however, that the problem of investing 
current income and cash accumulations 
at adequate yields is very serious. 

“For over a year the restrictions of the 
Securities Act have held up almost all 
corporate financing, and we are having 
great difficulty in securing adequate in- 
terest yields on the conservative type of 
securities in which we invest. We hope 
that this condition will materially im- 
prove during the coming months. a 

Surrender values paid in cash have 
decreased radically. Requests for new 
policy loans have practically returned to 
the pre-depression level, and repayments 
of existing loans are 50% higher than at 
this time last year. Assets have grown 
month by month and are now nine mil- 
lions greater than at the beginning of the 
year, 





JOIN BINGHAMTON AGENCY 

Marion O. Wilson and Donald O. Wil- 
son have become associated with th- 
general insurance firm, the Nelson-Col- 
stein Co., Inc., in Binghamton, N. Y., 
both being admitted to membership in 
the firm. With the additional personnel 
the up-state agency, one of the largest 
in its territory, will extend its line to 
include all branches of underwriting. The 
New members of the firm will have 


charge of a new life department which 
will be established at once, according to 
Guthrie G. Smi 


president. 


Northwestern Mutual Women 


To Have Own Convention 


In connection with the fifty-eighth an- 
nual convention of the Association of 
Agents of the Northwestern Mutual to 
be held in Milwaukee during the latter 
part of July, the women will hold a 
meeting on the afternoon of July 24 on 
the theme “Are You Interested in the 
Business?” Mrs. Nathan H. Burgheim- 
er, St. Louis, will preside as chairman. 

Mrs. John S. Marsh, of Cleveland, and 
Daisy E. Bagwell of ‘Atlanta, will both 
address the meeting in discussing how 
wives can best help their agent-hus- 
bands to sell insurance to both men and 
women. Joseph T. Gallagher, superin- 
tendent of claims, will represent the 
company at the meeting. 

In addition to the Tuesday meeting, 
Mrs. M. J. Cleary, wife of the president 
of Northwestern Mutual, will be hostess 
to women attending the convention at a 
luncheon, bridge and style show at the 
Milwaukee Country. Club on Monday af- 
ternoon. The ladies will also join the 
agents at the atinual garden party and 
dinner dance on Monday evening at the 
Wisconsin Club. 


ELECT NYHART PRESIDENT 


Howard E. Nyhart, Indianapolis gen- 
eral agent of the Connecticut General, 
was elected president of the Indianap- 
olis Association of Life Underwriters at 
the recent annual meeting succeeding 
Carl F. Maetschke of the Prudential. 
James Elton Bragg, Guardian Life, New 
York, was principal speaker at the an- 
nual ‘affair. Two hundred attcnded. 





CHICAGO AGENCY SUPERVISOR 

The State Mutual Life of Worcester, 
Mass., has appointed Jason E. Stone, Jr., 
as supervisor of the Joe C. Caperton Gen- 
eral Agency in Chicago. Mr. Stone, for- 
merly supervisor of the Pittsburgh office 
under General Agent Frank C. Wiggin- 
ton, affiliated himself with the State Mu- 
tual in 1927 on his graduation from the 
University of Pittsburgh. 





100 YEARS SERVICE WITH PROV. 
One hundred years of service with the 
Provident Mutual is the combined record 
just completed by the Wood brothers, 
Frank H. Wood, manager of the mort- 
gage loan department, and Oliver D. 
Wood, manager of the actuarial depart* 
ment. Frank H. Wood joined the com- 
pany in 1882 and his brother in 1886. 


“DO IT FOR JOHN” CAMPAIGN 


Taking as a slogan “Do It for John” 
agents of the General American Life are 
staging a campaign during the vacation 
of John. J. Moriarty, vice-president of 
that company. Attached to each new 
application sent to the home office is a 
picture of two clasped hands. Each ap- 
plication will represent another hand- 
shake for Mr. Moriarty. 





AGENT ALMOST KIDNAPPED 


Carl Bush of the Lamar Life made a 
quick sale during a bank robbery in Sil- 
ver Creek, Mo., recently. He was in 
the Bank of Silver Creek when two rob- 
bers with pistols entered. They started 
to kidnap the cashier and the two cus- 
tomers, but Mr. Bush sold the robbers 
the idea of putting him and the cashier 
in the vault. The bandits escaped with 
$4,006 in cash but left the prisoners in 
ihe vault. 





RIEHLE AGENCY RECORD 


A new record was established in June 
by the Riehle Agency of the Equitable 
Society in New York for the number of 
lives paid for in one month. The month 
was the best in paid business since Jan- 
uary, 1933. Practically all the business 
was life insurance. John M. Riehle, 
father of Theodore M.- Riehle, was in 
charge of the agency during the major 
part of the month while his son was in 
Europe. During the month a special ef- 
fort was in progress in honor of vice- 
president W. W. Klingman which cul- 
minated with a banquet on July 2. 














S. Samuet Wo rrson, Generac AGENT 


BERKSHIRE LIFE INSURANCE Co. 
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Friend Of Insurance 
Running For Governor 

MARTIN L. DAVEY’S CANDIDACY 

Ohio Tree Expert Carries $800,000; En- 


dorsed Insurance at Two National 
Association Conventions 








In the Ohio primaries to be held in 
August Martin L. Davey, who has made 
a national reputation as a tree salvager, 
is running for Governor of Ohio on the 
Democratic ticket. The Eastern Under- 
writer has received a number of letters 
from Ohio insurance men asking this 
paper to tell some of the outstanding 
services Mr. Davey has rendered to in- 
surance men. Here are a few: 

To begin with, Mr. Davey carries 
$800,000 insurance at the present mo- 
ment. This in itself is a great endorse- 
ment for life insurance. One-half is on 
the corporation plan and one-half per- 
sonal. 

Mr. Davey has spoken at many gath- 
erings of insurance men, among them 
the National Association convention at 
Cleveland and Atlantic City. He has 
spoken at large agency meetings at New 
York City. He was the chief speaker 
at the Northwestern Mutual annual con- 
vention at Milwaukee several years ago. 
Following this meeting he was invited to 
serve on the policyholders’ examining 
committee of the Northwestern by form- 
er president Van Dyke. 

The publication and free distribution 
of his speech, “Why I Carry One-Half 
Million Dollars of Insurance,” has re- 
ceived his permission. He has presented 
hundreds of his loyal employes with 20- 
Year Endowment policies. 

An outstanding service was rendered 
all the people of Ohio—insurance agents, 
companies, and the public generally— 
when several years ago he protested vig- 
orously against the proposed increase in 
taxes on life insurance premiums. 





IND., FORMS ASS’N 


More than fifty life underwriters in 
Anderson, Ind., met recently and formed 
a local association of life underwriters. 
Officers elected were: President, Bou- 
cher Wright; secretary, Earl Bassett; 
treasurer, Franklin Haugh; directors, 
Gould Van Osdol, A. W. Kohlstaedt and 
H. C. Walker. This is the first time an 
attempt has been made to organize the 
life underwriters of that city and the 
results were very gratifying to Indian- 
apolis workers who aided in the organ- 
ization. 


OHIO STATE LIFE CONTEST 


The field force of the Ohio State Life 
has arranged a campaign in commemora- 
tion of the twenty-eighth anniversary of 
the founding of the company. E. G. Sie- 
fert, manager of the Marion, O., agency, 
has been named as head of one of the 
teams, and H. E. Van de Walker, man- 
ager of the Michigan agency, as head of 
the other. 


EARNS HONORARY MEMBERSHIP 

Charles C. Herrick, ninety-one-year-old 
Prudential life agent in Newark, N. J., 
and considered probably the oldest life 
salesman still active in selling, was elect- 
ed an honorary member of the Life Un- 
derwriters Association of Northern New 
Jersey at its annual meeting in Newark. 


ANDERSON, 











WOODWARD, RYAN, SHARP, 
DAVIS & HEZLETT 


Consulting Actuaries 
Jonathan G. Sharp, 
Evelyn M. Davis, 
Edward H. Hezlett, 

Partners 
W. Harold Bittel, 
Robert S. Hull, 
John Y. Ruddock, 


Associates 
Ninety John Street, New York, N. Y. 











Two More Speakers Named 


For Milwaukee Convention 


The National Association of Life Un- 
derwriters announces the names of Paul 
Speicher and Stanley E. Martin as the 
latest additions to the list of speakers 
who will address the forty-fifth annual 
convention to be held in Milwaukee next 
September 24 through 29. 

Mr. Speicher, who is managing editor 
of the Insurance R & R Service of In- 
dianapolis, will address the convention 
on the subject, “America’s Best Finan- 
cial Friend—Life Insurance.” 

Mr. Martin is a special representative 
for the John Hancock Mutual Life at 
Columbus. In 1930 he left the real es- 
tate business to enter the Joseph M. 
Gantz agency of the Pacific Mutual at 
Columbus, and in 1932 he lead the en- 
tire field force of the company in new 
business paid for. He joined the John 
Hancock in April 1933 and maintained 
his record of the previous two years. He 
expects to attend the Million Dollar 
Round Table at the Milwaukee Conven- 
tion. 





NEW YORK LIFE GAINS 

The New York Life reports a 25% in- 
crease in the amount of new insurance 
and annuities issued and paid for during 
the first six months of 1934 as compared 
with the first half of 1933. During the 
half-year period in 1934 the company re- 
ceived first premiums on over 109,000 
policies for more than $228,000,000 of new 
life insurance. The increase was notice- 
able each month and was widespread 
throughout the territory in the United 
States and Canada. It was accompanied 
by a sharp decline in the number of de- 
mands for loans by policyholders. 


HEALTH PROGRAM FAN MAIL 


For a little less than a decade a rec- 
{ 


ord has been kept of letters received 
from listeners to the health exercises 
over an NBC network, sponsored by om 


Metropolitan Life and broadcast by 
thur Bagley, former physical director Mi 
the Newark Y. M. C. A., and the total 
to date is almost a million and a third— 
1,325,656 to be exact. 





HAS NEW DIRECTORATE 

Charles F. Williams, president of the 
Western and Southern group, has been 
elected a director of the old and famous 
Rookwood Pottery in Cincinnati, suc- 
ceeding the late Fred A. Geier. He has 
also been appointed chairman of the 
Cancer Control Council of the College 
of Medicine of the University of Cin- 
cinnati. 
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PRESIDENT’S NAIVETE 
Frazier-Lemke (five- 
bankruptcy bill) 
President Roosevelt said that he did not 


think farmers would take any undue ad- 


In signing the 


year farm mortgage 


vantage of their privileges under the 


measure. This is one of those bits of 
gives Presi- 
Alice-in- 


naivete which occasionally 
dent Roosevelt’s utterances an 
Wonderland quality. 

The life 


want to see the 


fraternity did not 
legisla- 


insurance 
Frazier-Lemke 
tion approved by the President, but since 
it has become a law there have been no 
evidences that they consider the situa- 
tion gloomy. Little 


measure has been heard at recent insur- 


discussion of the 


ance conventions, and in none of these 
few discussions has been 


voiced. At the 


pessimism 


Connecticut General 


Lake Placid convention President Hunt- 
ington took the position that while it 
was a piece of legislation which had 


troublesome aspects the companies would 
ride through it as they have 


legislation in the past. 
\N VIEW OF AGENTS’ 
CONTRACTS 


facing of the 


CANADIA 
\ frank problems in- 
volved in remuneration charac- 
Arthur Dugal, 


agents’ 
terized the remarks of B. 
superintendent of insurance for Quebec, 
in a recent address before the Life Un- 
derwriters Association of Montreal. 
There has been much study of this mat- 
offices and Superintendent 


interesting be- 


ter in home 
Dugal’s comments are 
cause they represent a supervisory view- 
point. 

Superintendent Dugal gave it as his 
opinion that agents’ remuneration should 
be made in a different manner than now 
obtains. He 
smaller commission and_ salary per 
month for each $1,000 of new 
produced and also so much per month 


favored a mixed system of 
business 


per $1,000 of renewals obtained. He is 
opposed to the system of high first year 
that so 
long as it is continued there will be small 


commissions to agents, believing 
hope of diminishing the number of poli- 
cies lapsing and” being surrendered each 
year. 

The cost to the companies and hence 
to the 
rate he 


policyholders of this high lapse 
illustrated by citing the Ca- 


nadian experience where in order to 
keep $100 of insurance on their books 
the companies had to obtain $151.22 new 
insurance during 1933. 


This condition would not be corrected, 


all other 


until 
the remuneration of agents was adjusted 


in Superintendent Dugal’s opinion, 


on some such basis as he suggested to 


get at the fundamental causes of un- 


soundly written new life insurance. 


NEW GERMAN CO-ORDINATION 
In Germany public institutions work 
side by side and in free competition with 
private enterprise in practically all fields 
of insurance. So far these public insti- 
tutions, while following the same princi- 
lines, 
united into one This 
step has now been taken and all the pub- 
lic insurance organizations have 
the “Reichsverband,” 


ples and working along the same 
were not body. 
formed 
comprising all 
branches of the business. 

The influence of this body may be 
measured from the fact that the insur- 
ance in force under all policies issued by 
public organizations amounts to RM 175 
billions (all further figures in Reichs- 
mark, normally worth U. S. gold .238 
cents are at present quoted at around 
U. S. gold .375). The premiums amount 
to RM 319 millions and the assets to 
RM 779 millions. All these enterprises 
operate along the principle of mutuality 
with no profit motive. Public fire insur- 
ance covers about 80% of all buildings 
in Germany and about 40% of all insur- 
able property, real and personal. Of the 
premium income 75% is used to pay 
losses and expended for fire protection. 
In life insurance the chief public benefit, 
aside from loss payments, 
ital investment, 


is in the cap- 
which is made with a 
view to the needs of the country rather 
than for high interest return. Mortgages 
on farms and small town property are 
in number of mortgages 75% of all and 
90% of the funds invested in mortgages. 
The mortgage percentage situation is as 
follows: 

Rural mortgages 50%; small town and 
mortgages 24%; 
towns 12%, and large cities 13%. 


medium size 
Of all 
do not exceed RM 10,000. 
The amounts apportioned by public fire 


village 
mortgages 75% 


funds to fire prevention were in the years 
1926 to 1932 from ten to fifteen million 
RM per year. 


Glenn E. Carpenter, associate general 
agent in Kalamazoo, Mich., for the State 
Mutual Life, has entered the political 
arena as a candidate for the Republican 
nomination for sheriff of Kalamazoo 
county. He was nominated by the Re- 
publicans in 1932 but lost in the election 
to the Democratic nominee He is prom- 
inent in veterans’ activities, having 
served overseas as a chaplain in the 


World War. 























‘The Human Side of Insurance 








LEON A. WATSON 
Leon A. Watson, 


manager of the 
Rating Office of New Jersey, 
has bought a summer home at Point 
Pleasant, N. J., from Col. Robert T. Pat- 
terson, a local agent of Elizabeth. Mr. 
Watson’s home faces the Manasquan 
River. He and his family have been 
summering at Point Pleasant for some 
years. 


Schedule 


* * * 


Charles J. Duke, Jr., well known local 
agent of Portsmouth, Va., and chairman 
of the legislative committee of the Vir- 
oy Association of Insurance Agents, 

has been elected bursar of the College 
of William and Mary. An alumnus of 
the college, he has been a member of 
the board of visitors for the past seven 
years. 

« ke a 

Thomas Humphrey, insurance writer 
of North Hollywood, Cal., was appointed 
a member of the board of public utilities 
and transportation by Mayor Shaw of 
Los Angeles. Humphrey relieves M. 
Sutton. 

‘xs 

Miss Contance Huntington, daughter 
of Robert W. Huntington, president of 
the Connecticut General, is visiting 
Honolulu. 

* * * 

Lord Burghley, the Olympic athlete, 
who is with the London & Lancashire in 
London, is chairman of the Junior Im- 
perial League, and active in the Con- 
servative Party. At Los Angeles he was 
captain of the British Olympic team 

x * * 

M. J. Kennedy, member of Congress, 
and an insurance agent in New York 
City, has sailed for Europe. 

* 2 2 

John B. Byrne, a director of the Con- 
necticut Mutual and president of the 
Hartford-Connecticut Trust Co., has 
been elected vice-president of the Con- 
necticut Chamber of Commerce. 

* * * 


H. E. Trevvett, 


secretary-treasurer, 


Commercial Travelers Mutual Accident 
Association of America, who is one of 
the pioneers in the Health & Under- 


writers Conference, distinguished him- 
self at the Chicago convention by 
his walking prowess. This is his pet 
hobby. One of his early morning hikes 
took him from the Edgewater Beach 
Hotel to the Drake Hotel, a good seven 
miles. He rode back. While in New 
York City last winter Mr. Trevvett is 
said to have walked in the pouring rain 
from Maiden Lane to the Waldorf-As- 
toria Hotel. Along in years his hobby 
keeps him in good physical shape. 
ae * * 


William Koch, president of the Nation- 
al Life of Des Moines, has been elected 


a trustee of Drake University. 





Comm. Gabrielle Leonzini, central 
manager of the Riunione Adriatica, 
Trieste, Italy, has just completed forty 
years with the company. He is regarded 
as one of the best of the insurance ex- 
perts in the Near East. After the war 
he was put in control of the company’s 
reinsurance department. Incidentally, he 
is a Rotarian. 





MRS. KATHRYN FORD 


Mrs. Kathryn Ford, of the 
Life, president of the League of Insur- 
ance Women, started a series of broad- 
casts on Thursday at 3:30 P. M. over 
Station WINS. Mrs. Ford talks on life 
insurance for women. She is well quali- 
fied to discuss the subject of life insur- 
ance because she is a successful under- 
writer. Before entering life insurance 
Mrs. Ford followed a musical career and 
also taught music. She has a charm- 
ing personality and is a trained speaker. 

* * x 


Mutual 


Newcomb Cleveland, one of the vet- 
crans of the Denver agency field, was a 
New York visitor last week. He has 
been in the insurance business: three dec- 
ades, is active in civic and club affairs 
of Denver; has a son who is a promi- 
nent New York physician. Mr. Cleve- 
land became interested in surety insur- 
ance about thirty years ago and at which 
time he became a representative of the 
American Surety. For some years he 
ran his own agency and about a year and 
a half ago tied up with E. J. Miller, 
formerly a member of the firm of Cobb, 
Miller & Stebbins. The name of the 
agency is Cleveland & Miller, Inc. The 
organization is general agent of the 
Standard Surety & Casualty for Colo- 
rado, New Mexico, Utah and Wyoming. 
It is also general agent of the Ocean. 

* * * 

T. Stanley Goodridge has resigned as 
special agent of the Virginia Rating Bu- 
reau to enter the local agency business 
in Danville. He has acquired an interest 
in the agency of Graveley Bros. He is 
a son of George McG. Goodridge, Vir- 
ginia state agent for the Fireman’s Fund 
and a brother of Fergus Goodridge, well 
known local agent of Richmond. 

ee @ 

Ogden Brown, editor of the Insurance 
Review, St. Louis, got out an interesting 
number last edition covering Missour! 
companies and personalities. The paper 
is in new dress typographically. 

x * x 

George Meier, manager for the Fed- 
eral Life of Chicago at Peoria, IIl., has 
been elected Eminent Commander of 
Peoria Commandery No. 3 Knights Tem- 
plar. He has been an active member of 
the Masonic Order for many years. 
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The Late Alexander A. Paton 


Alexander Allan Paton, chairman of 
the Royal-Liverpool fleet, died at the 
end of June at his home at Thornton 
Hough, Cheshire. He was about 60 years 
of age. Mr. Paton, one of the most re- 
spected leaders of the British insurance 
world, was also chairman of Martin’s 
Bank and a director of several other in- 
surance offices. 

No British insurance chairman had a 
better knowledge of American conditions 
than he had. 

From 1915 to 1918 Mr. Paton was at- 
tached to the British Embassy in Wash- 
ington and worked with Mr. Balfour’s 
Mission to the United States in 1917 and 
the Paris Peace Conference of 1919. At 
one period of his career he spent some 
time in Texas. 

Mr. Paton was the owner of the fa- 
mous yacht Lulworth, which he bought 
from the late Sir Mortimer Singer, the 
sewing machine magnate, in 1928. At 
Cowes regatta, in 1930, Lulworth was in- 
volved, during a race, in a collision with 
a small yacht, Lucilla, which was sunk. 
A steward of the Lucilla was drowned 
and six other people were rescued. The 
collision occurred just as the King’s 
yacht Britannia, the winner of the race, 
was passing Lulworth. 

Mr. Paton’s mother was Mary Crowth- 
er, the daughter of John Crowther of 
New York, a connection with the United 
States which was, in association with his 
important commercial and banking posi- 
tion in later life, to be of great impor- 
tance in the years of the war. 

Educated at Leys School, Cambridge, 
he entered business in Liverpool at an 
early age, later becoming senior partner 
in the firm his father had founded. It 
was in 1910 that he joined the board of 
the Royal. Later he became chairman 
of the Thames & Mersey Insurance Co. 
His addresses at the annual meetings of 
the Royal and the Liverpool & London 
& Globe were always interesting, and the 
last of his series were delivered only a 
month before his death. 

He was greatly interested in the cot- 
ton trade and was a member of the New 
York Cotton Exchange. 

Mr. Paton was a man of great force of 
character; was blunt in speech, and got 
to the bottom of things. 


* * * 
N. Y. Insurance Men on Sing Sing 
Diamond 


On Saturday six hundred men from 
the New York insurance district hopped 
into motor busses, automobiles or rail- 
road coaches en route to Sing Sing. 
Object of visiting the prison was to cheer 
a picked nine from the Insurance Base- 
ball League of New York City which was 
playing the Sing Sing Mutual Benefit 
League’s team. Few ball games have 
been more heartily cheered during prog- 
ress of the play. Every one was on good 
behavior. No one even swore at the 
three umpires. The insurance nine won 
by a score of 4 to 2 

Before the game there was a parade 
of the Mutual Benefit League prisoners 























during which they went expertly through 
military maneuvers. Also, there was a 
concert by the prison band which need 
not blush for its laurels. Hundreds of 
prisoners saw the game. They were on 
one side of the field; insurance men on 
the other. 

At the end of the ninth inning Sing 
Sing Director of Athletics Curtin walked 
over to Howard C. Stocker, chairman of 
the executive committee of the Insurance 
Baseball League of New York City, and 
said that the insurance nine was one of 
the best ball teams which has yet played 
on the Sing Sing diamond; that its 
members were gentlemen. Mr. Stocker, 
one of the executives of the Northern 
Assurance, played college baseball and 
also with the Tri-State League. 

There are ten companies or organiza- 
tions represented in the Insurance Base- 
ball League. They are the Northern, 
Royal, Marine Office of America, Home 
Insurance Co., North British & Mercan- 
tile, Corroon & Reynolds, Fire Compan- 
ies Adjustment Bureau, Commercial 
Union, Appleton & Cox and Chubb & 

on. 

Two teams play a seven-inning ball 
game at Springfield Oval, Long Island 
City, every afternoon beginning at 5 
o’clock. At the present time the North 
British & Mercantile is leading in one 
division; the Commercial Union and 
Northern being tied in the other. In 
September there will be a play-off be- 
tween leaders of the two divisions for 
the championship. It is hoped that when 
the season ends the winner of the Hart- 
ford Insurance Baseball League cham- 
pionship will play the New York league 
winner. 

The line-up of the insurance team in 
the Sing Sing game was as follows: 

Broderick, Chubb first base: Schoe- 
necker, North British & Mercantile, sec- 
ond base; Hansen, North British & Mer- 
cantile, short stop; Halagarba, Commer- 
cial Union, third base; Douty, Home, 
left field; Alexander, Northern, center 
field: Smith, Chubb, right field; Ruhe, 
North British & Mercantile, catcher; 
McLean, Chubb, pitcher. There were 
two substitutes who went into the game: 
Tiase, North British, and Hickey, Com- 
mercial’ Union. 

* * 
Eleven New Publications in Insurance 
or Near Insurance Field 


Walter B. Pitkin, who has written 
books bearing titles such as “Life Be- 
gins at Forty,” “More Power to You” 
and “A Short Introduction to the His- 
tory of Human Stupidity,” has written 
one called “Careers For Young 


a new 
Men.” In the book he tells some careers 
which seem so overcrowded that they 


offer little opportunity for advancement; 
and then he takes another group in 
which he thinks prospects are good. He 
doesn’t mention insurance journalism in 
the last-named compilation, but evident- 
ly there is some sort of widespread im- 
pression that insurance journalism has 
some of the aspects of a gold mine be- 
cause in the past twelve months eleven 
periodicals have been started which are 


soliciting advertising from insurance 
companies. Their names and something 
about them follow: 

National Digest of Insurance Stocks, 
published at 92 Liberty Street, New 
York. A. M. Bowen is president and 
editor; L. N. James, vice-president and 
circulation manager; H. G. Hunziker, 
secretary and treasurer as well as ad- 
vertising manager. It is published by 
Insuranstocks Publishing Co. Mr. 
Bowen was with the Fidelity & Deposit 
in a clerical capacity and then became, 
in turn, bookkeeper, assistant controller, 
controller and assistant treasurer. In 
1913 he became vice-president of the 
American Indemnity and of the New 
Amsterdam Casualty. He resigned to go 
with A. M. Best Co. as editor of Best’s 
Insurance Reports, Casualty and Miscel- 
laneous Edition. In 1927 he resigned to 
become an intermediary in the purchase 
and sale of insurance companies. 

Life Insurance Digest has been pub- 
lished with an idea in the back of the 
mind of the editors of having it take 
somewhat of the magazine Time format. 
As its name indicates, it is digesting sales 
ideas and news developments. John J. 
Daniels and H. Sheridan Baketal, Jr., 
get the paper out. It is published by 
Medical Economics, Inc., of Rutherford, 
N. J., and sells for $5 a year. 

Out in Detroit the Michigan Insurance 
News has made its appearance. Rex 
Reasaw is editor and G. M. Collins is 
associated with him. In form it is some- 
what similar to Printer’s Ink. It has 
thirty-two pages. Among the ads in the 
current issue are one of an undertaker, 
one of a patent novelty company, one 


of a hotel. Most of the insurance ad- 
vertising consists of mutual casualty 
companies. 


In Boston there is being published the 
Volunteer Firemen, which calls itself the 
professional journal of the volunteer fire- 
men’s section of the National Fire Pro- 
tection Association. The last edition had 
one insurance company ad and the back 
page was taken by an automobile-gaso- 
lene outfit. 

Insurance Examiner made its appear- 
ance in Chicago. The publisher is Rob- 
ert M. Telfer, Jr. Editorials cover en- 
tire pages or half pages in large type. 
What is called the Eastern influence in 
the life insurance business is savagely 
handled. 

The Insurance Law Reporter is being 
published monthly by the Kingsland Co., 
publishers of Bench and Bar. Offices are 
in Montreal and Toronto. It carries 
three pages of ads of lawyers and one 
page of a printing company. 

The Insurance Society of Baltimore 
Bulletin has made its appearance. It 
carries one column of ads of agents and 
brokers, two small ads of plate glass re- 
placements, four small ads of adjusters. 
The back page is devoted to personals of 
Baltimore insurance men. 

The Insurance Broker of Chicago is 
the official publication of the Insurance 
Brokers Association of Illinois. Roger 
Williams Budlong is editor. Two pages 
of full page advertising in the last issue 
were given by insurance companies. 

The Firemen’s Journal of New York 
City has as its managing editor F. M. 
Basunio; as its editor, J. J. Germain, 
and as its associate editor, George W. 
Clough. Firemen’s Journal calls Mr. 
Clough “the chief fire crusader.” Asso- 
ciated with the magazine is a so-called 
organization, The Fire Crusaders. To 
become a member one must pay $2 a 
year, subscribe to The Firemen’s Jour- 
nal; must pledge one’s self to devote a 
certain amount of time to transmitting 
the Firemen’s Journal messages and 
warnings about fires; must do what one 
can to seeing that these messages are 
printed under the member’s own name 
in local papers; must devote some time 
to mimeographing and delivering to 
every house in a small town these mess- 
ages, especially if there are not local 
papers; must post the messages in a dis- 
tinct place; must make talks before Ki- 
wanis, Rotary and Lions; and, finally, 


must report to Chief Crusader Clough 
what has been done with each message. 
Canadian Underwriter is being pub- 
lished for $2 a year in Toronto by Jar- 


dine & Young, Ltd. The president and 
general manager is Norman F. Jardine; 
secretary and treasurer is Rupert R. 
Young. Several companies have page 
ads in the last edition. Among other fea- 
tures there is a page devoted to Cana- 
dian Who’s Who. The June 15th issue 
had six pictures of Canadian insurance 
men with sketches of their careers. 


Out in Lincoln, Neb., publication has 
been started of Analyst-Insurance. It 
comes out weekly. Robert T. Praele is 
editor. The last edition was six pages 
and was devoted to stimulating life in- 
surance morals. 

* * x 


A Fifty-six Year Old Talk With a 
Familiar Ring 


In the course of his talk at the eigh- 
tieth anniversary affair of the Home In- 
surance Co., President Wilfred Kurth 
quoted from an address made by ‘the 
then President Martin at the twenty- 
fifth anniversary dinner of the Home as 
an evidence that troubles and problems 
do not differ greatly in the content and 
scope with the passing years. Said 
President Martin: 

“The jealousies and bad faith of sev- 
eral of the companies which had united 
in the co-operation for the general good, 
finally culminated in disorganization, and 
the reckless competition which followed 
has led to a lowering of the rates of 
premium by many of the companies, 
which, if ‘continued, must inevitably 
bring them to disaster and ruin. 

“But we hope for a better state of 
things, and that by and by, when reason 
and common sense shall have come to 
the rescue, which can only perhaps be 
expected when the ambulance has gath- 
ercd up and carried off the dead and 

ounded, this wild warfare will cease, 
and the managers of the conscrvative 
compan .s \.hich survive will again hav 
the opportunity of exercising their judg- 
ment in rating risks fairly, and without 
the fear of losing their business except 
by retaining it below a paying standard.” 

* * * 


An Insurance Family 


Henry W. Haynes, insurance broker, 
123 William Street, is the oldest broker 
in point of continuity who has given 
bus'ness to the Ocean. He placed his 
first line with that company about twen- 
ty-eight years ago. Associated with him 
is his son Ralph. Archibald C. Haynes, 
grandfather of Henry W. Haynes, was 
for many years the principal general 
agent of the Equitable Life Assurance 
Society in this city, and for a time was 
president of a life insurance company. 
Ralph Haynes has a son, Robert C., who 
when he grows up will become the fourth 
generation of insurance men in the 
Haynes family. The name of the pres- 
ent firm is Henry W. Haynes, and it 
does a general insurance business. Its 
life insurance business is given princi- 
pally to the Connecticut General. 

* * * 


Sisley Entertains Famed British Critic 


E. J. Sisley of Sisley & Brinckerhoff, 
Inc., a well-known New York City in- 
surance producer, was host to Hannen 
Swaffer at a luncheon given on Thursday 
of last week at the Drug & Chemical 
Club. One of the most talented of all 
London newspaper writers, Swaffer has 
been a dramatic critic for years. His 
early reviews covered the Henry Irving, 
Beerbohm Tree and Ellen Terry shows; 
and, although possessed of a vitriolic pen, 
that is the “misfortune of the actor, not 
the public, as he is one of the most en- 
tertaining of all modern newspaper writ- 
ers. His verbal duels with Bernard Shaw 
are historic. He is a Socialist and a 
Spiritualist as well as a litterateur. 

Mr. Sisley knew Swaffer in England 
many years ago. On the day before the 
Sisley luncheon Swaffer was given a run 
around town by Roy Howard, chairman 
of the Scripps- Howard newspapers, and 
was exhausted by the effort of trying to 
keep up with him, but managed easily to 
entertain the Sisley luncheon with anec- 
dotes and caustic comments. 
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FIRE INSURANCE 


H. O. L. C. Asks Agents for More 
Data On Proposed Service Plan 


National Association Executive Committee Hopeful Wash- 
ington Will Aid Agents; To Submit New Proposal; C.C.C. 
Declines to Place Insurance Through Agents, Who 
Will Fight Through Congress 








Members of the executive committee 
of the National Association of Insurance 
Agents learned at their three day meet- 
ing at the Wardman Park Hotel in 
Washington last week that the Home 
Owners Loan Corporation would listen 
to further proposals of the National As- 
sociation to care for the Corporation’s 
insurance requirements, and also that the 
Commodity Credit Corporation had de- 
clined to accept the agents’ proposition 
for changing the present arrangement 
for insuring cotton on which the gov- 
ernment has loans to growers. 

The new proposal to the H. O. L. C. 
is now in course of preparation by 
Secretary-Counsel Walter H. Bennett 
and will be submitted at the earliest pos- 
sible date. It will be recalled that the 
former proposal submitted under date of 
June 19 was concerned only with the 
properties on which the home owners are 
in default of their insurance premiums. 
The new proposal will be a comprehen- 
sive one which will be in keeping with 
the desire of the Corporation and which 
will be designed to continue the writing 
of the business by the agents now in 
control of it, and in the same companies 
where such companies are acceptable to 
the Corporation. 

Still Hope to Open Service Office 

The Committee continued its negotia- 
tions looking toward the establishment 
of a service office in Washington, final 
determination of the question being 
pitched upon the success in obtaining one 


or both of the Government accounts now 


under consideration. 

President Paul L. Haid of the Insur- 
ance Executives Association was in con- 
ference with the committee throughout 
Friday at the committee headquarters. 

The entire membership of the Com- 
mittee was. present with the exception 
of Eugene Battles of Los Angeles, who 
was prevented from attending by the 
hurried call and the long distance he 
would have been forced to travel in or- 
der to be present. Past President W. 
Eugene Harrington of Atlanta was in 
attendance. In addition to entering into 
the negotiations on the Governmental 
contracts, Mr. Harrington made a report 
as chairman of the special compensation 
committee, outlining events which have 
transpired since the meeting of the Na- 
tional Convention of Insurance Commis- 
sioners in May. 

During the sessions conferences were 
held with representatives of a number 
of Governmental agencies. 

To Continue Fight for Cotton Insurance 

The National Association has not 
given up its efforts to secure a share of 
the insurance on cotton and other com- 
modities being placed by the C. C. C. 
through brokers instead of agents. It 
was agreed that members of the asso- 
ciation be urged immediately to com- 
municate with the Senators and Repre- 
sentatives in an effort to secure recon- 
sideration by the C. C. C. of its cotton 
insurance award to certain brokers. In 
that connection the following letter is 
being sent this week to members of the 
National Association: 

“The executive committee of the Na- 
tional Association has just concluded an 
emergency session in Washington. The 
committee now warns the members that 
the concentration in Washington and the 
placing in relatively few hands of in- 








surance requirements of boards and bu- 
reaus, formerly written by agents 
throughout the nation, is an alarming 
trend. The continuance of this policy 
applied to corn, wheat, cotton and to- 
bacco, financed through the R. F. C. and 
other agencies, threatens the livelihood 
of agents to a greater extent than is 
generally understood. 

“We have formulated proposals which 
will fully meet the insurance require- 
ments of the Government under a plan 
whereby the commissions will be redis- 
tributed, as far as possible, to the agents 
who formerly handled the insurance. 

“Tilustrative of this, cotton insurance 
is now largely placed with a few brokers 
or agents. With a view toward meeting 
the requirements of the Government and 
the redistribution of the business, an in- 
surance plan was submitted to the 
C. C. C. last year by the Southern Agents 
Conference; declined by the C. C. C.; 
amplified and again submitted this year; 
and again rejected on July 3, the Cor- 
poration placing the renewal with three 
preferred brokers. 

“The insurance press for several weeks 
has printed news articles covering our 
activities to recover this business from 
the C. C. C., and also our plans for hold- 
ing for the agents all the insurance on 
homes for the Home Owners Loan Cor- 
poration. 

Why C. C. C. Turned Down Offer 

“We are insisting that the Govern- 
ment should recognize as a_ recovery 
principle that utilizing the widest insur- 
ance service available, where equal or 
better value is furnished and at equal 
cost, is economically, socially and indus- 
trially a sound procedure. The C. C. C. 
does not recognize that principle, at 
least its action would seem so. The in- 
timation is given that our failure to re- 
ceive recognition is because of the mis- 
taken opinion that our membership is 
not representative of the agents of the 
country—a palpable fallacy. 

“It is therefore imperative that our 
membership support the principle an- 
nounced by immediately contacting their 
Senators and Representatives, lay before 
them the merits of our case, solicit their 
interest, and urge them forthwith to 
communicate with the Commodity Credit 
Corporation, 1825 H Street, N. W., 
Washington, D. C., in an effort to se- 
cure a reconsideration of its cotton in- 

(Continued on Page 24) 
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Now Ready for Distribution! 
“INLAND MARINE INSURANCE” 


A Complete Reference Book—The First of its Kind 
By 
Wituim M. Mortimer 
Inland Marine Insurance Specialist 


ANALYZING ALL THE 
PRINCIPLES AND PRACTICES 


TRANSIT INSURANCE AND ALL INLAND MARINE COVERS 


This book by one of the few men who thoroughly understand the 
subject—brings together all the principal problems of underwrit- 
ers, agents, brokers, carriers, adjusters, lawyers, assureds and 
others interested in Inland Marine Insurance. 
prehensive analysis of the development of various coverages, 
clarifies causes of common misunderstanding, outlines potential 
dangers to which underwriters and brokers are subject and 
establishes a reference book based on fact and 

experience. 


A LIMITED EDITION 
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TWO COMPANIES TO MERGE 





Reliance of Philadelphia to Absorb the 
Victory; Both Members of Fire 
Association Fleet 
The directors and management of the 
Reliance and Victory Insurance Compa- 
nies, both of Philadelphia, are moving to- 
ward consolidation of the two companies 
under the charter of the Reliance, Phil- 
adelphia. The consolidation will result 
in trade advantages which neither of the 
two companies presently enjoy. Based 
on their financial statements of March 
31, 1934, the total admitted assets of the 
surviving company will approximate 
$3,149,000 on a market basis, and the 
approximate net worth (assets less all 
liabilities) will appear as follows: capi- 
tal $1,000,000; net surplus $1,600,000, or 

a policyholders’ surplus of $2,600,000. 

There will be no disturbance of either 
Victory or Reliance policyholders as the 
surviving corporation will automatically 
assume the liabilities of the consolidated 
companies. 

These companies are under the man- 
agement of the Fire Association of Phil- 
adelphia, which has recently acquired 
control of the Lumbermen’s Insurance 
Co. and the management of the Philadel- 
phia National. It is the purpose to pro- 
vide continuance of all current agencies 
in one of the companies of this group, 
which comprises Fire Association, Re- 
liance, Lumbermen’s and the Philadel- 
phia National. 


N. J. MAY BAN FIREWORKS 

There is a movement afoot in New 
Jersey by various officials of cities and 
towns to have a measure drawn up and 
presented to the New Jersey Legislature 
next fall which would prevent the manu- 
facture and sale of fireworks throughout 
the state. This action is based on the 
fact that a number of casualties resulted 
over the Fourth of July celebration last 
week through fireworks. Many towns 
prohibit the sale of fireworks but others 
do not. 











OTHER LIABILITIES 


*TOTAL ASSETS . ° 


STANDARD 


INSURANCE COMPANY 


of NEW YORK 


Head Office: 80 John Street, New York 
J. A. Kevsey, President G. Z. Day, Vice-President C. L. Henry, Secretary | 


Statement December 31, 1933 
CAPITAL. . ‘ “ 
PREMIUM RESERVE . ‘. ‘ ‘ 


CONTINGENCY RESERVE.” 
NET SURPLUS... . 


*New York Insurance Department Valuation Basis. 


. ‘ . $1,500,000.00 
1,226,193.71 
221,955.00 
479,739.13 
2,204,808.07 
5,632,695.91 














| Jess G. Read Wins 
Oklahoma Nomination 


Jess G. Read became Democratic 
nominee for State Insurance Commis- 
sioner for Oklahoma, Monday, by the 
withdrawal of his runoff opponent, S. 
W. Philpott. Commissioner Read es- 
timates that approximately 90% of the 
Oklahoma insurance frate ‘rnity gave 
him support. 

_Mr. Read, who is secretary of the 
National Conve sntion of Insurance 
Commissioners, has been Insurance 
Commissioner of Oklahoma for ten 
years. His opponent, Mr. Philpott, is 
a leading producer for the Mid-Con- 
tinent Life of Oklahoma City. 








Home Seieans Shows 
Fine Gain in Surplus 


The June 30 financial statement of the 
Home, made public by Wilfred Kurth, 
president, shows an increase of almost 
$10,000,000 in surplus to policyholders 
since the end of last year, the surplus 
now standing at $49,404,239 compared 
with $39,492,597 December 31. The total 
is computed on a basis of $12,000,000 
capital and $37,404,239 net surplus. 

The statement lists cash in banks 
amounting to $7,550,815. Holdings of 
United States, government, state, coun- 
ty and municipal bonds were practically 
unchanged at $17,097,889. Other bonds 
and stocks are reported as $57,756,744, 
compared with $51,450,277 on December 
31. In conjunction with a contingency 
reserve of $4,215,762, the values at which 
these investments are carried reflect ac- 
tual market quotations as of June 30 
last. 

Total assets amount to $94,071,216, 
compared with $89,679,382 at the end of 
1933 


Aetna (Fire) To Join 
Cotton F. & M. U. Aug. 1 


The Aetna (Fire) has appointed the 
Cotton Fire & Marine Underwriters as 
its cotton department and will withdraw 
its membership in the Cotton Insurance 
Association effective August 1. In mak- 
ing this announcement, President W. 
Ross McCain said that there would be 
no change in the character of service the 
Aetna would be able to render to its 
agents. He added that to the company 
would accrue the advantage of being 
able to obtain, in addition to its fire 
coverage, a portion of the ocean marine 
cotton business. 

Ds.. C... E. Golding has been appointed 
London correspondent of the Munich 
Reinsurance Co. His office is with 
Murray Mackay & Co., Ltd., London in- 
surance brokers. 
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New England Convention of Local 


Agents 





Fieldmen in Position 
To Aid Local Agents 


REMOVE MISUNDERSTANDINCS 
W. J. Helm, Springfield F. & M., Tells 
New England Agents Companies and 
Agents Must Stand Together 
Walter J. Helm, special agent of the 
Springfield Fire & Marine, who is close- 
ly acquainted with local agents in New 
England and knows the problems of 
companies and producers alike, told the 
agents attending the summer convention 
of the New England Associations at 
Bretton Woods this week that com- 
panies and agents are working toward a 
common end, the good of the business 
and protection of the public. At times 
the acts of individual companies or pro- 
ducers do not appear to be in line with 
professed doctrines, Mr. Helm said, but 
there is generally adequate explanations 
for such acts, which, if known, would go 
a long way toward clearing up misunder- 

standings. 

“T am familiar only with th* territory 
under the rating supervision of the New 
England Insurance Exchange,” said Mr. 
Helm. “In fairness to that organization, 
let me say that approximately 30,000 ap- 
plications for rerating are handled each 
year. These applications come from 
every type of agent and ther> are nu- 
merous instances where the Exchang: 
feels an error may have been made in 
the filing of the application by not show- 
ing all the agents interested as required. 
If an investigation delays action on the 
appl'cation, it is for the benefit of the 
average agent. The Exchange is a nec- 
essary function of the fire insurance bus- 
iness and I am satisfied that it works a 
all times for the benefit of and to further 
the interests of the American Agency 
System. 

The Fieldmen’s Duties 

“Now let me say a few words with 
regard to the field men of the companies 
you represent. The duties of the field 
men of stock insurance compann‘es to- 
day, as I see them, amount to almost a 
privilege. I believe the field represen- 
tative at present has the greatest oppor- 
tunity for service ever accorded him. He 
is, or at least he should be, the com- 
pany’s spokesman in the field. He shou'd 
be to an agent what a good doctor is to 
his patient. He should be ever on gux-d 
to protect his company’s representativ > 
aga'nst unfair competition. He should 
be so schooled in the knowledge of the 
business that he will find himself al~ays 
in a position to assist an agent when 
called upon for such duty. He shonld 
create such confidence between the 
agent and the company he represents 
that the agent will have a constantly 
growing pride in his connection with the 
bus’ness of insurance. 

“I shall not attempt to differentiat: 
between the two types of carrier—stock 
company form or mutual form—as I be- 
lieve the insurance buyer should exercise 
his free choice. The sound integrity of 
a stock company policy should and does 
appeal to the average client when prop- 
erly presented to him. I have found so 
many agents in the last vear or two that 
have become discouraged because of los‘ 
bus'ness. That is just where ag trained 
ficld representative should enter the pic- 
ture. If the field man thus vated upon 
is as fully cognizant of his duties as he 
ought to be, his counsel can and should 
be of material assistance to the agent in 
retaining the line. 

“You agents should exercise a tremen- 
dous appeal to the companies you repre- 
sent in the way of asking that they abide 
by the rules of the game. If you find an 
instance where a policy has been issued 
that is not in conformity with the rules 
of the local rating organization as to 
rate and form, you should use every en- 
deavor to correct the situation by secur- 
ing facts regarding the policy issuance 
and bringing the matter to the attention 


of a field man or one or more of the 
companies you represent. 

“Too many times a competitive risk is 
lost to a local agent and he not only 
condemns the company fostering the 
policy but also the agent who secured 
the line. There may be a perfectly valid 
reason for loss of the business. The los- 
ing agent may have neglected to proper- 
ly service the line through failure to do 
a number of things. On your larger 
risks at least you should safeguard your 
client’s interest by watching every 
change in rate, every new form giving 
broader coverage, or any other develop- 
ment that tends to give your assured a 
broader policy. In this way you will 
prevent an outside interest securing a 
foothold. I know of an instance recent- 
ly where one of our agents controlled 
for years a large dwelling line. He is 
now threatened with loss of the busi- 
ness because he did not attach the latest 
work and ‘materials clause issued by the 
New Engiand Insurance Exchange, de- 


OLD IDEAS MUST BE CHANGED 


Ralph G. Hinkley, Head of New England 
Exchange, Warns Against Refusing 
To Accept New Methods 

The First National Bank of Boston, 
celebrating its 150th anniversary this 
year, has fitted up with originals a small 
room as a “counting house” of the period 
during which it was founded, Ralph G. 
Hinkley, president of the New England 
Insurance Exchange, said when address- 
ing the convention Tuesday. In that 
room is a map published i in 1709, bearing 
the unequivocal caption “New and Cor- 
rect Map of the World.” 

“It has on it almost as much printing, 
—towns, cities and countries,—as a sim- 
ilar scale map of the world in the year 
1934, but it would not be much of a help 
now to a navigator, world traveler or 
marine insurance office,” Mr. Hinkley 
said. “Besides being shy the whole con- 
tinent of Australia, and shaky as to a lot 
of coast lines, whole countries, cities and 





Edward M. Allen, 


Conn., 
said in part then: 


of his life in Norwich, Conn., 
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I Owe to the Other Fellow.’ 


ideals for which New England men so firmly stand.’ 


that must have been for him. 


| 

is still fresh in your minds. 
| ; “Seni 
England and the National 
| he 

Board. 

| 

| 

| 

| 


it was his sincere love for his fellowman. 
and while his principles were severe where his own personal conduct was 
concerned, he was tolerant and sympthetic in his judgment of others and 


of his friendly interest in people, 


“His contacts were many and 


his community. 





fortune of other knew no bounds. 


his tender devotion to his life companion and our beloved friend, 
to realize the happness and comradeship that characterized their 


Case, 
lives.” 

| 

spite the fact that the assured was per- 
fectly covered with the necessary oil 
burning permit and the like. 

Work Harder if You Lose a Line 

“So let me say to you that the average 
agent who is holding his business today 
or increasing it does not always attempt 
to excuse himself for losing a line; he 
works harder than ever to find some new 
business to offset that which is lost. He 
does not always become too b'tter about 
the present-day procedure; he forges 
ahead in spite of it. He docs not always 
wait for an opportunity; he makes one. 
He does not confess that he has no 
chance, because that would indicate a 
weakness; he shows that he is equal to 
the occasion—that he is greater than the 
obstacle which confronts him. 

“Your local associations and your na- 
tional association have a distinct record 
of accomplishment. Your constant de- 
liberations with company. executives have 

(Continued on Page 28) 


E. M. Allens’ Tribute To Late “Jim” Case 


executive vice-president of the National Surety 
Corp. and formerly president of the National Association of Insurance 
Agents while in business as a local agent at Helena, Ark., 
of New England insurance men for the late James L. Case of Norwich, 
in a tribute he presented to the convention Tuesday morning. He 


“James Luther Case was a New Englander to the core and spent all 
where he was born on July 20, 1873. Through- 
out the years that followed, those of you who knew him best saw the slow, 
steady growth of the boy into the young business man and finally into the 
sturdy substantial citizen, admired and respected by those around him. 
His rise to the presidency of the National Association was no accident, but 
the inevitable result of his painstaking and enthusiastic work for many 
years on important national committees. 
to remember that on June 27, 1922, while president of the National Asso- 
Agents, Jim Case attended the first meeting of the 


H. With characteristic modesty, 


“His splendid record, during the two years of his presidency ending in 
1923, and the two previous years as chairman of the executive committee, 
He never stopped working. 
time he carried on faithfully, giving of his time and effort to both the New 
Associations. 
was scheduled to preside at a meeting of the New England Advisory 


“If there was one quality possessed by 


voiced the love 





In this connection it is interesting 


New England Association, held at that time at Profile House, Fraaconia, | 
the theme of his address was ‘What 
In that address he ‘rededicated himself to the | 


What a proud day 
Ever since that 
On the very day of his passing 


Jim Case beyond all others, 
His ideals were of the highest 


The memories 


he touched the minds and hearts of men as few have done. 
i his genuine affection for his associates | 
and his tireless efforts in behalf of every worthy cause will linger long | 
after worldly things have been forgotten. 

i varied. Not satisfied to confine his 
activities to business alone, he was a lifetime worker in church and Sunday 
School and shared wholcheartedly in every public enterprise of benefit to 
In charity his heart and purse ever were open to those 
less fortunate than himself and his sympathy for the distress and mis- 
In his family life we have only to recall 


Lucy 





towns, then going strong, do not show 
on a 1934 map. Perhaps in a hundred 
years our present map will look just as 
funny. Do we get more of a laugh out 
of that ‘counting house’ than someone 
will get a hundred years hence at a re- 
production of ours now? 

“In your justifiable fight to uphold the 
principles of the American Agency Sys- 
tem, and your demands for adherence 
thereto by companies and rating organi- 
zations, for the good of that system, 
would it not be best to heed the lesson 
in that old ‘counting house’ with its 
‘correct’ map? 

“Your principles are good, and as good 
business principles do not change much, 
you do not need to give them up. But 
your association and the individual mem- 
bers thereof must adapt themselves to 
changing conditions. Otherwise, you'll 
be off the map. How long will a mer- 
chant stay in business selling nothing but 
red flannel underwear and cotton stock- 


Commissioner Sullivan 
Criticizes Companies 


ASKS FOR CO-OPERATION 


E. J. Cole Reports on Steady Expansion 
of H. O. L. C. in Control- 


ing Insurance 


By Frank L. Armstrong 


Bretton Woods, N. H., July 11.—One 
of the best mid-summer conventions ever 
held by the New England Associations 
of Insurance Agents came to a close at 
the Mt. Washington Hotel here this 
noon and the over 250 delegates and 
their families headed for home. While 
the attendance was not as large as was 
the case a few years ago it was the larg- 
est turnout for several years, and in 
point of enthusiasm and good-fellowship 
equalled any convention of the past. 
Last year, on account of various reasons 
the mountain trip was abandoned and a 
one day’s session was held in Boston, 
but it was very evident that the agents 
and their families enjoy the trip to the 
mountains better than a city party. 

The, meeting this year opened Monday 
night with a get-together dinner in the 
spacious Mt. Washington Hotel dining 
room, which was comfortably filled. The 
old guard was out in force and the head 
table was graced with the presence of 
Thomas C. Cheney, chairman of the con- 
vention as toastmaster; John E. Sulli- 
van, Insurance Commissioner of New 
Hampshire; Edward M. Allen, executive 
vice-president of the National Surety and 
past president of the National Associa- 
tion; Charles W. Varney, national coun- 


cillor; Fred Smith, past president of the 
Massachusetts Association; Warren S$ 
Shaw, secretary-treasurer of the New 


England Advisory Board; J. W. Rose, 
past president of the New York Asso- 
ciation, and other well-known members 
of the New England fraternity. Toast- 
master Cheney was at his best and most 
happy in his introductions. This is 
“Tom” Cheney’s last year as chairman 
of the Advisory Board and he expressed 
his appreciation at the fine cooperation 
he has received from officers and mem- 
bers throughout his term of office. 
Sullivan Hits Companies 


John E. Sullivan, New Hampshire's 
battling commissioner, was in fine form 
and spoke with a sure swift punch. It 
was a Straight from the shoulder talk 
and left no doubt in the minds of his 
hearers as to his position on several im- 
portant problems of the day. The agents 
liked it and said so; some of the company 
executives apparently were not so 
pleased if one could judge by remarks 
passed in the lobby after the dinner. 

Commissioner Sullivan took a shot at 
the lack of cooperation on the part of 
the companies, and said that they had 
failed in this regard when it came to a 
show down. He started out by saying 
that insurance men were gluttens for 
flattery. They like to congratulate and 
listen to speakers who pat them on the 
back and rub the fur the right way. He 
believes it is high time, however, that 
every one connected with the business 
come out and face the facts and realize 

(Continued on Page 28) 





ings ‘because the public ought to wear 
"em and to use silk is crazy A lot of 


New England textiles faile d on that 
basis. 

“The New England Insurance Ex- 
change, as well as you, must change its 
rules, forms and sometimes rates, to con- 
form to the demands of the times. This 


‘scrap son 


year you have seen us 
thought 


clauses which at one time were 
necessary. We'll ‘scrap’ more of ‘em 
from time to time, or go on the ‘junk 
heap’ ourselves.” 
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NATIONAL UNION 
FIRE INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Look back down the roadway 
of life over which you have 
passed and you will smile at 
the pebbles in the road which 
looked like mountains until 


you passed them. 
—Exchange. 
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Malicious Mischief and Vandalism 
Forms, Rates and Rules Distributed 


Explosion Conference Issues Data on New Type of Insurance 
for Most Companies in This Country; Many 
Inquiries for the Coverage Received 


W. F. Roembke, manager of the Ex- 
plosion Conference, mailed late last week 
to branches of member companies in all 
parts of the country the rules, forms and 
malicious mis- 
chief and vandalism insurance jurisdic- 
tion over which has been assumed by 
the Conference. This new form of in- 
surance, for which there is already a big 
demand because of labor troubles, is be- 
ing written only in conjunction with riot 
and civil commotion policies and not as 
a separate contract. Assureds may ex- 
tend the riot and civic commotion policy 
to cover the new insurance for the same 
amount and under the same co-insurance 
conditions by attaching thereto the man- 
datory endorsement. 

The malicious mischief and vandalism 
endorsement, rules and rates have been 
approved by the Explosion Conference, 
and became effective as of June 29. No 
minimum premium shall be required for 
the vandalism and/or malicious mischief 
endorsement. The additional premium 
charged for the endorsement shall not 
be a part of the minimum premium re- 
quired for the riot and civil commotion 
policy. Following is a copy of the en- 
dorsement : 


estimated rates applying 


Endorsement Extending Riot and Civil 
Commotion Policy to Cover Loss and/ 
or Damage Caused by Vandalism 
and/or Malicious Mischief 


“Effective from...... a Sree 19... 
and in consideration of the rate of...... 
charged for this endorsement and the 
payment of $....... additional premium, 
the liability of this company is hereby 
extended to cover loss to the interest 
insured under this policy caused by dam- 
age to or destruction of the property 
described by vandalism and/or malicious 
mischief, subject to the following limita- 
tions and conditions: 

“The term ‘vandalism and/or malicious 
mischief’ as used herein is restricted to 
and includes only wilful and malicious 
physical injury to or destruction of the 
described property. 

“This company shall not be liable un- 
der this endorsement for loss or damage 
to 

“(a) Glass constituting a part of the 
building; nor for loss caused by, 

“(b) Fire, explosion, pilferage, theft, 
burglary or larceny, 

“(c) Depreciation, delay, deterioration 
and/or loss of market, nor for conse- 
qential loss, 

“(d) Any peril which at the time of 
happening of loss or damage caused by 
such peril is insured against in the name 
of the insured under any other kind of 
insurance contract. 

“This company shall not be liable un- 
der the terms of this endorsement for 
loss to the interest insured under this 
policy caused by damage to or destruc- 
tion of the property described in this 
policy as a result of vandalism and/or 
malicious mischief unless such loss to the 
insured covered by this endorsement 
amounts to more than five hundred 
($500.00) dollars and then only for its 
proportion of the excess over the sum 
of five hundred ($500.00) dollars. 

“In no event shall this company be 
liable under this policv. as a result of any 
and/or perils covered 
far an amoannt in evecss af 
that for which this policy is written, nor 
for a ereater proport‘on of anv loss by 
vandalism and/or malicious mischief than 
the amount of riot and civil commotion 
insurance under the policy to which this 
endorsement is attached shall bear, (1) 
to the amount of insurance required to 


ar all hazards 
th enund-- 


comply with the average coinsurance, re- 
duced rate contribution, or guaranteed 
amount of insurance clause, if any, con- 
tained in such policy; or (2) to the total 
amount of riot and civil commotion in- 
surance covering the interest insured un- 
der said policy whether valid or not and 
whether collectible or not, irrespective of 
whether all of the riot and civil commo- 
tion insurance, by extension or other- 
wise, covers against loss by vandalism 
and /or malicious mischief insurance 
whether valid or not and whether col- 
lectible or not. 

“Subject in all other respects to the 
terms and conditions of the policy and 
form attached thereto, of which this en- 
dorsement is made a part.” 

Rates 


Rates, subject to co-insurance rules, 
charges and credits as prescribed in the 
manual vary from 10 cents, as for arti- 
ficial gas properties, blast furnaces, foun- 
dries and other non-hazardous classifica- 
tions, to $1.50 for such risks as cleaning 
and dyeing plants, vacant dwellings, fur- 
riers and garment workers. Occupied 
dwellings and apartment houses carry a 
15 cent rate. Some of the risks in the 
50 cent classification include acid fac- 
tories, automobile salesrooms and service 
stations combined, bronze powders, coal 
gas by-products plants, creameries and 
dairies, glycerine works, newspaper 
plants, and wood alcohol manufacturing. 

The risks rated at $1.00 are: Coal and 
ore bridges and dock hoisting apparatus, 
oil drilling operations and shovels, steam 
and kindred contractors’ apparatus. 

Example of Computation of Rates 

To illustrate the computation of rate 
applying to a riot and civil commotion 
policy endorsed to also cover vandalism 
and/or malicious mischief, the following 
examples are given: 

Assume a department store of fire re- 
sistive construction having a 50% co-in- 
surance rate of .075 for riot and civil 
commotion insurance property damage 
insurance ($100,000 90% co-insurance). 
Riot and civil commotion rate (.075— 
35%), .049; premium, $49.00. Vandalism 
and/or malicious mischief (.15—35%), 
.098; additional premium for endorse- 
$98.00. (Total premium, $147). 

Use and occupancy insurance ($100,- 
000. Item I co-insurance (contribution— 
Form.) 80% co-insurance riot and civil 
commotion building rate (.075—30%), 
.053. Riot and civil commotion U. & O. 
rate as per U. & O. rule (85% of oe 
.045. Riot and civil commotion U. & O 
premium only, $45.00. 80% co- insurance 
vandalism and/or malicious mischief 
building rate (.15—30%), .105. Vandalism 
and/or malicious mischief U. & O. rate 
as per U. & O. rule (85% of .105), .089. 
Additional premium for endorsement, 


$89.00 (Total premium, $134). 





Rochester Agent Forming 


Service Bureau for Co.’s 


Harold H. Porter of the Harold H. 
Porter Agency, Rochester, N. Y., is 
forming a bureau for the purpose of 
making inspections, adjusting losses and 
rendering a general field service to fire 
and casualty companies in the Western 
New York territory from Syracuse to 
Buffalo. Mr. Porter intends to direct 
this new bureau personally. He has been 
in insurance for more than seventeen 
y ars and has had experience in the 
home office and the field for the Agri- 
cultural of Watertown, N. Y., and as a 
local agent. He is preparing a booklet 
for distribution to the companies setting 
forth the aims and purposes of the new 
bureau. 


E. U. A. Fixes Plans 

In Separation Move 
TO CANVASS EACH CITY IN JULY 
Executive Committee Takes Charge of 


Operations; to Name Effective 
Dates for Separation 





Admitting that a mistake was made in 
believing separation could be achieved 
just by ordering it as of a certain date, 
the Eastern Underwriters Association 
has now settled down earnestly to the 
task of obtaining separation in the ex- 
cepted cities of the East through the 
use of entirely different methods. The 
executive committee of the E. U. A. met 
in New York last Friday and unani- 
mously adopted several resolutions indi- 
cating definitely that the original goal 
will be reached after full and friendly 
consideration has been given to the vari- 
ous problems arising in the individual 
cities affected. At this meeting were 
also the executive officers of a number 
of member companies of the E. U. A. 
and they concurred fully in the actions 
taken by the executive committee. 

Instead of leaving the matter of clear- 
ing mixed agencies to the _ individual 
company members of the association, the 
executive committee has now taken 
charge of directing operations. Separate 
committees will canvass each excepted 
city and every company has been asked 
to send to the executive committee by 
July 16 the names of all mixed agencies 
in which it is represented. 

The executive committee last Friday 
gave consideration to the “practical 
questions” mentioned in the E. U. A. 
resolution adopted June 21 which led to 
temporary postponement of the date for 
separation. After protracted discussion 
the following four resolutions were 
passed last Friday: 


Principle of Separation Reaffirmed 


“Resolved, That it is the sense of this 
meeting that we reaffirm our belief in 
the principle of clear agencies and we 
agree that it shall be made effective in 
the Boston area, Baltimore, Philadelphia, 
Philadelphia suburban area, Allegheny 
County, the Buffalo district and the Dis- 
trict of Columbia at the earliest prac- 
tical time. 

“Resolved, That the several commit- 
tees be asked immediately to canvass the 
situation in the respective territories as- 
signed to them, and, after such canvass 
and not later than July 26, 1934, each 
committee shall be required to report 
its findings to the executive committee. 

“Resolved, That after such reports 
have been received by the executive 
committee, said committee shall name a 
date or dates after which any member in 
a mixed agency in excepted territory 
shall be held to be in violation of the 
rules of this Association and treated ac- 
cordingly. 

“Resolved, That before July 16, 1934, 
each member of the association shall re- 
port to the executive committee, on 
blanks prepared therefor, the names of 
all mixed agencies in excepted territory 
in which such company is represented, 
together with such information as the 
president, the chairman of the executive 
committee | and the manager may think 
necessary.” 





EXHIBIT OF OLD ENGINES 
Relics of the days of New York’s vol- 
unteer fire fighters, including apparatus, 
insignia, badges, prints and photographs, 
are being exhibited by the New York 
Historical Society, 170 Central Park 
West. There are several ancient fire en- 
gines, drawn and operated by hand, 
which did duty in the villages of the 
Bronx. Among these is Lady Wash- 
ington Engine No. 1 of Morrisania. It 
was the first fire engine in the Bronx 
and was in constant service until 1874, 
when the borough of the Bronx was 
annexed to the city. Many helmets, worn 
by the men of the old New York Volun- 
teer Fire Department, are on display. 
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Adequate insurance 
is the only protection 
against irresponsible 
drivers. Protect your 
clients with the America 


Fore “All-In-One” 
Automobile Policy. 
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The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 
First AMERICAN FiRE INSURANCE COMPANY 


Eighty Maiden Lane. 


of Insurance Companies 


NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CasuALTY COMPANY 
ERNEST STURM. Chairman of the Boards 
BERNARD M. CULVER, Presidem 


cagee| New York,N.Y. 
eBOUP, OF ew York,NY. 
COMPANIES ~ 
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EQUITABLE F. & M. INSURANCE CO. 
of Providence, R. I. 
THIS COMPANY PUBLISHES SEVERAL EDUCATIONAL 
FOLDERS. YOU MAY HAVE ANY OR ALL OF THE 
THREE LISTED BELOW, BY INDICATING YOUR CHOICE 
ON THE COUPON AND MAILING IT TO THE OFFICE OF 
THE COMPANY AT 30 TRINITY ST., HARTFORD, CONN. 
0) COINSURANCE CLAUSE - A BRIEF, POPULAR 
EXPOSITION OF AN IMPORTANT FEATURE OF MANY 
INSURANCE CONTRACTS. 
O RIOT AND CIVIL COMMOTION INSURANCE - 
WHAT IT 1S. WHY IT 1S AND HOW IT WORKS, TOLD 
IN A CLEAR, CONCISE STYLE. 
O USE AND OCCUPANCY INSURANCE - 
a SHORT EXPLANATION or THis COMPLEX 
SUBJECT 
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King George Praises Insurance 


Education At London Dedication 


Elaborate Ceremonies Mark Opening of Chartered Insurance 
Institute Building; 500 Leaders of the 
Business Are Present 


King George of Great Britain, accom- 
panied by Queen Mary, 
Buckingham Palace on Friday, June 28, 
to open the new building of the Char- 
tered Insurance Institute in London. 

It had been intended that at the city 
boundary on the Victoria Embankment 
their Majesties should be received by the 
Lord Mayor with traditional ceremony. A 
sudden and heavy shower of rain made 
it necessary for the journey to be made 
by motor-car, and the formal reception 
was omitted. At the Institute the King 
expressed to the Lord Mayor his regret 
that the ceremony had to be canceled. 

The King and Queen arrived at the 
new building a few minutes before noon 
and were welcomed with loud cheers by 
a crowd which stood firm in the down- 
pour. They were received at the en- 
trance by the president of the Institute, 
Herbert J. Greening, who presented 
Charles Hendry, a vice-president; Sir 
Frederick Pascoe Rutter, chairman of 
the premises committee; E. W. Humphry, 
the secretary, and Marcus E. Collins, the 
architect. In the entrance hall Miss 
Hilda M. Theobald, the first woman 
Fellow of the Institute, offered for the 
Queen’s acceptance a bouquet of large 
pink carnations. 


drove from 


Insurance Leaders Present 


The opening ceremony was held in the 
oak-paneled conference hall, where a 
company of about 500, which was fully 
representative of the insurance profes- 
sion in Great Britain, had assembled. 
The platform had been decorated with 
blue hydrangeas and the chairs placed 
for their Majesties had for background 
an eight-light window filled with stained 
glass panels representing the emblems 
of well-known insurance companies. 

Mr. Greening read, and afterwards de- 
livered to the King, an address in which 
the members of the Institute acknowl- 
edged the honor conferred on them by 
his Majesty in consenting to open the 
building. 

The address continued: “The aims of 
the Institute may broadly be described 
as educational, benevolent, and social. 
From the day of its inception in Man- 
chester in the year 1873 the movement 
has steadily advanced in strength and 
usefulness. Today the Chartered Insur- 
ance Institute comprises sixty-three cen- 
ters in Great Britain and Ireland with 
eleven affiliated institutes located in your 
Majesty’s Dominions oversea, and _ its 
membership exceeds 23,000. The posses- 
sion of a home worthy of the objects for 
which the Institute exists has long been 
the desire of the members, and the build- 
ing which your Majesties have graced by 
your presence represents the fulfilment 
of that ambition. 

“Insurance—by means of which the 
burdens of the few are shared by the 
many—is an integral part of the com- 
mercial and social life of all nations. In 
this essential service British insurance 
organizations, with funds aggregating up- 
wards of £1,500,000,000, are pre-eminent. 

3ritish insurance representatives are to 
be found in every quarter of the globe, 
helping to forge those bonds of friend- 
ship so desirabie in the interests of in- 
ternational peace and good will. Science 
and invention are constantly at work 
changing the texture of our industrial, 
commercial, and social systems. These 
changes are reflected in the business of 
insurance, which tends to become ever 
more complex, and to make increasing 
demands upon the skill and knowledge 
of those engaged therein. The promo- 
tion of the efficiency, progress, and gen- 
eral development of those employed in 


insurance is the primary purpose of the 
Chartered Insurance Institute, a purpose 
of which your Majesty graciously ex- 
pressed approval by the grant of a Royal 
Charter to the Institute in the second 
year of your reign.” 

During the reading of the address the 
Lord Mayor and sheriffs, with the cere- 
monial officers of the city, arrived, but 
remained outside the doors leading into 
the conference hall. They were observed 
by the King, who, before reading his 
reply, said to the president : “Let us wait 
for the Lord Mayor. ” The Lord Mayor, 
who was wearing his State robe with 
the ermine cape, then entered and bowed 
to the King and Queen as he passed to 
his seat below the dais. The other civic 
representatives followed. 


The King’s Speech 


The King rested one hand on a gold- 
mounted stick as he read his speech. The 
King said: 

“I am pleased to come here today, ac- 
companied by the Queen, to open the 
new home of the Chartered Insurance 
Institute, and I thank you for the kind 
words of your address. 

“Insurance is a social, economic, and 
commercial service of world-wide impor- 
tance which is now, as you say, indis- 
pensable to the welfare of all civilized 
countries, for it affords protection against 
those contingencies, which even the most 
reckless cannot ignore and the most far- 
seeing are often powerless to avert. 

“Insurance may well be described as 
one of the leading industries in the home 
market, while at the same time it makes 
an appreciable contribution to our in- 
visible exports. This country has taken 
a leading part in its development 
throughout the world in the past two 
centuries, and I see on the walls of this 
fine conference hall the emblems of com- 
panies whose names are well-known and 
respected in every quarter of the globe. 

“The growing complexity of insurance, 
to which you have referred, ealls for 
ever greater precision of method, and to 
apply it with success a high order of 
business and intellectual qualifications is 
required. The outstanding position of 
Great Britain in this field today has been 
attained by the efforts of men of char- 
acter and foresight, and it is in order to 
train such men that the Institute exists. 

“It is right that your Institute should 
be housed in a worthy building, and the 
greater facilities that will be afforded to 
your members in this new home, so fit- 
tingly built in the City of London will, 
IT am sure, be of the greatest assistance 
in furthering your objects. 

“Insurance education has been in the 
forefront of your activities. But the gen- 
eral welfare of your members has not 
been neglected, and I have learned with 
pleasure of the great charitable organi- 
zations for the benefit of those engaged 
in the work of insurance which your In- 
stitute has created. 

“T have much pleasure in declaring 
open this building of the Chartered In- 
surance Institute. and I congratulate its 
members upon the possession of their 
new and dignified home.” 


Presentations 


The Bishop of London offered prayer. 
and at the close the president presented 
to their Maiesties the following past- 
presidents: Sir Arthur Worley, A. W. 
“9 R. —— R. Y. Sketch. J. 

. Nicoll, W. Reynolds, E. F. Will- 
eee c.. 7 Falloon and W. W. Otter- 
Barry. Others presented included Nor- 
man Walker, the treasurer; H. Lewis, 


W. A. Workman, K. Peters, Sir Percy 
Mackinnon, S. A. Bennett, R. L. Fell, 


A. J. Hicks, J. S. Pike, Sir Howell J, 
Williams, the builder; W. Wallis, the 
clerk of the works; J. W. Treadway, the 
general foreman; four other foremen, 
and a working bricklayer. 

Description of Building 

The new home of the C.I.I. is a beau- 
tiful six-story building located near the 
guildhall in London. Apart from the 
classrooms and the libraries and the sec- 
retarial and staff offices, the building has 
five principal apartments ; the large con- 
ference hall with its gallery, the mem- 
bers’ common room, the council chamber, 
the museum and the president’s room. 
B. di C., writing in the “Policy~Holder,” 
says: 

“The hall is fine, and will bear com- 
parison with the guildhall itself. Floored 
with polished oak, the walls decorated 
with high wainscot panels and several 
painted and framed portraits, the place 
conveys immediately an impression of 
quiet dignity enhanced by the multicol- 
ored windows embellished with armorials 
and assumed devices of the different in- 
surance establishments of the kingdom. 

“As for the members’ common room, 
on the lower ground-floor, you must first 
peep in at the members’ writing room 
near the gallery you have just quitted. 
The writing room is for interviews and 
business appointments, and fitted accord- 
ingly. In the common room the social 
element predominates, space and light, 
and accommodation for tobacco and light 
refreshments. These rooms are your 
club rooms, and members of provincial 
insurance institutes will be cordially 
welcomed there by their London col- 
leagues. 

“The council chamber contains many 
substantial gifts from the associated in- 
stitutes, the president’s chair of state 
coming from Manchester where the in- 
stitute movement first germinated, and 
the tribune in front of the chair was 
supplied by Liverpool. Each piece of 
furniture is as good as sound material 


and excellent workmanship can produce.: 


The C.LI. armorials capping the back of 
the presidential chair are extremely ar- 
tistic, to the point of antique finish.” 





Levison Awards Prizes 
To Institute Students 


Richard T. Lawrence, Miss Frances 
Hussey, Charles A. Mueller and Ralph 
V. Vincent of San Francisco were 
awarded cash prizes by J. B. Levison, 
president of the Fireman’s Fund, as the 
result of high grades attained in the ex- 
aminations of the Insurance Institute of 
America’s fire courses conducted under 
the auspices of the Fire Underwriters 
Association of the Pacific. 

To encourage the growth of this edu- 
cational work, Mr. Levison established 
an annual award two years ago, under 
which the student attaining the highest 
grade in each of the three divisions in 
the Institute’s syllabus of fire insurance 
would receive prizes. 

Richard T. Lawrence, of Fireman’s 
Fund head office staff, with a mark of 
91 in the intermediate division, received 
first prize of $50; Miss Hussey, of the 
Carl N. Corwin office, with a mark of 
8814 in the junior division, received $25; 
Charles A. Mueller, also of Fireman’s 
Fund, and Ralph V. Vincent of Camp- 
bell, O’Kell & Company, tied with a 
mark of 8614 in the senior division and 
received $29 each. 


G. A. MOSZKOVSKI BACK 

G. A. Moszkovski, vice-president of 
the American International Underwrit- 
ers Corporation, has returned to New 
York from a trip to the Pacific Coast. 
He flew by airplane both ways. Mr. 
Moszkovski, who is unquestionably one 
of the most active travelers among in- 
surance men, will attend the meeting 0 
the International Union of Marine In- 
surance in London in September. 


“SPECIAL AGENT” THE VICTOR 

Many fire insurance fieldmen are feel- 
ing happier today. Their horse, “Special 
Agent,” came home ahead of the field at 
the Arlington Race Track in Chicago 4 
couple of days ago. 
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Another Elevation 
For Kurt Schmitt 


MADE DICTATOR OF TRADE 





General Manager of Allianz Expected to 
Smooth Away Antagonism and Help 
Germany Trade Build-up 

Kurt Schmitt, Germany’s leading in- 
surance man and head of the Allianz 
group of German insurance companies, 
has been made dictator of trade and in- 
dustrial activities in Germany. Soon after 
Hitler came into power he made Herr 
Schmitt minister of economics. 

Schmitt has now been given blanket 
authority. to promulgate orders for the 
advancement of trade and industry as 
well as for the protection of industry 
from harm. He will have the privilege 
himself of prescribing fines and impris- 
onment for violation of his orders. 

Newspapers, all under close govern- 
ment control, obediently hailed the new 
decree as representing a complete estab- 
lishment of the Nazi principle of a leader 
for everything. It was suggested that 
the first move of the dictator would be 
to find means of obtaining raw materials 
and of stimulating foreign trade. 

Schmitt's dictatorship was regarded as 
recognition by the government, planning 
the second phase of its third Reich, that 
the country’s immediate future depends 
on economic rather than political meas- 
ures. His powers are almost unlimited. 
But he is known as a man of conserva- 
tive policies and is expected to proceed 
carefully. 

Schmitt entered the service of the Al- 
lianz as claim adjuster, was advanced to 
general adjuster, and finally became gen- 
eral manager of the company. 


Balance Situation Is 
Improved in Wisconsin 


Agency balances and delinquencies in 
Wisconsin were’ reported consider- 
ably improved, as is the clearance of 
mixed agencies throughout the state, ac- 
cording to reports made at the annual 
meeting of the Wisconsin Fire Under- 
writers’ Association at The Highlands, 
Delavan Lake, Wis. These were among 
the several subjects of importance that 
were discussed by the field men at the 
business sessions which drew a large at- 
tendance from all over the state. Pre- 
siding at the sessions was William S. 
Audiss, of Oshkosh, president, and state 
agent for the insurance company of the 
State of Pennsylvania. 

New officers elected by the association 
are: C. P Helliwell, Milwaukee, general 
agent for the New Brunswick and Hali- 
fax, president; A. G. Meredith, state 
agent Fire Association of Philadelphia, 
vice-president; and J. C. Qualmann, state 
agent for The Queen, secretary-treas- 
urer. New members of the executive 
committee elected W. S. Audiss, State of 
Pennsylvania; B. F. Lutz, London & 
Lancashire, and Thomas Larkins, the 
Hartford. 





FIGHT WISCONSIN STATE FUND 

A determined effort is being made by 
local agents of Appleton, Wis., to se- 
cure the return to stock companies the 
coverage of municipal property, which 
at present is written in the State Fund, 
but expires July 26. Pointing to.the un- 
fairness of state competition in the fire 
insurance field, the agents appeared be- 
fore the common council committee ex- 
plaining that fifty-five persons in Apple- 
ton make their living from fire insurance 
and that agents pay an average of $150 
a year in taxes. Speaking of the un- 
fairness of the state, P. M. Conkey 
stated that insurance men are forced to 
work under fixed rates and the state 
fund writes risks at 51% of the charge 
set for private companies. Pointing to 
the fact that the state has $133,000,000 in 
risks and only $133,0000 cash on hand, 
John Balliet agreed that the state would 
be able to pay its losses, but questioned 
when. 
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Summer travelers, 
vacationists, honeymooners, week-enders 
all need Personal Effects Insurance. 





cAre you soliciting these and other 
logical prospects for this protection? 


The Mercantile Insurance 
Company of America 


Sales-producing ideas and literature may be obtained 
by our Agents by writing to our Business-Building 
Department at 150 William Street, New York. 
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The Prudentia Re. 


ARE UNDER SAME MANAGEMENT 





Rodney Davis Will Become United States 
Manager of Swiss, Succeeding 
Percival Beresford 





E. Hurlimann, managing director of the 
Swiss Reinsurance Co. and the Prudentia 
Re-and Coinsurance Co., both of Zurich, 
Switzerland, after a brief visit to this 
country, announces that in the interest 
of economy the world-wide business of 
the Prudentia will be absorbed by the 
Swiss and the latter will assume all the 
obligations and contracts of the former. 

The Swiss Re was organized in 1863 
and holds an outstanding position in the 
reinsurance world. It entered the United 
States in 1910 under the management of 
Percival Beresford, United States man- 
ager of the Phoenix of London, and due 
to his successful and appreciated efforts 
a large and profitable business has been 
built up here. 

The Prudentia Re-and Coinsurance 
Company was organized in 1875 and is 
closely associated with the Swiss Re. It 
is operated from the same home office in 
Zurich under identical management and 
the same board of directors. It entered 
the United States in 1918 and is under 
the management of Rodney Davis. It 
has had an equally favorable experience 
in this country. Coincident with the ab- 
sorption of the Prudentia by the Swiss, 
the United States management will be 
assumed by Mr. Davis, who has a thor- 
oughly equipped organization to handle 
the resulting increase in business that 
will follow the consolidation. 


Ohio Agency Girls Hold 


Convention at LeRoy, O. 
Eight ladies attending the Ohio agency 
girls’ convention were the lucky ones to 
have their likenesses reproduced in large 
crayon portraits while attending their 
convention at the home office of the 
Ohio Farmers Insurance Co. at LeRoy 
on June 28-29. They were Veronica 
Lynch of the Wayne Agency Co., Cuya- 
hoga Falls; Phyllis Hess of the Ray- 
mond Hess Agency, Middletown, In- 
diana; Helen Baeder of the Max M. 
Fulks Agency, Chillicothe; Mrs. Frank 
E. Kirkpatrick of the Frank E. Kirkpat- 
rick Agency, Columbus; Gladys Jones of 
the F. R. Murphey & Son Agency, 
Athens; Minnie Wilson of the Indiana 
State Agency, Indianapolis; Frances 
O’Hara of the Schieble Brothers Agen- 
cy, Dayton; and Mrs. Thelma Wilkins 
of the Clint and Jim Willson Agency, 
Fort Wayne, Indiana. Michael Sarisky 
of Cleveland was the artist. 

On Friday morning a business session 
was held in Westfield Auditorium, this 
being presided over by President F. H. 
Hawley. Talks appropriate to the occa- 
sion were made by President Hawley, 
Secretary J. C. Hiestand, Vice-President 
C. D. McVay, Directors N. R. Chalfant, 
P. K. Tadson and Webb I. Vorys; Paul 
A. Wilder, head of the farm depart- 
ment, and J. R. Hamilton, head of the 
underwriting department. 








General Agency Reorganizes 

The surviving members of the old 
Hartford general agency of Wakefield, 
Morley & Co., have formed the new firm 
of Morley, Watson & Baldwin. Walter 
L. Wakefield died recently. The mem- 
bers of the new firm are Franklin A. 
Morley, George I. Watson and Myron 
L. Baldwin. This general agency was 
organized in 1902 and represents a large 
number of companies for fire business 
in Connecticut. It also acts for the Uni- 
ted States Fidelity & Guaranty for cas- 
ualty and surety risks and accepts facul- 
tative reinsurance for a number of fire 
companies. 


SURVEYING ROCHESTER, N. Y. 

Engineers of the National Board of 
Fire Underwriters are making a survey 
of Rochester, N. Y., the first since 1922. 
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MONARCH 


FIRE INSURANCE 
COMPANY 
CLEVELAND, OHIO 


announces the amalgama- 
tion of its Main Office with 
the underwriting, statistical 
and clerical departments 
of the United States branch 
of the Pearl Assurance Co., 
Ltd., of London, England, 
and the Main Office of 
the Eureka-Security Fire & 
Marine Insurance Co., with 


general headquarters at 


4300 EUCLID AVENUE 
CLEVELAND, OHIO 


This plan is effected in 
order to take advantage 
of the central location and 
convenience of Cleveland 
as a national headquar- 
ters, and also in the inter- 
ests of closer cooperation 


between these Companies. 


RALPH RAWLINGS 


President 


July 1, 1934 











PEARL 


ASSURANCE 
COMPANY, LTD., 
OF 
LONDON, ENGLAND 


announces the 
removal of the under- 
writing, statistical and 
clerical departments 
of its United States 
branch to 


4300 EUCLID AVENUE 
CLEVELAND, OHIO 


in connection with the 
Main Office of the 
Eureka-Security Fire 
& Marine Insurance 
Company, recently 
purchased by us, and 
with the Main Office 
of the Monarch Fire 
Insurance Company. 


Our executive and 
brokerage depart- 
ments will continue 
at 80 John Street, 
New York City. 


C. S. CONKLIN 


Manager for the 
United States Branch 


July 1, 1934 














EFUREKA- 
SECURITY 


FIRE & MARINE 
INSURANCE 
COMPANY 


announces the removal of 
its Main Office from 22 
Garfield Place, Cincinnati, 
Ohio, to 


4300 EUCLID AVENUE 
CLEVELAND, OHIO 


This transfer, following the 
acquisition of the Eureka- 
Security by the Pearl 
Assurance Co., Ltd., of 
London, England, com- 
bines our Main Office with 
the underwriting, statisti- 
cal and clerical depart- 
ments of the United States 
branch of the Pearl, and 
with the Main Office of the 
Monarch Fire Insurance 


Co. of Cleveland. 
The Home Office of our 


company will continue to 
occupy our quarters at 22 
Garfield Place, Cincinnati. 


B. GATES DAWES 


President 


July 1, 1934 
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Edward H. Sigison, manager of the 
Buffalo division of the New York Fire 
Insurance Rating Organization, who died 
recently, was well liked by all who came 
in contact with him. He was thoroughly 
grounded in his work through having 
served under W. J. Frederick, the or- 
ganizer of the rating department of the 
Buffalo association (who left the Under- 
writers Association of New York, after 
having been secretary at Syracuse for 
over ten years, in 1901—he was a master 
in organization work). What distin- 
guished Mr. Sigison, to my mind, was his 
gentlemanly and courteous demeanor un- 
der trying conditions. I always consid- 
ered meeting him and talking business 
with him a pleasure. If the truth be 
told he killed himself by working too 
hard, and I do not think that fact was 
appreciated as much as it should have 
been. If everything runs smoothly em- 
ployers are apt to take it as a matter of 
course, but realize when it is too late 
that they had a very valuable man, when 
the time comes to replace him. Mr. Sigi- 
son will not be replaced easily. He was 
one of the rare kind that got his happi- 
ness out of work well done, without wait- 
ing for praise. He was clean morally, 
tempe ramentally and as a workman. 

+ * ca 
Defining a Gentleman 

I note that recently in the daily papers 
“Letters from Readers” columns the 
perennial question “What is a gentle- 
man?” is popping up again. The “Dic- 
tionnaire de l’Academie,” the dictionary 
published by the French Academy after 
many years of labor, gives the following, 
and this definition defines also a business 
man who is a gentleman as well (the 
two are not incompatible): “Gentleman 
(the dictionary has taken the English 
word into the French vocabulary), a 
term signifying everything that is meri- 
torious in a man’s relations with his fel- 
lowmen.” This discriminates neither 
against race, color, religion, poverty, 
riches, book-learning, education or lack 
of it. It embraces every human rela- 
tionship, business, personal, family and 
every human emotion. I have never seen 
it improved by introducing “Christian” 
or any other religious concept; in fact, 
I think it is narrowed by any qualifica- 
tions. The Germans have a word for the 
qualities of a gentleman, “Herzensbil- 
dung,” which means roughly, “education 
of the heart.” But then the immortals 
of the French Academy framed the defi- 
nition, and it should be good. 

ae 
The Value of Brevity 

The laconic style of speaking and writ- 
ing is directly opposite to the prevalent 
way of saying a lot or writing a lot with- 
out saying much, as in our modern bus- 
iness-school English. And whoever in- 
vented the use of the word “contact” as 
a verb—‘“Please contact so and so,” 
ought to be boiled in oil. The Lakedemo- 
nians of ancient Greece were taught 
from youth to condense. Note the K in 
Lakedemonians, whence the word Laco- 
nic. It is told that when the Hellenes 
(Greeks) were told by an envoy from the 
great king of the invading Persians that 
the air would be so full of spears that 
the sun would be obscured he was told, 
“We will fight in the shade.” 

At another time when the Persian gen- 
eral demanded arms in full surrender, 
they said, “Come take them.” It is like 


a special agent who, when his company 
sent him a long telegram about an agen- 
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By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








cy, answered: “Closed, 
money in, leaving.” Or answering a tel- 
egram about how total a loss was: “Aw- 
fully total.” Also answering as to how 
bad an agent was involved financially: 
“Net surplus minus $5,000.” Of course, 
brevity can be overdone. A special agent, 
arriving in a town learned that his agent 
had died owing the company consider- 
able. He wired: “Agent’s life insurance 
will pay our balances including flowers 
sent.” Ten words. 

a. -* 

Even a Wife Can’t Always Tell 

An amusing incident occurred about 
ten years ago between my wife and some 
clerk at a home office who officiously 
and bureaucratically telephoned my home 
to find out where I was, although my 
program left with another department 
told him exactly where I was. 

Officious clerk: “Where is your hus- 
band ?” 

Mrs. E. H. H.: “I don’t know just 
where he is.” 

Officious clerk: “That’s funny that you 
don’t know where your husband is.” 

Mrs. E. H. H.: “His program, of which 
your office has a copy, says Albany yes- 
terday, Brooklyn, N. Y., today. He may 
be on the way home. I don’t know just 
where he is now.” 

Officious clerk (who probably never 
traveled and didn’t know anything about 
roadwork and probably has never been 
forty miles away from his home town) 
retires from phone ungraciously thinking 
a special agent has a lot of “idiosyncra- 
cies” and is “all wet.” 

* * * 
Getting Readers’ Attention 

In the Erie suburban trains the con- 
cern controlling the advertising privileges 
intersperses interesting information to 
attract the passengers’ eyes. “Grecian 
ladies counted their age from the date 
of their marriage, not from their birth,” 
is one of them. Also, “The Chinese had 
bank notes made out of decorated deer- 
skin 200 years irs before Christ.” 


C. C. C. Insurance 


(Continued from Page 16) 


surance award which it has just given 
to the three preferred firms as against 
the offer of the committee representing 
thousands of insurance agents; and that 
the members also send a direct me ssage 
to the C. C. C. expressing their opinion 
as to this Government practice of refus- 
ing to recognize the representatives of 
this far-flung agency system.” 

The board of directors of the C. C. C. 
at a meeting held July 3, declined the 
proposal of the Southern Agents’ Con- 
ference under which insurance on the 
cotton on which the Corporation makes 
loans would have been distributed among 
the agents of the territory. This infor- 
mation was conveyed by Chairman Lynn 
P. Talley of the Board to Hamilton Ar- 
nall, Newnan, Ga., chairman of the 
Southern Agents’ Conference. 

Letter of C. C. C. 

Convinced that this action is contrary 
to the intent and expressed objective of 
the administration’s recovery program, 
the Southern agents will not allow the 
case to rest on this decision, but will 
protest the action of the C. C. C. in 
concentrating the insurance in the hands 
of three brokers. 

Chairman Talley’s letter stated: 

“You are advised that at a meeting of 


transferred, 
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the board of directors of the Commodity 
Credit Corporation July 3, 1934, consid- 
eration was given to the proposal made 
on behalf of the Southern Agents’ Con- 
ference for the handling of Commodity 
Credit Corporation cotton insurance, to- 
gether with other proposals which had 
been submitted. The board of directors 
decided that in view of the satisfactory 
arrangements for the handling of the 
cotton insurance of the Corporation 
which are now in effect, that it was not 
advisable to make any change and that 
the agreement now in force with the 
brokers handling the account be con- 
tinued.” 

The three brokers now handling the 
cotton account are the American Gen- 
eral Agencies, New York; Robins & 
Weill, Greensboro, N. C., and Adams & 
Porter, Houston, Texas. 

There was on file with the C. C. C.a 
detailed plan under which it was pro- 
posed to distribute the cotton insurance 
among agents in the territory effected. 
This proposal was accompanied by a 
map of the State of Texas showing the 
distribution of the 985 members of the 
Texas and National Associations in that 
state, indicative of the distribution of 
the membership. Following is a sum- 
mary of the proposal on the handling of 
the cotton insurance: 


Summary of Agents’ Plan 


“(1) The setting up of a complete in- 
surance service office in Washington to 
have close contact with the Commodity 
Credit Corporation, and to insure prompt 
disposition of all matters arising in con- 
nection with the account. 

“(2) To have the insurance companies 
establish in Washington an office with 
underwriting authority; to handle all 
loss settlements; and to furnish the high- 
est type of inspection service. 

“(3) The coverage to be complete, 
automatic and at the lowest possible 
rates. 

“(4) The broadest possible distribution 
of commissions which will bring the 
maximum benefit in supervising the ac- 
count.” 


Statement by Bissell 


While no reference was made to any 
specific insurance company by the Na- 
tional Association in its proposal to the 
H. O. L. C. the agents had in mind the 
Hartford Fire. This company has been 
taking care of the insurance on property 
on which the H. O. L. C. has advanced 
money where the owner has been un- 
able or has neglected to pay for the in- 
surance. Richard M. Bissell, president 
of the Hartford Fire, in a letter last 
week to agents of the company, said: 

“The Hartford Fire Insurance Co. has 
a contract with the Home Owners’ Loan 
Corporation under the terms of which 
the Hartford agrees to accept and ex- 
ecute orders given by the Home Own- 
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ers’ Loan Corporation covering all cases 
where the borrower is unable to pay for 
the insurance. One of the clauses in our 
contract requires that all orders given 
to us by the corporation shall invariably 
be executed by our agents resident at 
the points where properties loaned on 
are located. 

“The clause was incorporated in the 
contract at our suggestion in order to 
conform this business to our invariable 
practice of placing all brokerage busi- 
ness through our local agents. Under 
the above described arrangement our 
agents execute policies for every dol- 
lar’s worth of business given to us by 
the corporation and are paid all of the 
permitted commission less only 10% 
brokerage (where payment of brokerage 
is permitted by law).” 

Premium Volume 

Mr. Bissell goes on to say that “thus 
far the premiums received from the 
Home Owners’ Loan Corporation under 
our contract are approximately $30,000 
countrywide.” He _ predicts, however, 
that the volume will grow. He then re- 
fers to the new move of the National 
Association of Insurance Agents, of 
which he had already learned, and says: 

“Their proposal briefly is that they 
will set up a bureau in Washington to 
distribute this business to the agents and 
thus prodyce what they consider a more 
equitable distribution of the premiums. 
Up to now we have not understood that 
the members of the National Associa- 
tion of Insurance Agents were commit- 
ted to any plan which would result in 
pooling their business. In other words, 
we have not understood that members 
of the association were in agreement 
that it would be proper, as in the pres- 
ent case, to take business away from 
certain members of the association, 
namely Hartfgrd agents, and turn it over 
to other meffibers who do not represent 
the Hartford. It has been our under- 
standing that the association stood for 
open competition among agents or com- 
panies under fair and honorable condi- 
tions, which is quite different from the 
conditions above described.” 
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G. & R. Assents Come 
From Large Assureds 


FORD COMPANY GIVES APPROVAL 





Rehabifitation Plan Preferred to Liqui- 
dation by Those With Big 
Amounts at Stake 





The Ford Motor Co. and the Allis- 
Chalmers Manufacturing Co. were among 
the creditors of the Globe & Rutgers 
whose consents to its rehabilitation plan 
were recorded last week. The company 
is now entering the seventh week of its 
campaign to obtain the consents neces- 
sary before a court order declaring the 
plan operative may be sought. The one 
thousand mark for assentors with claims 
more than $500 was passed over a week 
ago. 

Additional consents that have been 
signed by marine interests are: Ameri- 
can Scantic Line, Inc., Mooremack Gulf 
Lines, Inc., Donaldson Towing and 
Lighterage Company, Colonial Naviga- 
tion Co., United Dry Docks, Inc., River- 
side and Fort Lee Ferry Co., B. Ture- 
camo Towing Corp., Interports Trans- 
portation Co. and the John E. Moore 
Co. 

Assenting insurance interests, hitherto 
unreported, are: Chubb & Son, New 
York Board of Fire Underwriters, Mu- 
tual Life of Newark, Girard Fire & Ma- 
rine, Firemen’s of Newark, Concordia, 
Orient, Safeguard, Railway Underwrit- 
ers of Chicago, American Colony, Guar- 
dian Life and Northern Assurance. 

Other assentors are: Union Sugar 
Co., Rumson Country Club; Marion D. 
McCormick, Chicago, IIl.; Public Service 
Electric and Gas of New Jersey; War- 
ner Quinlan Co.; Gerry Estates, Inc.; 
Weyl Zuckerman Co., California; Rec- 
tors and Wardens of Trinity Church, 
New York; Fidelity and Deposit Co. of 
Maryland; Globe-Democrat Publishing 
Company, St. Louis; and E. E. Barrett 
& Co. 

A number of insurance bureaus hav> 
joined the assentors to the rehabilitation 
plan of the Globe & Rutgers Fire. The 
new ascentors among insurance inter- 
ests include the Indiana, Illinois, Kan- 
as, Michigan, Missouri, Nebraska, Ohio 
and Tennessee Inspection Bureaus, the 
Ohio Audit Bureau, the Iowa Insurance 
Service Bureau, Kentucky Actuarial Bu- 
reau, Fire Insurance Rating Bureau and 
Fire Underwriters Inspection Bureau. 

Also the Commercial Investment 
Trust, Inc., Union Central Life, Reserve 
Loan Life, Interstate Underwriters 
Board, Commercial Union Assurance, 
Palatine Insurance, Union Assurance So- 
ciety, California Insurance, American 
Central, British General, Phoenix of 


Hartford and the Factory Insurance 
Association. 
Additional assentors among marin* 


transportation lines and shipbuilding and 
towing interests are: Ocean Steamship 
Co., Federal Shipbuilding & Dry Dock 
Co., Olsen Water & Towing Co., Nor- 
folk, Baltimore and Carolina Line, Inc., 
Maryland Dry Dock Co., Atlantic Trans- 
port Co., Neptune Line, Inc., and Mer- 
tick Dredging Co. 





ATLANTIC MUTUAL DIVIDEND 


The trustees of the Atlantic Mutual 
have declared a dividend of profits of 
15% on cash participating policies, whose 
expiration or anniversary dates occur, 
according to their original terms, be- 
tween September 1, 1934 and November 
30, 1934, which dividend shall be payable 
in cash immediately following the expi- 
ration date of the policy or as soon 
thereafter as may be practicable. 


“STATE OF PA.” DIVIDEND 


The Insurance Co. of the State of 
’ennsylvania has declared a semi-annual 
dividend of 3%, payable July 11 to stock- 
olders of record July 9. 





INSURES NOSE FOR £2,000 





Lowell Thomas Tells of Arabian Per- 
fume Expert Protecting His 
Prize Smeller 


Lowell Thomas, widely known lecturer 
and news commentator over the radio, 
on Monday of this week told a good 
insurance story while speaking over the 
WJZ network of the National Broadcast- 
ing Co. Here is what he said: 

“Ah, here’s some perfumed news from 


Arabia. A man is taking out some insur- 
ance in Arabia. What’s perfumed about 
that? Well, he had his nose insured. 


quite frankly 


Yes, he has taken out a policy with a 
London company for £2,000 worth of in- 
surance on his nose. 


“No doubt it’s one of those curved 
handsome noses, though its looks ,are 
not what make it so valuable. It’s the 
smelliest nose in the world. This Sahib 
Schnozzler is a collector of rare per- 
fumes. This Jimmy Durante of the 
sands travels incessantly, the length and 
breadth of Arabia, adding new rare- 
scented essence to his priceless collec- 
tion. 

“As the world’s prime connoisseur of 
perfume, this exquisite Schnozzle Sheik 
has cultivated his sense of smell to a 
marvelous delicacy. Just give that peer- 


less nose of his the slightest whiff of any 
fragrance or odor and he will analyze it 
and tell you what it is made of. It’s a 
prize smeller and an invaluable beezer 
and it would be a sacrilege to take a 
punch at a nose like that 





M. & M. ELECTS OFFICERS 

The directors of the Merchants & 
Manufacturers on Tuesday elected R. R. 
Chapman a secretary and G. A. Hunt 
assistant secretary of the company. Mr. 
Chapman is manager of the Pacific Coast 
branch of the Corroon & Reynolds group 
and Mr. Hunt is manager of the inland 
marine department at New York. 





WE WANT MORE AGENTS 





If you are a first rank agency that needs a company of unques- 
tioned strength, you should know about the Empire State 
Insurance Company. Therefore, we ask an opportunity to lay 
the complete facts on your desk. A note or wire to us will 
bring our nearest representative promptly, and you will find 
real interest in his convincing story. Below is some pertinent 
information. We shall be glad to answer questions . . to ex- 
hibit our entire Investment Portfolio for you to discuss with 
your own banker. A copy is yours for the asking. 


ASSETS 


Bonds, Actual Market Value 
Stocks, Actual Market Value . 
Cash in Office and on Deposit 


Due from Agents, not over 90 days 


Accrued Interest 


Note the fine ratio of assets of $4.60 for every dollar 


of liabilities. 


Our holdings of U. S. Government Bonds alone, 
amount to more than enough to cover all liabilities. 


STATEMENT 
as of April 30th, 1934 


LIABILITIES 


$ 1,890,475.63 Unpaid Losses 


$ 56,062.67 


606,000.00 Loss Adjustment apenee 2,803.14 
142,036.92 Federal Income Tax Reserve . 7,500.00 
106,351.97 Unearned Premium Reserve 524,674.00 
15,733.85 Capital 1,000,000.00 

$ 2,760,598.37 Surplus 1,169,558.56 


This company is under identical management with 


the 81 year old Agricultural Insurance Company of 
Watertown, New York. Such a background of exper- 
ience and lengtk of service, is a virtual guarantee of 


permanence and stability. 


tion with agents. 


$ 2,760,598.37 


A gain in premium income—a gain in underwriting 
profits—a gain in company surplus.... 
Empire State accomplishments in 1933. And this en- 
viable record of progress continues in 1934. 


these were 


The Empire State is an organization company—a firm 
supporter of the American Agency System, with an 
underlying reputation for fair and friendly coopera- 


You need strong companies — particularly now that policy buyers are 
taking more interest jn the matter of stability. You need companies 


in which you personally can have confidence . . 


measure up to any test your customers may make. 


The Empire State is such a company! 


When may we send our representative? 
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Mortgagee’s Rights 
Upheld in New Jersey 


OWNER IN SECOND POSITION 





Principle of Savarese Case Is Applied by 
the Chancery Court of New Jer- 
sey in Fire Case 


The Chancery Court of the State of 
New Jersey has just upheld and followed 
the decision of the Court of Appeals of 
the State of New York in Savarese v. 
Ohio Farmers Ins. Co., and decided that 
as between an owner and a mortgagee 
in the event of a fire, even though re- 
pairs by the owner are made prior to 
payment of the fire loss, the mortgagee 
is entitled to the insurance monies and 
not the owner. In October, 1932, the 
Court of Appeals of the State of New 
York decided in Savarese v. Ohio Farm- 
ers Ins. Co., that under similar circum- 
stances the mortgagee was entitled to 
the insurance monies since his rights 
accrued and became certain as of the 
date of the fire loss. 

Vice-Chancellor Charles M. Egan of 
the Chancery Court of New Jersey had 
before him a suit instituted by Ethel 
Nachman and Sadie Blumenthal as 
plaintiffs to recover from the Eagle, Star 
and British Dominions Co., Minnie Rose 
and others as defendants, the sum of 
2,500, the adjusted figure of a fire loss 
that occurred on September 7, 1931, at 
premises 275 Avenue A, Bayonne, N. J. 
The plaintiff insisted that since they had 
made repairs before the fire loss was 
paid and had entered into an agreement 
with the mortgagee to extend the time 
of payment of the mortgage and to re- 
ceive the insurance monies that they 
were entitled to the loss money. The 
policy of insurance covered Ethel Nach- 
man and Sadie Blumenthal, as the own- 
ers and assureds but contained a stand- 
ard mortgagee clause in favor of the 
Equitable Life Assurance Society as first 
mortgagee and Minnie Rose as second 
mortgagee. 

Mortgagee Forecloses 

After the fire loss the second mortga- 
gee foreclosed her mortgage. A draft 
was issued by the insurance company in 
the sum of $2,500, which contained the 
names of the assureds and the two mort- 
gage holders as payees. The interest of 
the first mortgage holder exceeded at 
the time of the fire the amount of the 
fire loss. The second mortgagee refused 
to endorse this draft and it was returned 
to the insurance company. The second 
mortgagee, Minnie Rose, then took over 
the first mortgage and secured an as- 
signment of the rights, if any, the Equi- 
table Life Assurance Society had in the 
fire loss monies. Demand was thereupon 
made on the insurance company for pay- 
ment of the $2,500 to Minnie Rose as 
mortgagee and assignee of the Equitable 
Life Assurance Society. 

Mindful of the decision in New Jersey 
of Reed v. Firemen’s Insurance Com- 
pany, which declared that the moitgagee 
had a separate and independent contract 
from that of the owner, the insurance 
company issued a new draft eliminating 
therefrom as payees the names of the 
owners and made the same payable to 
the second mortgagee and who had since 
become the first mortgagee. This draft 
was paid 

At the trial Minnie Rose, the mort- 
gagee, contended that no repairs were 
made but that if any were made they 
were made by her own representatives. 

At the end of the trial, there was a 
discontinuance as against the insurance 
company and the court then rendered an 
opinion as follows: 

“The Court (after oral argument of counsel) 
As stated by counsel for the complainants 
there is no fraud established in this case. The 
law is clear In the case of Reed v. Firemen’s 


Insurance Company, 81 N. J. Law 523, the 
court said: ‘Our conclusion is that the standard 


mortgagee clause creates an independent con 
tract of insurance, for the separate benefit of 
the mortgagee engrafted upon the main con- 


tract of insurance contained in the policy itself, 
and to be rendered certain, and oadeonioed by 
reference to the policy.’ In line with that case 
is that of Savarese v. Ohio State Farmers In- 
surance Company, 260 N. Y. 45, and other cases 
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submitted in the memoranda presented by coun. 
sel to me, 

“In Hastings v. Westchester Fire Insurance 
Company, 173 N. Y. 141, the court held—‘The 
mortgagee clause was an independent agree. 
ment partaking in no sense of the character of 
an assignment of a policy of insurance, but one 
in which the mortgagees were recognized as a 
separate party, having distinct rights, “and en- 
titled to receive the full amount of insurance 
money, without any regard whatever to the 
owner of the property.’ That_principle seems 
to be carried out in Reed v. Firemen’s Insur- 
ance Company, already cited; in Sussex Co. 
Mutual Insurance Co. v. Woodruff, 26 N. Jj. 
Law 541; McDowell v. St. Paul F. & M. 207 
eS 2 482; and quite a number of other cases; 
Lyden v. Lawrence, 80 N. J. Eq. 550; Pfeifer 

. Bates, 45 N. J. Eq. 311, and the more recent 
case cited in 112 N. J. Eq. 418 of Employers 
Fire Insurance Company v. Ritter, all bearing 
on the point involved. 

“IT can’t see, from the evidence, where any 
agreement has been established between the 
complainants or their representatives and the 
defendants in this case which would bear out 
the contention of the complainants. I don’t 
think any has been established. I believe that 
the company, under the circumstances, was jus- 
tified in paying the claim to the mortgagee un- 
der the mortgagee clause which has been of- 
fered in evidence. In the Savarese case the 
question was raised as to who was entitled to 
the moneys; it was held by the court that the 
mortgagee would be entitled to the funds be- 
cause the standard mortgagee clause created an 
independent contract; the court said that the 
mortgagee was entitled to recover the insurance 
loss moneys as against the owner of the prop- 
erty, and it stressed the fact that the time of 
the fire established the rights of the respective 
parties, I think that is the situation here. The 
fire in this case then and there established the 
rights of the parties. Under the circumstances 
I must grant the motion of the defendants and 
dismiss the bill.” 

Joseph Greenhill, of New York City, 
and George M. Eichler, of Hoboken, N. 
J., represented the Eagle, Star & Brit- 
ish Dominions as solicitors. Maurice M. 
Brigadier of Jersey City, N. J., appeared 
as solicitor for Minnie Rose, mortgagee. 
Harry B. Dembe of Dembe & Dembe, 
of Bayonne, N. J., represented the 
owners. 





Employers Fire Makes 
Some Changes in Field 


The Employers Fire of Boston has 
made several changes in the Massachu- 
setts field. They are as follows: George 
R. Shaw has been transferred from nor- 
thern New England to eastern Massa- 
chusetts and Rhode Island, and Eugene 
Dunn, formerly of the sprinklered risk 
department at the home office in Boston, 
will cover Maine, New Hampshire and 
Vermont from Manchester. Arthur L. 
Michelsen has been transferred from 
state agent for Massachusetts to the 
home office underwriting department. 
Goodwirt Clyne will have western Massa- 
chusetts in addition to his present terri- 
tory of Connecticut. 





National Ass’n Now 
Has 11,135 Members 


The National Association of Insurance 
Agents on July 2 had 11,135 members, a 
net gain of 1,102 since last September. 
Harvey B. Nelson of Jersey City, chair- 
man of the membership committee is 
seeking close to 1,600 more members be- 
fore the annual convention of the ‘“- 
tional Association in Grand Rapids i 
September. 





NEW MASS. DEP’T COUNSEL 

J. E. Curry has been counsel for the 
Massachusetts Insurance Department, 
succeeding H. L. Taylor, who resigned 
some time ago. Mr. Curry is secretary 
of the board of appeal on zoning laws 
for Cambridge and has been connected 
with the New England Telephone Co. 





NAMED AS GENERAL AGENTS 

The Northern of New York has ap- 
pointed the W. H. Brewster Co. of Bos- 
ton as general agents for the company’s 
agency. The general agency, located at 
4 Liberty Square, will represent the new 
connection in Boston and the metropoli- 
tan district. 





AMERICAN RESERVE DIVIDEND 
Directors of the American Reserve of 


New York have declared a dividend of 


fifty cents per share payable August ! 
to stockholders of record July 17. 
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H. R. Waite 40 Years 
With the Agricultural 


BECAME ITS PRESIDENT IN 1928 





Guest of Honor at Dinner Given by 
Directors and Officers in Coun- 
try Club at Watertown 





For Harvey Rice Waite, president of 
the Agricultural group of Watertown, 
N. Y., July 5 was a real milestone. On 
that day he completed forty years of 
service with the Agricultural. That he 
has countless friends among competitors 
and associates alike is indicated by the 
many messages of congratulation that 
came to him from all parts of the coun- 
try. That he is a loyal leader and popu- 





rs. & 


WAITE 


lar with his fellows was well shown at 
the testimonial dinner on Friday, July 6, 
given to him by the directors, officers 
and executive staff of the Agricultural 
and Empire State. 

The Agricultural is 81 years old. As 
it was founded just a few miles from 
Watertown, so it is fitting that a native 
of northern New York has served the 
organization so long and is now its head. 


Mr. Waite was born at Rodman, in Jef- 
ferson County, in 1876. He was grad- 
uated from the Watertown High School 
in 1894 and joined the Agricultural as an 
office boy on July 5 of that year. His 
progress through the company has been 
thorough and direct. He went first to 
the accounting department and to the 
financial side of the business. Constant 
study made him chief accountant in 1907, 
then cashier in 1915. In 1920 he became 
treasurer. And in 1924 he was named 
secretary-treasurer and a member of the 
board of directors. 

On the death of Percy H. Willmott in 
1928, Mr. Waite achieved the highest 
honor his company could give him when 
he was elected president of the Agricul- 
tural and of the Empire State. 


Growth of Company 

When Mr. Waite entered the busi- 
ness, the annual premium income was 
hardly more than one million dollars. It 
is five times as much today. At that 
time the assets were less than two and 
one-half millions, whereas the June 39, 
1934, statement will show figures of con- 
siderably more than eleven millions. 

The “Nineties” were more strenuous 
than gay for the Agricultural, in the 
days when Mr. Waite started in his first 
Position. For it was in 1893 that the 
company definitely decided to enter into 
all general classes of fire business—to 
seek community and industrial risks 
rather than farms. And Mr. Waite has 


teresting stories to tell of the transi- 


tion period. His experience covers the 
great disasters in San Francisco and 
3altimore. 

Other than general reminiscences, Mr. 
Waite’s comments at the time of this 
anniversary stressed two thoughts which 
are likely to attract the attention of the 
insurance fraternity. The first one has 
to do with the Empire State, which is 
under identical management with the 
Agricultural. He remarked that in his 
period of service he had twice seen the 
Agricultural double in size; that he 
would now like to see the Empire State 
receive its just deserts. He called at- 
tention to a statement issued as of April 
30, 1934, which shows an excellent posi- 
tion for the Empire State. This com- 
pany has a ratio of $4.60 in assets for 
every dollar of liability;,it holds U. S. 
Government bonds alone in an amount 
more than enough to cover all liabilities. 
He pointed out that such a condition 
should be espec ally attractive, because 
of ‘ts strength and stability. 

The other item had to do with the 


entire official staff of the Agricultural 


group. It was brought out that while 
no one of the officers is what might be 
called an old man, together they have 
an average of twenty-seven years of 
service with the Agricultural. Such 
cumulative experience is a rather un- 
usual asset. 
Complimentary Dinner 

The complimentary dinner to the pres- 
ident was held at the Black River Valley 
Club in Watertown. R. A. Parkinson, 
secretary, as the next oldest officer in 


point of service, first introduced the 
chairman of the board, H. Edmund 
Machold. Mr. Machold, after bringing 


greetings from the directors, introduced 
Vice-President E. J. Dickey, who pre- 
sented a message from the field organi- 
zation of the Agricultural group. Gen- 
eral James S. Boyer, himself associated 
with the Agricultural for fifty-four years, 
spoke for all of the employees of the 
companies. And Secretary G. G. Ingle- 
hart, representing the official staff, pre- 


sented Mr. Waite with a rod for fly 
fishing. While Mr. Waite has keen in- 
terest in many sports, perhaps his favor- 
ite hobby is that of Isaac Walton. 

Present at the dinner, in addition to 
those already named, there were from 
the board of directors: John Quincy 
Adams, R. S. George, J. Cooper Steb- 
bins, Roswell Flower Taylor and S. A. 
Upham of Watertown; J. F. Schoellkopf, 
Jr., of Buffalo, and Bertrand H. Snell, 
of Potsdam, minority leader U. S. House 
of Representatives. The other officers 
present were: A. C. Wallace, vice-pres- 
ident; W. A. Seaver, vice-president and 
secretary; H. W. Tomlinson, treasurer; 
H. F. Waterman and G. G. Inglehart, 
secretaries. Also present were W. B. 
Slack, manager automobile department; 
W. Leslie Lewis, advertising and sales 
promotion manager; Michael F. O’Brien, 
Charles E. Ayres, Roy Gardner, Perl E. 
Consaul, Fred W. Tucker, Kenneth E. 
Chapman, Allyn L. Hollenbeck, Ed. Q. 
Morrison, Jack S. Lawton, M. E. Bis- 
nett and Joseph E. Bourcy. 





A Company of Character 
and ‘Tradition 





The Occidental will 
bring to your agency 
excellent facilities 


for writing all of the 
standard Fire, Auto- 
mobile, Marine, Inland 
Marine and All-Risk 
coverages. 


The Occidental offers 
a Combination Auto- 
mobile policy, written 
in conjunction with 
the Fireman’s Fund 
Indemnity Company 
or the Occidental In- 


demnity Company. 


represent. 


The Occidental is more than just another 
company. As a member of the Fireman’s 
Fund Group it inherently possesses Fire- 
man’s Fund characteristics and traditions. 
Its financial structure includes ample 
reserves and surplus. Its management 
is able and progressive. It maintains 
departmental facilities throughout 
the United States and Canada... The 


Occidental is a good company to 


Tire Automobile Marine: Casualty: Fidelity « Surety 


Home Fire & Marine Insurance Company 


[IREMANS FUND GRO =P 


Firemans Fund Indemnity Company — Occidental Indemnity Company 


New York Chicago 


SAN FRANCISCO 


Boston Atlanta 
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England Convention of Local 


Agents 





Agents Fight to Hold Business 


(Continued 


of their income. It has also shown the 
joint interests of real estate and insur- 
ance. 

Knows Company Position 

“I have been an agent over forty-two 
years. My relations with all my com- 
panies during that time have been ex- 
ceedingly pleasant, and my agency has 
been a most profitable one for all my 
companies. The officers of the Aetna, 
New Hampshire, Phoenix and Spring- 
field I count among my most prized 
friends, nearly all of them having visited 
me frequently as special agents in the 
olden days. I have been very happy in 
watching their progress up the ladder 
round by round, and am proud of every 
one of them. I know that they and a 
majority of the company executives want 
to treat their agents fairly in every way 
and want to see insurance conducted in 
an ethical manner. 

“T have no use for any agent who is 
crooked with his fellow agents or com- 
panies or represents cut rate companies. 
I want to see him driven from our Asso- 
ciation, as he is a damage to us and the 
insurance business. 

“With this statement may I speak very 
plainly, as I think the times call for such 
speaking? Do not misunderstand me, 
but please take what I say in the friendly 
spirit in which it is meant, for I desire 
the heartiest co-operation between the 
companies and agents and feel we must 
have it. 

“Soon after the Louisville meeting Paul 
L. Haid, president of the Insurance Ex- 
ecutives Association, speaking before the 
Detroit Association of Insurance Agents. 
said: ‘Our wish is to get together with 
vou on a closer and more understanding 
basis than ever before, to listen sympa- 
thetically to your problems and to have 
you listen just as sympathetically to 
ours.” That statement sounds good and 
should give one hope, but, tell me, who 
is to blame for our not getting together 
on such a basis. Certainly not the mem- 
bers and officers of our national asso- 
ciation. Think of the conference after 
conference that most patient and fair 
leader, Percy Goodwin, held relative to 
the evil of the production branch office, 
and what was the result? Nothing, ex- 
cept to sap his strength, completely dis- 
courage him and hasten his untimely end. 

“When after the Chicago mandate a 
conference was requested by the com- 
panies, it was most willingly granted and 
the filing of the code delayed. When. 
after two months, these conferences had 
reached a stalemate, then and only then 
was the code filed. Is it any wonder 
that the agents begin to look upon these 
fair phrases as ‘sounding brass and tin- 
kling cymbals’? The time has arrived 
when the agents of this country no long- 
er want sympathy but real action on the 
part of the companies to prevent unfair 


practices. They will be satisfied with 
nothing less. 
Agents Acted Correctly 
“We were amazed when Mr. Haid 


the Detroit meeting said: ‘Nothing has 


done more to widen the gap between 
companies and agents than the action 
taken at the Louisville meeting.” What 


was done at that meeting except to com- 
mend our officers for carrying out the 
mandate of the Chicago meeting? Abso- 
lutely nothing. Wouldn’t we have been 
in a ridiculous position if we had repudi- 
ated their action in doing what they had 
been ordered to do? If we had not 
shown them our Association backed 
them up 100%, do you not believe that in 
the future, when we took a definite stand 
on any important matter, the companies 
would think we would later wobble and 
back-water? [I am very glad the Louis- 


ville meeting loyally upheld our officers. 
It was the only decent thing to do. 

“Is it any wonder that the agent has 
become heart-sick at seeing his business 


from Page 1) 


taken away from him by rate cutting, 
branch office evils, violation of acquisi- 
tion cost rules, overhead writing, direct 
writing, fictitious fleets and group insur- 
ance, and the failure to date on the part 
of the companies to curtail such evils? 
What is going to be done about it? 
There is no question but that the agents 
are aroused as never before, as shown 
by their increased attendance at both 
state and national meetings and by the 
large increase in membership since last 
fall. 

“Present conditions are driving men 
heretofore conservative to becoming rad- 
ical. When I wrote an agent a few days 
ago who has been most prominent not 
only in his state association but on this 
advisory board since its organization, 
suggesting it might be well to invite a 
certain well-known insurance executive 
to address this meeting, he replied: ‘It 
is high time that ‘the agents of New 
England and the country stood for some- 
thing and fought for it, otherwise our 
Association might just as well go out of 
existence. If the associations from the 
different states are to be controlled and 
owned by a certain company or com- 
panies, then we might just as well quit 
and spend our time at home soliciting 
for our agency rather than to try to tell 
the agents around New England what 
is wrong with the business and what 
should be done, and then do nothing. If 
this be treason, then make the most of 
it. The failure of the companies to do 
anything to relieve the situation and stop 
the evils which they have admitted exist 
is causing long-time loyal agents to 
speak as above. 

Separation 

“Just now the air is full of a demand 
by the companies for separation on the 
part of agents. Well and good. I have 
always believed in separation, but it 
should apply to companies as well as 
agents. Let them be willing to practice 
what they preach before they try to com- 
pel the agents of this country to swallow 


medicine which they refuse. If it is 
good, it should be as beneficial to them 
as to us. 


“Again I ask, ‘What is going to be 
done about it?’ Some day, just so sure 
as, dawn follows night, these unfair 
practices are going to be stopped. If 
the companies and agents working to- 
gether cannot put our houses in order, 
it will surely be done by the various 
state legislatures and the insurance com- 
missioners. Even before our code was 
rejected at Washington the Mobile, Ala., 
association adopted a resolution asking 
the Alabama Insurance Commissioner to 
approve a code and order its observance 
in that state. Similar action is sure to 
follow in other sections. 

“Tt has been stated that state super- 
visory officials protested against any 
Federal action which would invade their 
field of regulation, and that this action 
was very influential in the rejection of 
our code. Does not this indicate that 
insurance commissioners believe that 
with the aid of their legislatures thev 
are competent to handle the matter? If 
so, it is up to us to aid in procuring the 
necessary legislation. 

Legislative Action 

“After an experience of twenty-eight 
years in the Vermont legislature as leg- 
islative draftsman, assistant clerk and 
clerk of the House and Speaker of the 
same for four years, I think I am fairly 
well qualified to know the attitude of 
the average legislator toward a corpora- 
tion whose practices are unfair. It is 
certainly not friendly. The agents of 
this country are among the leaders in 
their various communities. Many of 
them are either members of the legisla- 
tures or know intimately men who are. 
If we have to carry the fight to the vari- 
ous states we can rest assured our agents 


will have a great deal of influence. How 
much better it would be if companies 
and agents working together would stop 
these abuses. 

“T believe with Walter Sinuens that 
the time is soon coming when there will 
be a roll call for the purpose of finding 
out what insurance companies are going 
to continue to do business with agents 
and which ones are going to cut them 
out every chance they get and deal with 
assureds direct. When that roll is called 
I am confident you will find the agents 
of this country prepared to say they will 
no longer represent any company whose 
practices are unfair. 

“If we are ufable to settle our differ- 
ences as we should and are compelled 
to fight; if we are asked if we are ready 
to surrender, since the code has been 
rejected and two of our great leaders 
have fallen, we will reply as did John 
Paul Jones when his masts had been shot 
away and his flag had fallen and he was 
asked if he had surrendered, he shouted: 
‘Surrendered ? H——, no. I haven’t be- 
gun to fight yet,” and went ahead and 
won the engagement. I confidently be- 


lieve, with right on our side, as it is, 
we, too, will win.” 

Citing some of the work of the New 
England Advisory Board Mr. Cheney 


said; 
Federal Land Bank 

“New England agents were quite dis- 
turbed when it was rumored the Federal 
Land Bank of Springfield would not per- 
mit insurance on property on which it 
held a mortgage to be written by the 
local agent if such agent refused to write 
as much insurance on each risk as the 
bank required. The matter was called 
to the attention of your board and was 
thoroughly discussed. All agreed that 
no agent should be required to write 
more insurance than he thought its value 
would warrant. It was’ felt the local 
agent knew the values of property where 
he resided much better than an outsider, 
and that it would be a decidedly bad 
policy to compel him by the threat of 
losing the risk to place more insurance 
on it than he felt was warranted. 

“Arthur Bouillard, president of the 
New Hampshire Association, was ap- 
pointed to represent us at a conference 
with the officials of the Federal Land 
Bank. He was graciously received, and 
the bank officials asserted that it was 
not their intention to ask for excessive 
coverage, and it was suggested that 
where such appeared to agents to be the 
case, or where changes of which agents 
could not approve were requested to be 
made in existing policies, the specific 
cases be taken up directly with the Land 
3ank, with agents stating their objec- 
tions and reasons therefor. I hope every 
agent will show his appreciation of this 
attitude on the part of the bank by ren- 
dering it prompt and efficient service 
at all times. 

Membership Gains 

“New England has reason to feel very 
proud of the result of its work in the 
membership campaign. Connecticut made 
a gain of three members, Maine eight, 
New Hampshire 20, Vermont 12; Rhode 
Island increased its number from 72 to 
102, a gain of 30. while’ Massachusetts 
under the leadership of its wide-awake, 
aggressive president, Carroll L. Steel, 
and his assistants increased its member- 
ship from 285 to 410, a gain of 125, mak- 
ing a total gain for New England of 198, 
a gain of nearly 20%.” 


W. J. Helm Talk 


(Continued from Page 17) 





of necessity tended to make the insur- 
ance business a better business to work 
in. Your fairness has been’ unques- 
tioned in your var'ous attitudes and you 
deserve high commendation for your 
efforts. 

“The stock insurance companies are 
endeavoring to maintain an unimpaired 
premium income and there may be in- 


Sullivan’s Talk 


(Continued from Page 17) 


that there are problems in the business 
and that they are not being met. 

He said to the agents that they were 
a voluntary organization, formed with 
the idea of securing results through co- 
operation, and an intelligent considera- 
tion of the ethics of the business. But 
it is regrettable, continued the Commis- 
sioner, that this cooperation does not 
extend to the chief executives of the 
companies and occasionally this may be 
said of the agents’ own executive officers. 

Memorial services for the late James 
L. Case and Percy H. Goodwin were im- 
pressively carried out. Standing with 
bowed heads the delegates paid silent 
tribute to their memories. Edward M. 
Allen paid feeling tribute to Mr. Case 
and Edwin J. Cole eulogized Past Presi- 
dent Goodwin. 

Cole on H.O.L.C. 

Edwin J. Cole, fresh from the nation’s 
capitol, gave the agents something to 
think about when he told them what was 
impending as affecting the business 
through the operation of the H.O.L.C. 
With reference to the H.O.L.C. he said 
that up to last week the government had 
made loans of $990,000,000, an average 
loan of $3,022. At the present time he 
said that 386,000 mortgages had been 
closed by the government, and that there 
were more than 500,000 policies involved 
and now in the hands of the Federal 
authorities. 

Within three years, he predicted, that 
cne out of every five homes in the coun- 
try would be mortgaged to the H.O.L.C. 
This means he said that 20% of the 
dwelling business of the country would 
be in the hands of the government. 

sad note was injected in the morn- 
ings proceedings when it became known 
that word had been brought to Edwin 
Cole, the night before of the sudden 
death of his mother. 

The annual golf tournament for agents 
and company officials was won by A. W. 
Hawkins, St. Johnsbury, Vt., agent, and 
by C. Vailie, Baltimore, and Charles 
Powers, Boston, company men. 


CHARLES C. GREENE RETIRES 

Charles C. Greene, superintendent of 
adjustments of the Fire Companies’ Ad- 
justment Bureau, is retiring from active 
business on account of the condition of 
his health. At a luncheon tendered to 
him by his business associates at the 
Drug & Chemical Club, he was pre- 
sented with a wrist watch and also 
with a_ framed photograph of _ bu- 
reau adjusters in the Maryland-West 
Virginia fields, which he has been super- 
vising for the past several years. The 
good wishes of his associates and nu- 
merous friends are extended to him for 
the recovery of his health. Mr. Greene 
joined the force of the General Adjust- 
ment Bureau in 1908 as an adjuster at 
the Albany office. 


SAMUEL R. FELLER MARRIED 

Margaret Rice Blum, daughter of Mr. 
and Mrs. Milton C. Blum of 91 Roose- 
velt Avenue, Deal, N. J., and this city, 
and Samuel R. Feller, First Deputy Su- 
perintendent of Insurance, were married 
at noon yesterday. The ceremony was 
performed by Dr. N. A. Perilman in 
his study at Temple Emanu-El in the 
presence of immediate relatives of the 
bride and groom. There were no at- 
tendants. A wedding’ breakfast followed 
at the Central Park Casino. Mr. and 
Mrs. Feller will leave on July 14 on the 
S. S. Monarch of Bermuda for a stay in 
Bermuda. 








stances where self interest tramples 
upon ethical procedure. This condition 
creates a crying need for leadership 
along safe and sane lines, backed with 
such unfailing courage that there can be 
no question as to the ultimate outcome.” 
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Substantial Claims 
On Drought Policies 


WRITTEN IN UNITED KINGDOM 


Policies Generally Written for a Period 
of Three Months; Swimming 
Pool Policies 


As a result of one of the 
droughts in British history, substantial 
claims have recently been paid in the 
United Kingdom under policies covering 
market gardeners 








longest 


fruit growers and 
whose crops have suffered. 

Drought policies are generally taken 
out for a period of at least three months, 
although, strictly speaking, two full 
weeks without rain constitutes a drought. 
To insure for a shorter period would be 
uneconomic owing to the high premium 
that would be required. The policies 
provide for a graduated payment accord- 
ing to the percentage of the average 
rainfall actually recorded. 

A typical drought cover would be a 
policy for £1,000 covering three months. 
If the actual rainfall fell short of the 
aggregate average, claims would be paid 
in the following proportions: 20% short, 
£300; 30% short, £600; 50% short, £1,000. 

Swimming Pool Policies 

Another form of weather insurance 
now popular in Britain is the “cold 
water” cover, chiefly taken out by pro- 
prietors of swimming pools. These pol- 
icies, similarly, pay in proportion to the 
actual mean temperature compared with 
the average. They are generally taken 
out in conjunction with rain insurances 
and safeguard the insurer against the 
risk of poor business in bad weather. 

The ordinary “Pluvius” policies against 
rain are as popular as ever. Indeed, with 
their usual distrust of the English cli- 
mate, people are now stated to be taking 
out policies to cover vacations and sport- 
ing events in even greater numbers than 
in normal years, on the theory that it 
has been fine for so long that it must 
rain shortly. 

Drought insurance as such is not writ- 
ten in the United States, although until 
a few years ago the drought hazard was 
included in crop policies. Today hail 
insurance on crops is available but not 
drought coverage under a separate con- 
tract. 





Comprehensive Riders 
Issued by Auto Ass’n 


The National Automobile Underwrit- 
ers Association has issued four endorse- 
ments providing for comprehensive in- 
surance. One is for use where full cover 
collision is desired; another where colli- 
sion is not desired; the third for any 
one of the collision deductibles and the 
fourth for convertible collision. The 
premium charge includes the regular fire 
and theft rate, plus the cost of the colli- 
sion form desired and twice the tornado 
premium. 

“In consideration of the premiums 
stated therein,” the endorsements read, 
“the enumeration and definitions of spe- 
cific perils, except the definition of prop- 
erty damage, are hereby eliminated from 
this policy, and the perils insured against 
hereunder are as follows:” | 

The perils covered are stated to be: 
“Any loss of or damage to the automo- 
bile and the equipment usually attached 
thereto, subject, however, to the exclu- 
sions stated below.” 

In setting forth the collision coverage, 
the endorsement states, “damage caused 
directly by tornado, cyclone, windstorm, 
hail, falling aircraft or parts thereof and 
damages resulting from theft, earth- 
quake, explosion, riot, riot attending a 
strike, insurrection or civil commotion, 
shall not be deemed a loss caused by 
collision or upset.” 

The exclusions state the policy does 
not cover loss of use, depreciation, wear- 
ing apparel and other personal effects. 


MEETING NEW YORK TAX 


National Board Tells Members How to 
Compute Tax on Business Re- 
ceipts Over $15,000 
Fire companies have been notified by 
General Counsel J. H. Doyle of the Na- 
tional Board of Fire Underwriters with 
respect to the basis of computation of 
the new local taxes to be paid to New 
York City under the law taxing trades 
and business on receipts in excess of 
$15,000. After various conferences with 
the city collector an agreement was 
reached as to computing the tax in a 
manner equitable to the city and the 
insurance companies. The bulletin sent 
out by Mr. Doyle includes the following: 
“We attach hereto copy of measure 
adopted to raise revenue by the imposi- 
tion of a tax upon the privilege of carry- 
ing on or exercising within the City of 
New York any trade, business, profes- 
sion, vocation, commercial activity or 
financial business carried on for gain or 
profit and making provision for the col- 
lection thereof and for other purposes. 
“You will note the tax is at the rate 
of one-twentieth of 1% upon the re- 





Franklin W. Fort 





Fire Reinsurance ‘Treaties 


Baltic Insurance Co., Ltd. 
Eagle Fire Insurance Company (NewJersey) 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 








ceipts in excess of $15,000 from such 
business. The returns are to be made 
and the tax paid on or before the first 
day of August, 1934, in such form as the 
comptroller may prescribe. 

“It is important, therefore, that com- 
putation of the amount of tax be com- 
menced without delay in order that the 
return may be filed and tax paid on or 
before August Ist. 

“Stock fire, marine, casualty and sure- 
ty insurance companies, whether domes- 
tic or foreign, are engaged in business 


and commercial activity for gain or 
profit, and their receipts contemplate 
only the gross amount of direct pre- 


miums received in New York city in ex- 
of $15,000, covering property or 
risks located or resident therein.” 


cess 








PROMPT PAYMENT ON DRESDEN 

The Berlin representative of the Lon- 
don firm of Willis, Faber & Dumas, Ltd, 
Willis, Faber & Huebener, Ltd., within 
five days after the loss of the North 
German Lloyd steamer Dresden in a 
Norwegian fjord paid to the North Ger- 
man Lloyd Lstg. 500,000, on account of 
their liability for the loss. It will be 
remembered that the steamer was lost 
while carrying tourists on a Northland 
trip, with large loss of life. It is ex- 
pected that American marine underwrit- 
ers will pay about $100,000 on this loss 
through lives with the Foreign Hull Syn- 
dicate and reinsurance. 





FOR RENT 

















Renting days are here again 


HE annual fall exodus from old to new homes will 
soon take place. Landlords and tenants are thinking 
about rents. It should be easy to make them think 
seriously about | 


RENT INSURANCE 


In view of the reasonable cost for the coverage, make 
it now your obligation to include it in the insurance 
protection of every single one of your clients. 


In the event of a loss, another satisfied client will give 
you excellent local publicity, and enhance your standing 
as an efficient local agent. 


Another excellent prestige builder 
is your representation of one of the 
“Springfield Group” of companies. 


THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Cash Capital, $5,000,000.00 


SPRINGFIELD, MASSACHUSETTS 
GEORGE G. BULKLEY, President 





Chartered 1849 


Harding & Lininger, Mgrs., Chicago. John C. Dornin, Mgr., San Francisco. W. E. Findlay, Mgr., Montreal 


CONSTITUTION DEPARTMENT, Springfield, Massachusetis 
SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigan 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 
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Hazards ~ Packing and Stowing 


For Transportation on the Sea 


By Captain V. J. Green, Marine Surveyor, 
Fireman's Fund Companies, New York 


Agents and brokers of the Fireman’s 
Fund are advised to inform their clients 
that goods to be shipped should be well 
packed. Inspectors of the marine de- 
partments: of insurance companies will 
aid in seeing that shipments are stowed 
oy ak In the; present article, written 
by Captain Green for the Fireman’s Fund 
Record, an agent may get an idea of 
some of the hazards associated with ma- 
rine shipments: 

Obviously, it is essential in moving 
commodities overseas—either import or 
export—that they be properly protected. 
This involves very careful packing and 
handling, with a view to the circum- 
stances and hazards to be encountered 
en route. 

acking, while primarily done with a 
view to the nature of the article or goods, 
is influenced by many considerations. 
For example, cost, which has brought 
about the present trend from solid wood- 
en cases to those of much lighter ply- 
wood veneer and solid and corrugated 
fibreboard cartons. 

The success of these cases depends to 
a large extent on special stowage and 
careful handling and, while the traffic 
manager’s customary letter of instruc- 
tions is followed efficiently enough at the 
United States end, it conveys nothing to 
the “dock walloper” of the foreign coun- 
try at the unloading port. 

Exterior size has a bearing on the du- 
ties levied at some ports, and weight 
often has to be based on the different 


rates for handling, or made convenient 
for manual labor and perhaps for mule- 
back transportation. 

Package Arrives at Pier 

On arrival at the seaboard pier the 
package gets its first test, and should be 
able to stand dumping off the tail of the 
truck. It now loses its identity some- 
what and becomes general cargo. A 
rough separation of the several thousand 
containers is made according to weight 
strength, tendency of contents to leak 
and dangerous nature of cargo. 

Stevedores contract to load and unload 
ship on a tonnage basis with the maxi- 
mum speed and minimum cost. Hoisting 
into ship and unloading is done by sling- 
joad to a large extent, up to two tons 
weight. 

Larger pieces are slung with rope 
around the middle—singly or several to- 
gether. In both instances there is plenty 
of squeezing and sometimes a rough trip 
for those on the bottom. 

In the principal ports of the United 
States net and rope slings have been re- 
placed by wooden trays and spreader de- 
vices which consistently prevent damage. 

The shipowner’s objective is to fill 
every inch of space, and to this end skill- 
ful planning is necessary. 

Ship Stowage 

The hazards of ship stowage are nu- 
merous and should be known to shippers 
and insurers alike. For instance, steve- 
dores save their fingers by the use of 
hooks, which tear bale goods, make holes 





Pisihinsssnauss Clicuss Issued For 
Ocean Going Commercial Vessels 


The American Institute of Marine Un- 
derwriters has promulgated disbursement 
clauses applicable for ocean-going com- 
mercial vessels. They were prepared for 
use as of July 1 and have been approved 
by the members. The wording of the 
title of the new clauses is as follows: 
“Time (Disbursements and/or Anticipat- 
ed Earnings including Excess Liabili- 


ties).” The full text of the clauses fol- 
lows: 

_Attached to and forming part of Policy 
Disceccornccesence oe 

_ PRON ee ree ee 


1. As employment may offer, in port and at 
sea, in docks and graving docks, and on ways, 
gridirons and pontoons, at all times, in all places, 
and on all occasions, services and trades what- 
Ssoever and wheresoever, under steam, motor 
Power or sail; with leave to sail with or without 
pilots, to tow and be towed, and to assist ves- 
sels and/or craft in all situations and to any 
extent, and to go on trial trips. With liberty 
to discharge, exchange and take on_ board 
goods, specie, passengers and stores, wherever 
the vessel may call at or proceed to, and with 
liberty to carry goods, live cattle, etc., on deck 
or otherwise. Including all risks of docking, 
undocking, changing docks, or moving in har- 
bor and going on or off gridiron or graving 
dock as often as may be done during the cur- 
tency of this policy. 


? 
2. This insurance is only against the risk of 


total loss and/or constructive and/or com- 
Promised and/or arranged total loss of vessel, 
except that it is also to cover its proportion, 
as below, of all claims for general average and/ 
or salv: age and/or salvage charges and/or claims 
under the sue and labor clause and/or claims 
under the running down clause (including costs) 
not collectible under policies on hull and ma- 
chinery, etc, 


Payment of Claims 


The proportion of such claims payable by this 
Policy shall be: 

a) In the case of claims for general average 
and /or salvage and/or salvage charges, such 
Proportion as the sum hereby insured bears 
tither to the difference between the vessel’s 
Valuation as expressed in the policies on hull 


and machinery (or any incidental reduced valua- 
tions arising from the deduction therefrom, in 
process of adjustment, of any particular average 
or other claim involved, which law or practice 
or the terms of the policies covering hull and 
machinery, etc., may have required) and her 
valuation for purposes of contribution m general 
average and/or salvage, or to the total sum 
insured against excess liabilities if it exceeds 
such difference. 

(b) In the case of claims for sue and labor 
expenses, not recoverable under policies cover- 
ing hull and machinery, etc., by reason of the 
terms of the sue and labor clause in said pol- 
icies, such proportion as the amount hereby in- 
sured bears to the total sum insured against 
excess liabilities. 

(c) In the case of claims for collision lia- 
bility (including costs), such proportion as the 
sum hereby insured bears to the difference be- 
tween the vessel’s valuation as expressed in 
policies on hull, machinery, etc., and her value 
for purposes of collision liability. or to the total 
sum insured against excess liabilities if it ex- 
ceeds such difference. 

In ascertaining whether the vessel is a 
constructive total loss the insured value in pol- 
icies on hull and machinery shall be taken as 
the repaired value, and nothing in respect of 
the damaged or break-up value of the vessel or 
wreck shall be taken into account. This insur- 
ance, nevertheless, shall follow underwriters on 
hull and machinery, etc., of the said vassel 
(but subject to the “F. C, & S. Clause”) in 
the event of total, constructive, compromised 
or arranged total loss, paying the same per- 
centage under this policy as is paid on policies 
of such underwriters, it being understood and 
agreed that this insurance covers against the 
same adventures, perils, risks and losses as are 
enumerated in the policies covering the hull and 
machinery, etc., of the said vessel. 


Abandonment 


4. And it is expressly declared and agreed 
that no acts of the underwriters or assured in 
recovering, saving or preserving the property 
insured shall be considered as a waiver or ac- 
ceptance of abandonment. 

Held covered in 
warranty as to cargo, tradé, 


case of any breach of 
locality, or date of 


sailing, ‘provided notice be given and any addi- 
tional premium required be agreed immediately 
after receipt of advises of breach or proposed 
breach by owners. 

6. Provided, however, 


should the vessel at 


“in bags and penetrate light cases. Break- 
age of hoisting gear and loss overboard 
of packages falling out of the sling are 
other hazards. 

Lack of dunnage (wooden strips laid 
under containers) is a common cause of 
damage by water and seepage collecting 
under cargo. Crushing occurs frequent- 
ly from shifting of cases in heavy roll- 
ing, collapse of a poorly constructed case 
at the bottom, or high piling without 
separating. 

Then there is chafing and rubbing. All 
cargo works more or less with movement 
and vibration of the ship under way. 

Changes of temperature cause evapo- 
ration, rust stain, dampness and mold. 
Overheating seriously affects some com- 
modities. Contamination is often caused 
by absorption of taint. 

Damage by moisture may be caused by 
water entering cargo space in bad weath- 
er and seas washing over decks, and 
there is leakage also from adjacent wet 
goods. 





the expiration of this policy be at sea, or in 
distress, or at a port of refuge or of call, she 
shall, provided previous notice be given to the 
underwriters, be held covered at a pro rata 
monthly premium to her port of destination. 

7. Should the vessel be sold or transferred to 
other ownership, then, unless the underwriters 
agree in writing to such sale or transfer, this 
policy shall thereupon become cancelled from 
date of sale or transfer, unless the vessel has 
cargo on board and has already sailed from her 
loading port, or is at sea in ballast, in either 
of which cases such cancellation shall be sus- 
pended until arrival at final port of discharge 
if with cargo, or at port of destination if in 
ballast. A pro rata daily return of net premium 
shall be made. The foregoing provisions with 
respect to cancellation in the event of sale or 
change of ownership shall apply even in the 
case of insurance “for account of whom it may 


concern.’ 

In the event of the vessel being laid up in 
port for a period of 30 consecutive days, a part 
only of which attaches to this policy, it is hereby 
agreed that the laying up period, in which 
either the commencing or ending date of this 
policy falls, shall be deemed to run from the 
first day on which the vessel is laid up and that 
on this basis underwriters shall pay such pro- 
portion of the return due in respect of a full 
period of 30 days as the number of days attach- 
ing thereto bear to thirty. 

. Notwithstanding anything herein contained 
to the contrary, this policy is warranted free of 
capture, seizure, arrest, restraint or detainment, 
and the consequence thereof or of any attempt 
thereat (piracy excepted) and also from all con- 
sequences of hostilities or war-like operations, 
whether before or after declaration of war. 

10. The above clauses and conditions super- 
sede those contained in the policy to which this 
rider is attached in so far as they are incon- 
sistent therewith. 

This slip is no part of the policy, and is not 
to be attached thereto, but is to be considered 
as binding in honor on the underwriters; the 
assured, however, having permission to remove 
it from this policy should they so desire. 

11. Full interest admitted; the policy 
deemed sufficient proof of interest. 

12. This insurance is without benefit of sal- 
vage. 


being 


“inherent 
bursting of goods through fermen- 


Another cause of damage is 
vice” 
tation. 

Pilferage frequently results because 
shippers mark the nature of the attrac- 
tive contents on packages, and it is com- 
mon in all kinds of transportation. 

Fire, sinking, stranding and collision 
are serious hazards to ocean cargo and 
occur more often than is generally real- 
ized outside the marine insurance world. 








Michigan Dep’t Rules On 


Fur Customers Policies 


Inland marine companies writing fur 
coverage in Michigan have been notified 
by the Insurance Department that the 
only form of so-called customers’ poli- 
cies that will be eligible for approval will 
be those which insure the furs while they 
are in the possession of the owner and 
not while they are in the custody of the 
retailer for storage or repairs. 

The Department recently issued a rul- 
ing barring the general use of a certifi- 
cate form of coverage for furs, with the 
retailer holding a master policy and 
providing customers only with a certifi- 
cate of participation or a receipt giving 
little or no information in regard to the 
actual coverage. Under the Department 
ruling each customer provided with fur 
coverage must be issued a complete pol- 
icy constituting the sole contract, con- 
taining ail of the usual information, in- 
cluding amount of coverage, rate, etc., 
and bearing countersignature of a resi- 
dent agent. 

It became obvious that under this new 
definition customers might be forced to 
bear the expense of insurance during 
periods when their furs were in storage, 
the dealer thus taking an unfair advan- 
tage of the situation. The new ruling 
limiting customers’ policies to coverage 
while the furs are in their owners’ pos- 
session restores the necessity for dealers 
to take out coverage for stored furs or 
else assume the “bailee liability” as self- 
insurers. 





BROKERS’ AND AGENTS’ TESTS 

Applicants for agents’ and brokers’ li- 
censes recently took the qualification ex- 
aminations of the New York State Insur- 
ance Department at New York City, 
Binghamton, Buffalo, Rochester, Syra- 
cuse, Utica and Albany. Sixty-nine took 
the agents’ tests, twenty-three passing 
and forty-six failing. Out of 244 appli- 
cants for brokers’ licenses 100 were suc- 
cessful in passing the examination while 
144 were not. 


8. cents per cent net for each uncommenced month if it be mu- } 
tually agreed to cancel this policy. 
As follows for each consecutive 30 days the vessel may be laid 
| up in port, viz:— 
| cents per cent net if in the United States not under repair. | 
| cents per cent net under repair or outside the United States. | 
To return Provided always: (a) that in no case shall a return be allowed | and arrival, 
} when the within named vessel is lying in f 
| a roadstead or in exposed and unprotected 
waters, 
| (b) that in the event of a return for special 
trade, or any other reason, being recover- 
| able, the above rates of return of premium 
| shall be reduced accordingly. 
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New York: 25 Gold Street 

Atlanta: 10 Pryor Street 

Boston: 141 Milk Street 

Chicago: Insurance Exchange Bldg. 
Dallas: Frank Rimmer 


Kirby Building 
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NEW YORK 


First National Bank Bldg. 


George S. Kausler, Ltd. 
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Pacific Marine Ins. Agency 
114 Sansome Street 
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$6,000,000 Offer for 
National Surety Corp. 


BY HAYSTONE CORPORATION 





N. Y. Supreme Court Sets July 20 for 
Hearing As to Whether or Not Offer 
Should Be Accepted 





The summer quiet on William Street 
was broken early this week by the news 
of an offer of $6,000,000 for the 100,000 
shares of the capital stock of the Na- 
tional Surety Corp., made to George S. 
Van Schaick, New York Superintendent 
of Insurance, by the Haystone Securities 
Corp. through Charles Hayden, who is 
a director of the new corporation and 
was a director of the old National Sure- 
ty Co. This offer was submitted to Su- 
preme Court Justice John E. McGeehan 
for approval and he has signed a show 
cause order returnable July 20 for a 
hearing as to whether or not Superin- 
tendent Van Schaick shall be permitted 
to accept the offer. The hearing is 
scheduled for 10 a. m. in Part I, Special 
Term of the Supreme Court at the New 
York county court house, and all inter- 
ested persons are invited to be present 
at that time. ! L 

The National Surety Corp. was organ- 
ized April 29, 1933, at the time the Na- 
tional Surety Co. was taken over by the 
Superintendent for rehabilitation. Its 
capital stock consisted of 100,000 shares 
with a value of $10 a share and it was 
created for the purpose of conserving 
and developing the assets of the old 
company for the benefit of all the cred- 
itors. All the stock of the new corpo- 
ration is held in the name of the Su- 
perintendent for the benefit of the cred- 
itors. 

R. F. C. Consent Necessary 


When the Haystone Securities Corp. 
offer was received to purchase the stock 
of the new corporation provided it could 
be delivered before July 3, 193, Super- 
intendent Van Schaick sought an opin- 
ion from the court whether to accept or 
reject the offer or any other offers which 
may be forthcoming before the time the 
order is returnable. The Superintendent 
said this week that should the court 
agree to the proposed sale on July 20, 
its consummation is conditioned upon the 
consent of the Reconstruction Finance 
Corporation, to which the capital stock 
of the National Surety Corp. is pledged 
as collateral for a loan. 

The Haystone Securities Corporation’s 
offer to purchase at $60 a share provides 
that should the Superintendent first de- 
sire to offer the stock pro rata to the 
creditors and stockholders of the old 
National Surety Co. in liquidation at the 
price of $62.50 a share, the Superintend- 
ent will be required to deliver to the 
Haystone Securities Corp. only such 
shares as are not subscribed for by cred- 
itors and stockholders. The $2.50 a 
share differential is a consideration for 
the Haystone corporation’s agreement to 
purchase the balance of the stock and 
shall be paid to that corporation at the 
time of closing. 

At next week’s hearing any additional 
offers for the stock will be considered, 
provided they are submitted in writing 
at the Superintendent’s office, 80 Centre 
Street, before noon on July 19, 1934, and 
accompanied by a deposit of 10% of the 
amount of the bid. 


To Make Independent Financial 
Appraisal 


Meanwhile the court has appointed 
Patrick J. Hangley of 1 Liberty Street, 
New York City, to make an independent 
appraisal of the assets and liabilities of 
the National Surety Corp. for the pur- 





Executives’ Fishing Party 

Emulating President Roosevelt’s ex- 
ample in seeking relaxation in fishing 
and sailing, a group of casualty execu- 
tives on Wednesday spent the day at 
Peconic Bay, Long Island, where J. 
M. Haines, London Guarantee, and 
Claude Fairchild, Association of Cas- 
ualty & Surety Executives, have sum- 
mer homes. Besides these gentlemen 
the party included F. Robertson Jones 
and Clifford B. Morcom (Aetna Life), 
general manager and president re- 
spectively of the Association. Mr. 
Morcom had presided over an execu- 
tive session at No. 1 Park Avenue, 
New York, Tuesday afternoon in his 
usual capable fashion. Others in the | 
party included Edward J. Bond, 
Maryland Casualty, and William Les- 
lie, National Bureau of Casualty & 
Surety Underwriters, who also has a 
Peconic Bay summer home. 








pose of determining the value of the 
capital stock. 

Superintendent Van Schaick’s petition 
recites among other things the follow- 
ing: 

“The organization of the new National 
Surety Corp. was undertaken by the Su- 
perintendent of Insurance for the benefit 
of the creditors and stockholders of the 
old company and that step has proven 
practically, as well as legally, justifiable. 
‘the company has prospered, is writing 
all the business which it properly should, 
and the first year, despite the complica- 
tions which always exist in starting any 
new venture, has proven one of con- 
structive growth and it has achieved the 
purpose for which it was organized. 

“The company is now well organ zed, 
is doing a paying business, and has a 
recognized place in the insurance field. 
In starting this new company, it was not 
contemplated that the rehabilitator, now 
the liquidator, would continue the con- 
trol and management of the company 
indefinitely. The purpose was to oper- 
ate the company until it was a valuable 
asset and then dispose of it for the best 
price obtainable and upon terms which 
would be most advantageous to the 
creditors and stockholders of the old 
company. 

“While there is no immediate neces- 
sity for the sale and the Superintendent 
of Insurance is in no sense an anxious 
seller, it is nevertheless the obvious duty 
of the Superintendent to consider seri- 
ously any substantial offers which are 
made for the stock of the corporation 
and to communicate such offers to the 
court and to the creditors and stock- 
holders of the company.” 


C. W. SPARKS’ APPOINTMENT 





Appointed by American Bonding in New 
York; Agency’s Formal Entry into 
Bonding Field 
C. W. Sparks & Co. of Maiden Lane, 
New York, is newly appointed represent- 
ative of the American Bonding, the ap- 
pointment of this agency as the com- 
pany’s principal office in New York hav- 
ing been approved by the New York 
Agency Committee of the surety acqui- 

sition cost conference a week ago. 

This marks the agency’s formal entry 
into the bonding field although some 
lines had previously been brokered. It 
has represented the Fidelity & Casualty 
for some years for casualty lines in ad- 
dition to representation of strong fire 
companies. 





200 BERMUDA RESERVATIONS 


There are now about 200 advance res- 
ervations for the Bermuda joint conven- 
tion trip in October of the casualty and 
surety associations. The indications are 
that it will exceed all previous conven- 
tions in popularity and attendance. 
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FIRE AND LIFE 


,ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4TY & WALNUT STS. 
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Stimulating Sales Talk 
Given by E. M. Allen 


BEFORE BRETTON WOODS MEET 





Says Agents Individually and Collective- 
ly Should Expect Full Consideration 
from Federal Agencies 


A message of optimism as to the fu- 





ture and encouragement to agents who 
will adapt themselves to new conditions 
and meet probiems with intelligence and 
straight thinking was brought by E. M 
\llen, executive vice-president, National 
Surety Corp., to this week’s annual meet- 
iny of the Nev Eneland Association of 





E. M. ALLEN 


Agents at Bretton Woods, 
New Hampshire. He praised the super- 
human recovery effort on the part of 
clear-thinking leaders which was started 
a little over a year ago and which has 
averted what threatened to be a world 
collapse. Because of this effort “we in 
America are now facing the future with 
confidence, enthusiasm and optimism,” he 
said. 

Mr. Allen indicated that he entertained 
no foolish notions that any one man can 
do the thinking for the world or for a 
country or for an industry like our own. 
“Thoughts and ideas can be initiated by 
individuals,” he declared, “but they must 
be carried out and improved upon by the 


Insurance 


leaders of those who are to be bene- 
fited. Some leaders following hide- 
bound traditions strenuously object to 


clear thinking or to real thinking of any 
sort. The time has come in this world 
when leaders who are unwilling or un- 
able tc assume responsibility along 
present-day lines must be Swept aside to 
make root for those who can. 

“We who are living and engaged in 
business in this day and age are not the 
guests of civilization. We are an in- 
tegral part of civilization and individual- 

(Continued on Page 38) 


G. L. Radcliffe Out For 
United States Senate 


F. & D. FIRST VICE-PRESIDENT 





Has Withdrawn From Maryland Guber- 
natorial Race; Personal Friend of 
President Roosevelt 





George L. Radcliffe, first vice-president 
of the Fidelity & Deposit, who has been 
in the thick of the gubernatorial race in 
Maryland, withdrew late last week and 
announced his candidacy for the Demo- 





GEORGE L. RADCLIFFE 


cratic nomination for the United States 


Senate. Mr. Radcliffe publicly explained 
that he had entered the race for Gov- 
crnor because he hoped that factions 
might center upon him and “eliminate a 
primary and restore harmony in_ the 
party.” This has not been accomplished 
so “I am convinced that my continuance 
in the primary would not be wise.” 
As to his candidacy for the Senate Mr. 
Radcliffe said: “It was urged that be- 
cause of my long friendship for Presi- 
dent Roosevelt and my work in connec- 
tion with his administration I could per- 
haps be of value as a Senator from 
Maryland and at the same time be of 
much help to Maryland and her people.” 
For several months past Mr. Radcliffe 
has been Public Works Advisor for his 
region, and his co-ordination work on 
huge projects has been invaluable not 
only to Maryland but to six other states. 
He did not seek the appointment but 
took it only at the urgent request 0 
President Roosevelt, for whom he cam- 
paigned during the recent presidential 
year as chairman of the Maryland cam- 
paign committee. He also supported 
Governor Ritchie each time the latter 
has been a candidate for Governor and 
arranged the ceremonies incident to his 
inauguration on three occasions. 


C. W. Laird’s New Post 


Carroll W. Laird resigns as_fidelity- 
surety manager of the Employers’ Lia- 
bility in New York to join the Indem- 
nity Insurance Co. of North America as 
home office surety manager. 
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JAMES M. HAINES: 


A Leader In Casualty Insurance Who Got His First Job By Answering 
Advertisement of Company Which He Now Directs In U. S.; Personality 


Sketch of London G. & A. Manager 
By Clarence Axman 


Probably there never has been a time 
when casualty top executives were under 
closer review than at present. Surplus, 
reserves, business volume continue to 
furnish their gauge, but the intangible 
factor of leadership has grown, not lost 
in importance, in that series of scrambled 
ezg economic curves which, after slant- 
ing downwards for four years, now is 
creeping upwards again while millions 
stand by with bated breath watching the 
chart. 

Leadership has grown in importance 
because successful leadership is in de- 
mand. The great agency force of the 
country wants it. The public wants it. 

Unquestionably, one of the leaders in 
the business is James M. Haines, United 
States manager of the London Guaran- 
tee & Accident, and this is more of a 
comment sketch of him than it is of his 
conipany whose financial strength can 
be seen by glancing at the charts, and 
vhich is an important member of one 
of the great world fleets, headed by R. 
Y. Sketch, a fleet including the Phoenix 
Assurance and numerous other compa- 
nies. The Phoenix, by the way, was 
founded in 1782. The London Guarantee 
& Accident dates back to 1869. 


Size-up as a Committeeman 


The leadership of which I am speaking 
is not that of taking a company and rac- 
ing it to top position of anything in par- 
ticular; certainly, not in premium re- 
ceipts, but it arises from his possession 
of a pretty sound judgment as to how 
his company should be conducted and 
how he has conducted himself in the 
conferences, battles and compromises 
which take place in one of the great 
forensic arenas of the country—the com- 
mittee rooms of the National Bureau of 
Casualty & Surety Underwriters. There 
reputations are often made and lost. 
There executives spend many hours of 
their time through the year. There de- 
cisions are made which have to do with 
organization administration of the most 
dificult of all businesses to steer through 
shoals of safety—casualty insurance. 

And it is in the bureau that Mr. Haines 
has built up through the years a prestige 
which is best described by the chief vice- 
president of another important casualty 
insurance company in a comment he 
made to the writer: 

“When ‘Jim’ Haines talks we listen. 
He is neither a dreamer nor a bore. He 
not only knows how to commence, but 
how to stop; and he doesn’t ruffle our 
feelings when he disagrees with us.” 
Started as a Clerk for London G. & A. 


Born in Adrian, Mich., Mr. Haines 
went to school in Wabash, Ind. His first 
job was with the company of which he 
is now the head in the United States and 
was that of a clerk in the statistical de- 
partment. He got it as a result of an- 
swering an advertisement: “Wanted: 
Someone good at figures and handwrit- 
ing.” 

At the time the United States manager 
of the company was Captain A. W. Mas- 
ters, who had been a real sea captain 
and was a decidedly picturesque figure 
in the business for years. Masters was 
out of the country at the time Haines 
Successfully answered the ad. The act- 
ing manager was Fred W. Lawson, later 
to succeed to the United States man- 





J. M. HAINES 
avement. The young man’s work for 
three or four months, which was to com- 
bine some figures on one side of a sheet 
with figures on another side, attracted 
Lawson’s attention, and well it might, 


because he worked at nights and Sun- 
days until he had mastered the job which 
involved some intricate bookkeeping. 
After a short time he was moved into 
the liability department. That was an- 
other clerical job having to do with en- 
tering daily reports on ledgers, registers 


against the other. 
underwriter. 


and balancing one 
Fred Shove was liability 
Becomes United States Manager 

Two or three years later another com- 
pany was organized and Mr. Haines 
‘went with it for about eight months. In 
the meantime, Shove had been made 
manager of the Globe Ind-mnity in the 
West and Mr. Lawson wanted Haines 
to return to the London to succeed him 
as liability underwriter; which he did. 


Masters had died, Lawson succeedine 
him. In 1923, when Lawson retired and 
C. M. Berger was made manager, Mr. 


Haines moved into the assistant man- 
avership. Berger had been mostly occu- 
nied with credit insurance and when he 
became manager he relied a lot upon the 
counsel of Haines relative to the other 
divisions of the business the company 
was writing. In 1929, when Mr. Berger 
died, Mr. Haines became United States 
manager. 

When the London Guarantee moved 
its head offices to New York—which was 
in 1924—there was considerable surprise 
in the business because the company not 
only owns a large building in Chicago, 


but a most impressive one due to its 
location on the banks of the Chicago 
River, within a few yards of the bridge 


driveway connecting the main North and 
South boulevards of Chicago—Michigan 
Avenue and Lake Shore Drive. Two of 
its neighbors are among the best adver- 
tised buildings in Chicago—the Tribune’s 
and the Wrigley. Asked why the head- 
quarters were moved, Mr. Haines said to 
the writer: 

“Oh, we got tired of taking the Cen- 
tury. I got to feeling like a commuter. 
We had to take the train all the time 





Sup’t Van Schaick to Be Featured Speaker 


At International Claim Association Meeting 


Program for the twenty-fifth anniver- 
sary meeting of the International Claim 
Association on September 10 to 12 at the 
Greenbrier, White Sulphur Springs, 
West Virginia, is rapidly being put into 
shape. Superintendent George S. Van 
Schaick of New York is to be one of the 
principal speakers, and the meeting will 
be opened by Governor H. Kump of 
West Virginia. One of the features will 
be the appearance of Rev. John Nicol 
Mark of Arlington, Mass., who has ap- 
peared before many insurance gatherings 
and who has more than demonstrated 
his ability blend humor and _ philoso- 
phy to a right proportion. 

To observe auspiciously the Silver an- 
niversary of the association William A 
Dennis, Prudential chief adjuster, who 
is its president this year, has made an 
objective to make the sessions so at- 
tractive to the more than 300 represent- 
ative claim men expected to attend that 
they will leave the -convention with 
greater knowledge and better equippe “d 
to handle their claim problems for their 
representative companies. In discussing 
the International Claim  Association’s 
history and progress Mr. Dennis recent- 
ly pointed out: 


“Twenty-five years ago a small group 


of claim men met together and organ- 
ized what is known as the International 
Claim Association. The object and pur- 
pose of the association were to promote 
good will, harmony, confidence and co- 
operation generally among companies, 
and to devise and give effect to meas- 
ures for the protection of their common 
interests, especially in matters relating 
to claims. 

“The association has grown each year, 
until! today its membership numbers 
about 160 companies, including nearly all 
the important life, accident and health 
insurance companies in this country and 
Canada. The growth of the association 
and the large attendance at its annual 
conventions have proven the worth and 
value of its meetings to the representa- 
tives who have attended the conventions. 

“The personal contacts, the opportu- 
nity to discuss at the meetings—and in- 
formally, different claim problems; the 
exchange of ideas, methods and proced- 
ures of handling claim matters, have 
caused to develop throughout the years 
a spirit of sincere and hearty cooperation 
among claim men, which has resulted in 
untold benefit financially to the repre- 
sentative companies.” 


to keep in close touch with Bureau af- 
fairs. When they called a meeting at 
one day’s notice it was all right for the 
fellows in Hartford, three hours away, 
or Baltimore, four hours away, or Phil- 
adelphia, two hours, but it was tough on 
the London G. & A. We felt that we 
should be at the bureau meetings. Any- 
not to be there was a disadvantage, 


way, 
and so we moved the executive end to 
New York.” 


The London kept for itself most of the 
second floor of the building to service 
its Illinois business. Another thing which 
had influenced the company to move 
headquarters to New York was to keep 
a closer control of the metropolitan bus- 
iness. In Chicago, where the company 
does a large business, Conkling, Price 
& Webb are experienced and very suc- 
cessful managers. On the question of 
rent in New York the company got space 


here at less than it could have rented 
the same space in its own building in 
Chicago. 


Not a Pessimist 

During the five years in which Mr 
Haines has been manager of the com- 
pany it has made an underwriting profit 
in this country. He has tackled many 
underwriting and production problems in 
a courageous way and has not hesitated 
to chop off or soft pedal on lines or in 
territories where he thought production 
should be halted. He is not a pessimist 
about the future of the casualty business 
in this country. He is a firm believer in 
the bureau and thinks the business would 
be in chaos without it. Mistakes have 
been made in the past, but he believes 
they are kept at a minimum. While 
sometimes there has not been co-opera- 
tion in the long run there has been plen- 
ty of it, and all co-operation is so much 
velvet. 

Future to Have New Problems 


Mr. Haines believes that we are going 
through a period of education in this 
country of both employers and public 
officials, realizing that workmen's com- 
pensation cannot be made the means t 
correct all social evils which exist; that 
all the burdens cannot be placed on em- 
ployers who in turn will not be permitted 
to turn over ail these burdens to the 
insurance companies. It will take 
years to learn this lesson. Casualty in- 
surance companies were not organized 
to give unemployment insurance and old 
age pensions, nor life and personal acci- 
dent insurance under the guise of work- 
men’s compensation. There has been a 
tendency to regard “workmen's compen- 
sation” as a label, a convenient method 
by which employers can dump all their 
economic losses which result from injur- 
ies, illnesses and slack work periods int 
the laps of the insurance companies. The 
line of demarcation as to what should be 
the responsibility and liability of the in- 
surance carrier and what should not must 
be more clearly drawn. Their legitimat: 
responsibility and liability are heavy 


some 


enouch and the companies are entitle: 
to fairer treatment in that they should 
have to assume only what the pr 


calls for. In England there is a bett« 
recognition as to the distribution of the 
burdens. 
As are the other managers, Mr 
(Continued on Page 38) 
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Complaints are Opportunities 


The fourth of a series of articles 


“SALESMANSHIP ON PAPER” 


devoted to the subject of 
BUSINESS CORRESPONDENCE 


By 


L. C. Wusey, Supervisor of Personnel 
GLOBE INDEMNITY COMPANY 


Formerly lecturer at N.Y.U. School of Commerce and 
Graduate School of Business Administration 








Yes, complaints are opportunities; but 
not, as some people seem to think, for 
the purpose of arguing or bickering. 
Rather are they opportunities to 
strengthen friendship and good will, for 
it is cheaper to hold the business al- 
ready on the books than to go out and 
develop new accounts. 

Complaints are made because of dis- 
satisfaction on the part of the buyer with 
some phase of the transaction between 
him and the company or its representa- 
tive. That they are often the result of 
misunderstanding on one or both sides 
makes it all the more necessary to ex- 
plain situations clearly and courteously, 
for it is the way in which complaints are 
handled that determines in many _ in- 
stances the repeat or renewal business 
a client is willing to give us. 

All answers to complaint letters should 
follow what is called the functional or- 
der—that is, accomplish four distinct 
things. 

Since any one who takes the time to 
write a letter, however mild, pointing out 
a failure or oversight on our part may 
be considered to be disturbed or incon- 
venienced, it follows logically that the 
opening paragraph of our reply should 
express regret, not surprise or irritation, 
even though the fault may have been be- 
yond our control. The first function 
therefore is to placate or conciliate the 
reader. 

Replace Anger With Reason 

Whether it is a coincidence or not, it 
is a fact that the people who write the 
sharpest and bitterest of complaint let- 
ters are more often those whose requests 
are unreasonable, unjust or impossible to 
grant. Nevertheless, since the purpose 
of our letter is to replace anger with rea- 
son, suspicion with confidence and hos- 
tility with friendliness, no pains should 
be spared to see that the tone of the 
reply does not antagonize the reader. 

If the situation requires investigation, 
and consequent delay, before a decision 
can be made as to the facts in the case, 
then the letter need go no further than 
a second paragraph which promises that 
investigation with a prompt decision, 
asking the client to bear with us mean- 
time. 

The second function is to explain clear- 
ly and briefly what has happened. Here 
clearness is essential, while a dispas- 
sionate tone tends to keep personalities 
out of the question; for knowledge that 
he is wrong or that we do not intend 
to comply with his unreasonable requests 
should not obscure the fact that he may 
sincerely believe he has just grounds for 
complaint. His attitude or motives 
should not be impugned, even by so 
seemingly innocuous a _ statement as: 
“We do not question your sincerity in 
this,” or “We do not believe you mean 
to be unreasonable.” 

Graciousness Essential 

Assuming that our policy in a partic- 
ular case calls for full adjustment, the 
third function is to make our concession 
in a gracious manner, for a_ request 
grudgingly granted robs the recipient of 
the pleasure that helps to build good 
will. It then remains simply to close 
gracefully, with perhaps a repetition of 
regret or a hope that the difficulty may 
not arise again. On the other hand, i 


may be necessary to say we cannot grant 
his request, or that we can comply only 
partially. Much skill is then needed to 
find the point or points in the situation 
that will present the matter from the 
reader’s viewpoint, or at least show him 
we are not thinking of ourselves alone. 
Sometimes this is best done by pointing 
out that to grant the request would work 
a hardship on others, or require us to 
do the same for*all our other clients, in 
which case our service would cost more 
in order to preserve the same quality. 

Above all, the statement of what will 
or will not be done should be so phrased 
as to leave him the opportunity to re- 
cede gracefully from his position, in the 
event that anger has caused him to as- 
sume an untenable one. 

In making a bid for continued patron- 
age (the fourth function) avoid any 
suggestion, even indirect, that this oc- 
currence may disrupt former friendly 
relations. Say that we have tried to put 
ourselves in our reader’s place, to treat 
him as we would like to be treated were 
the positions reversed, and that with this 
in mind we hope he will be disposed to 
accept our offer, if we are making one. 

Get Reader’s Viewpoint 

The success of letters answering com- 
plaints lies in the ability of the writer 
to start out with the reader’s viewpoint 
in mind, to adapt the tone of the letter 
to his mood, to show a spirit of fairness 
and sincerity, and to make it easy for 
him to accept whatever concession is to 
be made, not forcing him to admit he is 
wrong, but leaving the way open for him 
to accept the situation without loss of 
self-respect. 

The following examples will serve to 
illustrate some of my points: 

A routine, stereotyped acknowledg- 
ment that misses an opportunity to build 
good will: 

We have for acknowledgment 
your letter of recent date, and in re- 
ply would inform yot: that the mat- 
ter is having our careful attention. 

A much better letter: 

We are sorry to learn from your 
letter of , that supplies ordered 
by you have not arrived. 

We are looking into the 
carefully and shall write you fully 
within the next day or two. Mean- 
time please accept our thanks for 
calling this to our attention. 

A letter that should never have 
out: 


matter 


gone 


After careful investigation of your 
complaint of , re non-arrival of 
supplies, we find that they were 
properly packed, addressed, and de- 
livered to the express company, 
whose receipt dated we hold. 

You can see from this that their 
failure to arrive cannot be _ held 
against us, but that there is probably 
congestion on the railroads, which 
accounts for the delay. 

We think you should receive this 
shipment in the next few days, but 
if you do not, let us know and we 
will take it up with the express 
company. 

The above rewritten: 

It is indeed too bad that the sup- 
plies you ordered on ~ had not 
been delivered up to the date of your 
recent letter We know that 





business cannot be done without the 
necessary materials. 

Our own records plus the 
Express Company’s receipt show that 
everything listed on your requisition 
left here in good order on ———, 
which allows ample time for normal 
delivery to you. 

We have asked the express com- 
pany to trace the package, and have 
their assurance of definite word with- 
in twenty-four hours as to where it 
is. Meantime a duplicate of your 
order has been packed, ready to leave 
here in case the original cannot be 
found or has gone too far astray to 
reach you within the next few days. 

We are glad you wrote us thus 
promptly, so that we might take 
steps to avoid further inconvenience 
for you. 

Right and Wrong Ways to Handle 
Situation 
It will be seen that the following letter 
“A” does not handle the situation as well 
as letter “B”: 


(A) We have carefully reviewed 


the facts in connection with your re- 
cent request that we ante date the 
cancelling of policy the pre- 
mium for which you have been at- 
tempting to collect for nearly four 
months. 

As you are aware, the agency con- 
tract provides for flat cancellation 
within sixty days of the effective date 
of the policy, but this period expired 
almost two months ago. 

We must therefore instruct the ac- 
counting department that this item 
is a correct charge against your ac- 
count. 

(B) We are to learn from 
your letter of that you have 
been unable to collect the premium 
due you on policy 

If you had returned the policy any 
time within the period provided in 
your agency contract, we would will- 
ingly have cancelled it “flat.” How- 
ever, if we should now charge off 
the earned premium, we would, in 
effect, be guaranteeing credits which 
we ourselves did not extend and over 
which we could have no control. 

We are sure you will understand 
that the policy to which we must 
adhere is sound and fair to all. It is 
a matter of regret that we are un- 
able, for the reasons given, to ac- 
cede to your request. 


sorry 








J. S. HEATON DEAD 
Was With Standard Accident for Forty- 


one Years; Its Vice-Presi- 
dent Since 1918 

James S. Heaton, 76, vice-president and 
director, Standard Accident, died recent- 
ly at his home in Detroit after a pro- 
longed illness. His death marks the close 
of a long and active career, forty-one 
years of which were spent in the service 
of the Standard Accident. 

A law graduate at University of Mich- 
igan, he joined the Standard Accident in 
January, 1893, as personal accident and 
liability adjuster, then became claims 
manager. In 1912 he was elected secre- 
tary of the company, and upon the death 
of Mr. Leonard in 1918 he succeeded to 
the post of vice-president and treasurer. 

In addition to his education in law, 
Mr. Heaton had a broad knowledge of 
anatomy and surgery due to his study 
and the fact that his father, grandfather 
and great-grandfather were all doctors. 





UPHOLD INDIANA LAW 


Constitutionality of the 1933 Indiana 
law relieving from liability the sureties 
on public funds on deposit in closed 
banks, has been upheld in the Indiana 
supreme court. At the time of enact- 
ment, the bill was declared to be “class” 
legislation and it was estimated by op- 
ponents that it would result in the loss 
of thousands of dollars to municipal cor- 
porations. Only two members of the 
five-man supreme court gave the deci- 
sion. One judge wrote a dissenting opin- 
ion and two judges did not participate 
in the decision. 


Withdrawal of Equity 
Rating Ordered in Mich. 


FOR WORKMEN’S COMPENSATION 





State Insurance Dept. Finds Such Plans 
Highly Unsatisfactory in Operation; 
Sees Discrimination 


Insurance Commissioner Charles E, 
Gauss of Michigan has ordered abandon- 
ment in his state of any system of so- 
called equity rating by workmen’s com- 
pensation carriers, and has sent the fol- 
lowing letter to the National Council on 
Compensation Insurance: 

“You are hereby notified that equity 
(or judgment) rating or any similar plan 
of rating varying from the filed experi- 
ence rating plan is withdrawn from use 
in the state of Michigan. Please inform 
your member companies.” 

The department has found equity rat- 
ing plans highly unsatisfactory in oper- 
ation in that they invariably have re- 
sulted in unjustifiable discrimination 
Credits were allowed in too many in- 
stances without regard to experience, ac- 
tual or anticipated, and were too often 
thinly disguised rebates to capture the 
business in a highly competitive field. 
Since few, if any, of the carriers are 
making a profit on compensation it ap- 
pears to department authorities that 
continuance of such practices are espe- 
cially ill-advised. 

There have been numerous instances 
brought to attention of the Michigan de- 
partment in which liberal credits were 
allowed to certain plants for instz ullation 
of safety equipment or changes in lay- 
out of a minor character where there 
was little or no assurance that the 
changes would result in any marked de- 
cline in an unfavorable experience. In 
other plants where experience was good 
it appeared that rates, comparatively, 
were kept too high if there was no 
strong pressure to apply the equity plan. 





NEW PA. REQUIREMENT 


Uniform P. L. nit. P. D. Coverage for 
Taxi and Bus Operators Ordered by 
State Public Service Commission 


The Pennsylvania public service com- 
mission has issued an order requiring all 
taxicab and bus operators holding certi- 
ficate of public convenience from the 
commission to carry at least $5,000 pub- 
lic liability insurance for injury to one 
person and $10,000 for injuries arising 
from one accident, as well as at least 
$1,000 coverage for P. D. Carriers which 
do not now meet the new requirement 
must do so by August 1. All insurance 
policies must be issued by a reliable in- 
surance company and must receive the 
approval of the commission. 

Certificated operators have the alter- 
native of a surety bond or evidence of 
bank deposits reserved for such com- 
pensation in amount of $10,000. 

The new order supersedes a previous 
order which required bus and _ taxicab 
operators to carry adequate protection 
for personal injury or property damage. 
Under that order the commission had 
accepted bonds or certificates of  re- 
served bank deposits ranging from a few 
hundred dollars to very large sums. 





U. S. F. & G. CONVENTION 
The United States F. & G. is going to 
hold a general convention, the first in 
its history, starting in September and 
running through’ till Hallowe’en. But 
instead of agents of the company attend- 
ing it this 1934 affair will be a conven- 
tion-by-mail in which agents will meet 
the executives, hear policies explained 

and learn from others how they sell. 





I. A. C. CHANGES MEETING DATES 


The executive committee of the Insur- 
ance Advertising Conference has changed 
the date of the annual meeting to be 
held at the Westchester Country Club, 
Rye, N. Y., from the second week in 


September to the first week in October. 
The dates of the meeting will now be 
October 1, 2 and 3. 








Kansa 


The bi 
president 
has teem 
since. th 
first bus 
year is | 
the twen 
ance col 
As one 
followin 
business 
to launc 
fearfull: 

Happ: 
work as 
game of 
find onl 
happier 
achieve: 
to lead 
anced b 
telligent 

G. 
ployers 

City, s¢ 
of the 
cause | 

the qu 
new lat 
adventu 

doing s 

make i 

Folks 
mately 
an irre 

job at a 

ing cyc 

ways St 
viewers 

Trimble 

mendec 

ators. 
Su 
Back 
lescent 
sessed 

with h 

all the 

to hur 
himself 

1894 tl 

the de 

had no 
sugges 
counte 

How 
vestitu 
impuls 
busine 
inspire 
borrow 
is prok 

tary o1 

be ma 

By 1 
succes 

ness n 

an ant 

he wa: 
be ret 
ness | 
been ¢ 
hac c¢ 
its aff 
Kansa 
La 
Co-i 
years 
trived 
dcere¢ 


Trimb 












ndon- 
if so- 
com- 
> fol- 


“il on 


quity 

plan 
‘peri- 
1 use 
form 


rat- 
»per- 
re- 
ition 
in- 
+, ac- 
ften 
» the 
field. 
are 
ap- 
that 
>spe- 


neces 
l de- 
were 
ition 
lay- 
here 
the 

| de- 
In 
700d 
vely, 
no 
plan. 


for 
by 


om- 
x all 
erti- 
the 
pub- 
one 
sing 
east 
hich 
nent 
nce 
in- 


the 


ter- 
> of 


om- 


ious 
icab 
tion 
age. 
had 

re- 
few 








july 13, 1934 


or 


(Se) MN 











= UNDERWRITER 





Sess ane SRE 






Page 35 














E. G. Trimble, Observing 40th Year In 


Business, Thrives On Business Panics 


Kansas City Reinsurance Executive Was Successful in Laundry 
Business Before Entry Into Insurance; His Company 20 


Years Old This Year; Brilliant Bridge Player 
By a “Peripatetic Vice-President” 


The business career of E. G. Trimble, 
president, Employers Reinsurance Corp., 
has teemed with glamor and romance ever 
since the when he started his 
frst business in the laundry field. This 
year is his fortieth in business and marks 


nineties, 


the twentieth anniversary of the reinsur- 
ance company of which he president. 
As one of his admirers intimates in the 
following personality sketch, 
business depressions have been the signal 


panics or 


to launch a new enterprise rather than to 
fearfully give up a fight. 

Happy the man who thinks of his 
work as an avocation and who plays the 
game of business with the zest that many 
find only in sporting events. Rarer and 
happier still the business executive who 
achieves a philosophy which enables him 
to lead a full, rich existence nicely bal- 
anced between suicidal overwork and in- 
telligent relaxation. 

E. G. Trimble, president of the Em- 
ployers Reinsurance Corp. of Kansas 
City, seems to have learned the secret 
of the well-rounded life, perhaps be- 
cause he has regarded it always with 
the questing eyes of an explorer in a 
new land. To him each day is a great 
adventure, and his the respons bility of 
doing something constructive enough to 
make it a red-letter day. 

Folks who know E. G. Trimble inti- 
mately say he has an obsession. It is 
an irresistible impulse to tackle a hard 
job at a time when other people are hunt- 
ing cyclone cellars. The fact that he al- 
ways succeeds confounds the pessimistic 
viewers-with-alarm but it is strictly a 
Trimble method and not to be recom- 
mended to average, run-of-mine oper- 
ators. 

Successful in Laundry Business 

Back in 1894, E. G. Trimble, an ado- 
lescent of eighteen, found himself pos- 
sessed of an urge to start a business 
with his own name over the door. By 
all the signs and portents it was a time 
to hunt a friendly payroll and attach 
himself to it as firmly as possible. In 
1894 the country was in the depths of 
the depression of that cycle, Trimble 
had no capital, no experience and only a 
suggestion of fuzz on his immature 
countenance. 

However, his undeniable intestinal in- 
vestiture counseled him to “obey that 
impulse” and he established a laundry 
business. That a mere youth should have 
inspired enough confidence in himself to 
borrow the money to start at that time 
is probably the most significant commen- 
tary on the Trimble character that could 
be made. 

By 1899 the venture was an established 
success, E. G. himself, a mature busi- 
ness man of twenty-three, was enjoying 
an annual income of $10,000 or more and 
he was a proven man. In passing it may 
be remarked that since then the busi- 
ness policy of the laundry has never 
been changed, even though Mr. Trimble 
hac ceased to be actively interested in 
its affairs and it is now a big thriving 
Kansas City institution. 

launched Company in 07 Manic 

Co-incidentally — hig exacting 
years in the laundry, Trimble con- 
trived to get a nat’ “a ge Boe and a 
degree in law which led to some con- 
tact with the insurance business through 
ihe legal aspect of liability cases. How- 
ever his major interest continued to be 
the iaundry business. 

Then came the panic of 1907. E. G. 
Trimble inevitably accepted the chal- 








E. G. TRIMBLE 


lenge and decided to launch an insurance 
business. His first enterprise in the new 
field was a reciprocal which he called 
the Employers Indemnity Exchange and 
in which he invested his entire resources. 

In 1914 the Employers Insurance Ex- 
change being a demonstrated success, 
Mr. Trimble organized the Employers 
Indemnity Corp., now known as the Em- 
ployers Reinsurance Corp. The company 
was chartered early in 1914, but with 
true Trimble consistency did not start 
business until August 1, which was the 
day the world war began and all the 
stock exchanges were closed and the 
financiers of the world were jumping 
sidewise at their shadows. 

It was a typical Trimble situation 
wherefore the said E. G. .personally bor- 
rowed all the money necessary to launch 
the corporation, agreed to sell and did 
sell the stock within two months, at suf- 
ficient premium to provide 25% surplus 
for the new company. For detailed in- 
formation as to what happened after 
that, readers of an inquiring turn of 
mind are referred to the standard works 
of A. M. Best & Co. 


Important Announcement Coming? 


Already is whispered that this, the 
biggest and best depression to date, has 
inspired Mr. Trimble with the urge to 
create and that presently an important 
announcement will emanate from his 
office. 

E. G. Trimble, like many other suc- 
cessful executives, declares that to be 
immersed in work to the exclusion of all 
else, to feel that to lift the nose from 
the business grindstone is to invite fail- 
ure, is.to confess intellectual poverty and 
reveal a pitiable ignorance of the treas- 
ures of existence. So he is not only an 
enthusiastic golfer but he consorts with 
those members of the Hillcrest Country 
Club who lament grievously when they 
fall off to anything above a seventy-five. 

As the golfer, he exhibits the charac- 
teristics of E. G. Trimble, the business 
builder, in that he plays to win, but the 
exhilaration of the open and the joyous 
contact with his friends provide the real 
happiness he gets from the game. 

Mr. Trimble is recognized in Kansas 
City in both auction and contract bridge 
circles as a keen analyst of the game 

(Continued on Page 38) 





THE me SE oe a oe 


eT. Tes 
Pa 


e > D, 
















































































YEARS OF SERVICE 


A GO00D COMPANY 


FOR GOOD AGENTS 


SEL ULL 


ACCIDENT INSURANCE COMPANY 


HOME OFFICE + 640 TEMPLE AVE. « 





DETROIT, MICHIGAN 




















Page 36 





Seta’ 


SEES MER Ri seaae Sa 


July 13, 1934 




















On the Production “Firing Line” 








Surety is Flexible 


By Ethel Maclsaac, 


Bonding Department, Employers’ Liability 


A few months ago a popular newspa- 
per humorist advanced the following rea- 
sons as proof that this country has defi- 
nitely recovered from the business de- 
pression: 

First: You will have to look around 
to find an apple vendor. 


Second: Some of our best-known 
financiers are carrying their watches 
again. 

Third: People are offering to pay 


your fare in the subway once more. 


Fourth: Some of the cigars your 
friends are giving out are of compara- 
tively recent manufacture. 


Seriously. speaking, prosperity is born 
mentally. It is said that $16,530,000,000 





Miss Ethel MaclIsaac 


Miss Maclsaac, author of this arti- 
cle, is a member of the bonding de- 
| partment of the Employers’ Group 
| and a veteran contributor of interest- 
ing articles on suretyship to the Em- 
ployers’ Pioneer and other insurance 
| periodicals. She came to the company 
in 1926 and four years later, as a re- 
ward for her able and loyal service, 
was selected as one of four employes 
from the Boston office to accom- 
pany the Golden Jubilee delegation to 
the home office of the Group in Lon- 
don. 

Miss Maclsaac’s hobbies are writ- 
ing and travel. 








will be spent on efforts at National Re- 
covery during the next seventeen months 
and this is reason enough for the insur- 
ance man to believe that things are on 
the upward swing. 

Suretyship’s Protecting Shield 

From its very inception, corporate 
suretyship has relieved and prevented 
financial loss to all lines of endeavor. It 
is concerned with persons rather than 
conditions. From birth to the grave, it 
spreads a protecting shield over man- 
kind. It guarantees the successful com- 
pletion of the private home or a public 
building, as well as indemnifies because 
of the dishonesty of employes and of 
our public officials. 

Suretyship is so flexible in nature that 
it can adapt itself to almost every con- 
ceivable business problem. Every day a 
new form of coverage is written to fill 
some particular need 

Sad to relate, too 
agents do not develop their bonding 
lines. It is not the “big bad wolf” of the 
game. As in insurance, a few basic prin- 
ciples are involved. Some people are 
convinced only by results. 

An insurance man need not envy the 
brother who goes in for the development 
of bonding premiums. There is no bet- 
ter time to plunge into the game than the 
present. New markets are being created 
daily. For instance, a few months ago 
the return of beer brought about addi- 
tional bonding needs. Then the repeal 
of the 18th Amendment. Simultaneously 
the question seemed to be whether liquor 
is something to drink or something to 
sell. This repeal rained a deluge of pre- 
miums upon the doorsteps of agencies 
when old distilleries and warehouses re- 
opened and wholesalers and retailers 
were required to furnish bonds to com- 
ply with federal and state laws. 

To open a bonding line is one thing; 
to stay in the game is another. Perhaps 
the best advice that can be imparted to a 
surety agent is—to gather your miscella- 
neous bonds while Diversifi- 


many insurance 


you may. 








ETHEL MacISAAC 


cation, a means of balancing the budget 
when premiums fall off in one line. 


License and Permit Bonds Desirable 


The business that stays is the business 
that pays. License and permit bonds 
are particularly desirable, because most 
of them are renewed annually. The field 
is a vast one. States, cities, towns and 
Federal Government require such bonds 
for individuals, firms and corporations. 
Incidentally, the solicitation of these 
lines often leads to securing other cover- 
ages, such as, fire, casualty, automobile 
and compensation. 

Daily newspapers show an alarming 
increase of defalcations and investigation 
has proved that the majority of embez- 
zlement losses are caused by trusted em- 
ployes. The bonding of an entire per- 
sonnel does not eliminate the dishonesty 
hazard, but it is the sensible way to re- 
coup a loss. 

The employer who scoffs at fidelity 
bond protection, arguing that he selects 
only honest people to work for him is 
much too credulous for this day and age. 
They are the ones who often find them- 
selves on the front page, financially em- 
barrassed and thereafter they do not 
brag about their ability to judge human 
nature. 


Magnitude of Governmental Business 


Every year the surety companies of 
this country guarantee the completion of 


building projects and public improve- 
ments involving billions of dollars. 
The different governmental depart- 


ments require bonds in the event that a 
building is to be erected, a highway con- 
structed or an institution furnished with 
supplies. A brief consideration of the 
magnitude of premiums involved is in- 
centive enough to make a surety agent 
follow the construction plans of state, 
counties and municipalities in his par- 
ticular territory. 

In normal times, expenditures almost 
as huge are involved in private enter- 
prises. The individual, firm or corpora- 
tion, however, is not as canny as Uncle 
Sam. Only a small percentage of private 
contracts are bonded. Hence, the alert 
agent also watches the prospective pri- 
vate building operations in his communi- 
ty. He cultivates the acquaintance of 
architects and engineers and lastly—he 
makes himself indispensable to his con- 








United States Fidelity & Guaranty Co. 
with which is affiliated 
Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md. 








tractor clients, knows their individual 
needs and keeps them informed as to 
where contract work is to be found. 


Put Service Above Profit 


In a recent annual report at Columbia 
University, Dr. Nicholas Murray Butler 
stressed the need of putting service 
above profit. He said: “It is only when 
men rise above the profit motive and 
learn to subordinate profit to service 
that social, economic and political order 
begin to come within the sight of a firm 
foundation and a continuing existence.” 

This is not pure altruism nor lip-wis- 
dom. There never was a sphere where 
the application of such a principle is 
more practical than in the fidelity and 
surety arena. Service is the clue—the 
password—the very secret of success. 
The problem always is, not how much, 
but how well. He who gains the reputa- 
tion for giving good service occupies the 
key position. 

As business strides into another era, 
the future of corporate suretyship is as- 
sured. Public administration, solvency 
of banks, performance of contracts—all 
things that govern national welfare de- 
pend upon the pillars of suretyship. 
Without it, finance would pause, and 
commerce and banking would be cur- 
tailed. 

With the business depression fading in 
the dim distance, and all eyes turned to- 
ward recovery—the surety agent who 
grasps present-day opportunities may 
know that “success will crown great 
plans that are.”—Reprinted from Em- 
ployers’ Pioneer. 





J. M. Wilson Out For Fourth 
Term in Mich. Legislature 


Representative James M. Wilson, 
prominent Kalamazoo agent, has an- 
nounced his candidacy for the Republi- 
can nomination to the position he now 
holds in the Michigan legislature. He 
has served three previous terms and has 
been largely responsible for some excel- 
lent insurance legislation, including an 
extensive rewriting of the insurance 
code. 

Mr. Wilson served as chairman of the 
1931 insurance committee but lost the 
chairmanship last year when Democrats 
came into control. He remained on the 
committee, however, and was able to 
push through several acts considered of 
importance to various phases of the 
business. 





NEW AGENCY IN GOWANDA, N. Y. 


Merchants Mutual Casualty Co., Buf- 
falo, has appointed the Cady-Johnson 
agency as its representatives in Gowanda, 
a suburb of that city. The new agency 
has been formed by a consolidation of 
the Gowanda branch of the C. E. Cady 
agency in Hamburg and the Collins 
agency of Axel Johnson. Offices will be 
maintained at 39 Buffalo street, Gowanda. 





GEORGE w. YOUNG HOBBY 

How many know that George W. 
Young, Jr., Inter-State Business Men’s 
Accident of Des Moines, is an authority 
on the American Indian and maintains 
in his home an extensive collection of 
articles made by the Indian? On vaca- 
tions he often goes to reservations in 
Minnesota and the Dakotas and gets a 
kick out of delving into tribal history. 





LARCHMONT JUSTICE OF PEACE 

John R. Cahill, of McGann & Cahill, 
uptown New York office agents of the 
Fidelity & Deposit, is now in his second 
term as justice of peace of Larchmont, 
New York. 





A. W. MARSHALL 
& CO. 





New Jersey Fire, Casualty, Auto., 
Marine & Life Agents 


31 Clinton St., Newark, N. J. 
Tel. Mitchell 2-0963-0964 


80 Maiden Lane, New York 
Tel. JOhn 4-3153 


2S eR RETR 
G. F. MICHELBACHER BACK 


G. F. Michelbacher, Great American 
Indemnity vice- -president, and his family 
returned this week from a month’s trip 
to the Pacific Coast which was in the 
nature of a combined business and pleas- 
ure trip for Mr. Michelbacher. He 
stopped at Los Angeles, San Francisco, 
Portland and Seattle. The Michelbachers 
are now at their summer home in Hy- 
annis, Cape Cod, Massachusetts. 





POLICY BROADENED 


The National Bureau of Casualty & 
Surety Underwriters has extended resi- 
dence burglary policies to provide covy- 
erage for property stored in bank, trust 
or safe deposit company vaults. The 
change was decided by the burglary goy- 
erning committee in keeping with its 
policy to broaden coverage wherever 
possible. 


SURETY ASS’N ACTION 


At Wednesday’s quarterly meeting of 
the Surety Association of America, pre- 
sided over by Hale Anderson, Fidelity & 
Casualty vice-president, a blanket bond 
standard form of application was ap- 
proved as well as a blanket bond ques- 
tionnaire form the use of which is op- 
tional. 


May Use Social Insurance Funds For 
Large Scale Work Plan in France 


Prime Minister Gaston Doumergue of 
France has asked Mr. Marquet, his labor 
minister, to study the possibilities of a 
large scale construction program in which 
the reserves accumulated in the social 
insurance funds might be used. This for 
the purpose of reducing unemployment. 
A committee, named to report on the 
subject, found that these reserves can be 
used up to 75% for such a purpose with- 
out endangering the usefulness of the 
fund. 

It is learned that ten billion francs 
have been sought for a five-year con- 
struction program. French insurance in- 
terests see in this step a further en- 
croachment of the state on private busi- 
ness. 











Injury in Sport Play Not 
Compensable 


The Ohio Supreme Court, Industrial 
Commission v. Bankes, 189 N. E. 437, 
holds that an injury to claimant's eye 
caused by a fellow employe, in sportive 
play instigated and engaged in by the 
claimant, poking a finger in claimant's 
eye while he was on duty unloading 
freight was not caused by or connecte 
with claimant’s employment within the 





workmen’s compensation act. 
J. S. PHILLIPS AT SARANAC 
Jesse S. Phillips, board chairman, 


Great American Indemnity, is vacation- 
ing at Saranac Lake, New York. 





The Bureau of Contract Information 
met yesterday at the Hotel Pennsylvania, 
New York. 
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This is one of a series of advertisements designed to promote 
SEY a broader view of the insurance producer’s responsibilities. 
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Compensation Bucket Shop Racket Spiked 


A new racket in workmen’s compensa- 
tion insurance crumbled in Brooklyn re- 
cently when Murray Bloom, architect, 
pleaded guilty to petty larceny. He had 
invented a bucket shop for dispensing 
compensation insurance to small contrac- 
tors. He took out a policy under a ficti- 
tious name and sold shares of it to the 
various contractors who worked on his 
jobs. The policy itself was soon can- 
celed. : 

Each contractor believed he was pro- 


tected individually and paid Bloom for 
the coverage. When a claim was made, 
as several were, Bloom referred the em- 
ployer to the insurance company. Claims 
were, of course, denied, as there was no 
record of a policy. His scheme was short 
lived, however, and on the complaint of 
Santor, Tucker & Gold, contractors, he 
was arrested and brought to trial. 

The district attorney’s office was as- 
sisted by the claim department of the 
National Bureau of Casualty & Surety 
Underwriters in investigating the case. 





FINISH 12TH SALES COURSE 


Aetna Life’s Cas.-Surety Class at Home 

Office Well Attended; Over 500 Aetna- 

izers Have Taken It in Past 2 Years 

The Aetna Life’s twelfth home office 
casualty and surety course was 
brought to a successful close at a recent 
dinner given the graduates at the Hart- 
ford Canoe Club. Brief talks were given 
by Vice-President C. B. Morcom, Sec- 
retary C. G. Hallowell, Field Supervisor 
A. E. Redding and Assistant Instructor 
F. W. Potter. 

An unusually representative group .of 
men attended this sales course, there be- 
ing students from California, Oregon, 
New England, Florida and other sections 
of the country. The first four men in 
scholarship ranking were Robert F. Bar- 
andon, Philadelphia; John W. Carswell, 
Savannah, Ga.; William T. Scheiman, 
Ft. Wayne, Ind., and Lawrence Tre- 
maine, Buffalo, N. Y. 

This sales course, which has gained a 
well-deserved reputation among the in- 
surance fraternity, comprises five weeks’ 
intensive training under the leadership 
of experienced instructors. The work 
consists of study, lectures and discussion 
—the case-method being generally used 
in demonstration of the problems under 
consideration. 

Over 500 Aetna representatives have 
completed these courses at the home of- 
fice during the last two years and many 
enrollments have already been received 
for the four remaining courses to be 
given this year. 


Unique Mock Trial Held 
At British Safety First Congress 


The annual congress of the British Na- 


sales 





tional Safety First Association was 
held in London a few weeks ago. After 
the dinner for the delegates, pre- 


sided over by the Duke of York, there 
was a mock trial with Safety First 
in the dock. The “prisoners” were Sir 
Herbert Blain, president of the associa- 
tion; Gordon Stewart, vice-patron, and 
a “mystery prisoner.” 

Herbert Morrison, former Minister of 
Transport, appeared for the “defense”; 
“Big Bill” Crocker (who tracked down 
the Harris firebug gang for Lloyd’s) was 
clerk of the court, and Sir Malcolm 
Campbell, world’s automobile speed rec- 
ord holder, was a witness for the de- 
fense. 

Not a bad idea for American safety 
men to use. 


30 YEARS WITH AETNA LIFE 





John V. Adams Is Assistant Secretary, 
Accident and Liability Department; 
Was Formerly in Chicago 
On June 3 John V. Adams, assistant 
secretary, accident and liability depart- 
ment of the Aetna Life, Hartford, ob- 
served his thirtieth anniversary with the 
company. Flowers, letters and telegrams 
were received by Mr. Adams in recogni- 

tion of the event. 

Mr. Adams was born in Marshall, 
Mich., and was graduated from the high 
school of that city. Before coming to 
the Aetna in 1904 as an underwriter, Mr. 
Adams was with the Employers’ Liabil- 
ity Assurance at Chicago. He is a mem- 
ber of the Hartford Club and the Shelter 
Island Country Club. 


E. M. Allen Talk 


(Continued from Page 32) 


ly and collectively are charged with cer- 
tain obligations which cannot be avoided. 
The various Governmental agencies de- 
signed to bring about and insure recov- 
ery were not expected to be made per- 
manent. Sooner or later business con- 
ditions will improve to the point where 
we can drop the pilot and continue on 
our own. Rejuvenation of the sort now 
under way cannot be accomplished with- 
out the creaking of joints, without aches 
and pains, and a certain amount of sul- 
fering. 

“Strikes, dissention and disturbances 
are a necessary accompaniment to dras- 
tic change, but the transition from stag- 
nation and inertia to substantial activity 
must be continued to final completion 
Within a comparatively short time cer- 
tain industries and certain sections of 
the country will find it practicable and 
possible to operate without the aid of 
Government.” 

Responsibility of A. A. S. 

In bringing about complete business 
recovery Mr. Allen Said insurance, like 
every other major division of business, 
must carry its share of responsibility for 
the future. “The American Agency sys- 
tem must do likewise,” he emphasized, 
pointing out that the mere fact that the 
N.R.A. decided that the business of in- 
surance would not be required to file a 
comprehensive code is a compliment to 
the industry. 

Regarding regulatory measures the 
speaker said: “The industry of insurance 
quite properly is expected to regulate it- 
self with due regard to the rights of the 
insuring public as well as those actually 
engaged in the business. Too much reg- 
ulation of any business is bad. Restric- 
tive rules in underwriting organizations 
or company associations which have the 
effect of throttling initiative and _ re- 
sourcefulness will lead only to trouble 
and the loss of business that should be 
protected. To be successful, such or- 
ganizations should be officered and con- 
trolled by the most capable men in the 
industry who consecrate themselves and 


‘their efforts to provide the most good 


to the greatest number. 

Time for Cool Thinking Has Arrived 

“The time for cool, level-headed, 
straight thinking on the part of company 
executives undoubtedly has arrived. The 
rule of common sense applied to our 
business will do more to make the path- 
way of insurance smooth over the next 
several years than all the restrictions 
and prohibitions that can ‘be put into 
effect. 

Mr. Allen felt that in the agency field 
much remains yet to be accomplished. 
He recommended: “Your state and na- 
tional associations and the local ex- 
changes can be made powerful factors in 
shaping the course of insurance over the 
coming years. Local situations should 
invariably be handled locally and without 
the expectation that the companies shall 
act as policemen for the enforcement of 
local rules. Reasonable resident agency 
laws are highly desirable. When, how- 
ever, they become monopolistic or co- 


ercive, they defeat their own purpose 
and usually act as a boomerang. 
“Progressive agents should by all 


means continue their interest in their 





E. M. Allen’s Prediction 


| In his Bretton Woods address Mr 
Allen offered this encouragement to 
producers: “There is a wealth of op- 
portunity ahead of the agent who 
adapts himself to the new conditions 
and meets his problems with intelli- 
eence and with a wide open mind 
New forms of coverage and new ave- 
nues of insurance are opening up on 


every hand. Much of the business 
lost in times past will be regained 
within the immediate future. The 


agent who knows his business thor- 
oughly, who spares no effort in prop- 
erly administering his affairs and who 
is alert to these possibilities will reap 
the just reward of his industry and 
perseverance ” 











own trade organizations. Your officers 
shouid be the best men you can pick and 
who will command the respect and re- 
gard of their fellow agents and deserve 
the confidence of the companies as well 
as the public we all serve. No man 
among you is too big or too important 
for such a task and no agent is so un- 
important that he cannot contribute 
something for the good of the cause. 


Unfit Agent to Be Eliminated 


“We hear and read a lot about the 
competition of non-board or non-agency 
companies. No one is as capable of sell- 
ing agency service in a community as 
the well qualified and thoroughly equip- 
ped agent. In the past we have had far 
too many agents just as we have had too 
many companies. The business of the 
future is going to be done on an entirely 
different basis and the gradual elimina- 
tion of the unfit agent or the unneces- 
sary agent will be accomplished. 

“It is only proper that agents indi- 
vidually and collectively should expect 
full consideration as business men from 
Governmental agencies like the H. O. 
L. C, charged with responsibility for 
protecting by insurance the millions of 
dollars worth of properties now being 
financed by the Government. Your ar- 
guments are sound and should be pre- 
sented to the proper Government offi- 
cials in such a way that your interests 
will be fully served. The way to meet 
competition of any kind is on the firing 
line where you can demonstrate the 
value of your service without too much 
reliance on the passing of resolutions or 
the making of rules and regulations that 
may or may not serve your purpose.” 


C. E. RICKERD’S ACCOUNT 


Standard Accident’s Advertising Pro- 
gram Includes Radio, National Maga- 
zines, Newspapers; Institutional Copy 

The Standard Accident has placed its 
advertising account with the C. E. Rick- 
erd Advertising Agency of Detroit. Mr. 
Rickerd was Standard Accident adver- 
tising manager for the past ten years. 
National magazines and insurance pub- 
lications are being used at present, and 
the use of newspapers, and radio is be- 
ing planned for fall. The first national 
advertisements appear in the July pub- 
lications. 

The campaign for the Standard Acci- 
dent, which is one of the first major cas- 
ualty insurance companies to do national 
advertising, will be largely institutional 
in character, and will tie in the agents 
with the activities of the company. The 
fact will be featured that Standard is in 


its fifty-first year of continuous service. 





AWARD FOR ALLIGATOR ATTACK 
_In Philadelphia, two brothers, profes- 
sional alligator wrestlers, have been 
awarded $3,003 by the workmen’s com- 
pensation board for injuries received 


when they were attacked by an alligator 
during an exhibition in a swimming pool. 
The insurance company was unsuccessful 
in its contention that the risk was out- 
side the regular routine of the brothers’ 
employment. 


LEO ROSENBLOOM RESIGNS 


Insurance Advocate Ad Manager for 17 
Years Succeeded by B. A. Kissam; 
Their Respective Careers 
Leo Rosenbloom, who has been adver- 
tising manager of the Insurance Adyo- 
cate for the past seventeen years, has 
resigned and carries with him the best 
wishes of the officials and staff of that 
organization. His future plans are not 

yet ready for announcement. 

Mr. Rosenbloom has made many 
friends in the insurance fraternity, being 
well and favorably known to agents and 
brokers in the metropolitan New York 
area and to most of the fire and cas- 
ualty company executives throughout the 
East. Although his work has been prin- 
cipally in connection with the Advocate’s 
advertising department he has frequently 
contributed to its news columns. 

Benjamin A. Kissam, who has been 
with the Insurance Advocate for the 
past five years, succeeds Mr. Rosenbloom 
as advertising manager. He was recent- 
ly married to Miss Isabel Harvey of 
Wyoming, New Jersey, and the newly- 
weds are now honeymooning in Maine, 





LLOYD’S CONCESSION OUT 


Following protests from Canadian in- 
surance companies when the bill was 
before the banking and commerce com- 
mittee of the Dominion Senate, the spe- 
cial concession to Lloyds proposed in the 
British and Canadian Insurance Bill has 
been eliminated in the House of Com- 
mons. 





LICENSED IN OKLAHOMA 
The General Reinsurance has been li- 
censed to operate in Oklahoma. 


J. M. Haines 


(Continued from Page 33) 

is watching closely the Washington Ad- 
ministration developments with reference 
to social insurance. So far what Roose- 
velt has in mind in this direction is rath- 
er vague. It has been announced that 
cabinet members and Harry L. Hopkins, 
the Administration’s relief administra- 
tion, are tackling the problem. No mat- 
ter what will be final evolution of the 
Administration’s social insurance pro- 
gram, there will be ample opportunity for 
the casualty companies to furnish a need- 
ed protection to the business and indus- 
trial community. Undoubtedly, new 
problems will be furnished to the bureau 
for solution, and whenever those prob- 
lems are up for discussion it is the opin- 
ion of this writer that Mr. Haines will 
have definite views about them, and will 
not hesitate to express them in bureau 
counsels; and it is also his opinion that 
whatever those views are they will be 
heard with respect and carry consider- 
able influence. 

Incidentally, Mr. Haines believes that 
more leeway should be given to the sal- 
aried men of the bureau in order that 
they may have opportunity to develop 
initiative. They see the situation from 
the vantage point of a nation-wide per- 
spective and lack of partisanship; and 
in the past there has been too much 
dampening of such initiative, suggestion 
often being smothered under a flood ot 
committeemen oratory and inaction. 

“Let the committeemen continue te 
suggest ideas, but permit the salaried 
men to act on those ideas. We shall 
then make more progress in the right 
direction,” said Mr. Haines to the writer. 


E. G. Trimble 


(Continued from Page 35) 


and a brilliant player. Bridge provides 
precisely the right combination of met 
tal stimulus and social intercourse that 
he enjoys and many happy evenings aft 
dedicated to that pastime. 

E. G. Trimble is militantly of and for 
Kansas City and Kansas City recipre 
cates. After all, why not? 
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